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jbo JEORGE F. TAUBENECK 

st. ies of the Week 

Pr >er Perspective 

T. Coggin and ‘Spike’ Thorndike 
iscover a Treasure 


Progress of ‘Planned Economy’ 
i. Britain 


Stories of the Week 


“Pull over, bub,” snarled the traffic 
policeman, crowding his victim to 
the curb. “What happened to your 
rear tail light?” 

The driver got out, looked behind, 
and was horrified at what he saw. 

“Oh heavens!” he kept muttering. 
“Oh heavens!” 

“Well, let’s not overdo it, Mister,” 
said the cop dryly. “It ain’t as bad 
as all that.” 

“You don’t understand,” gasped 
the motorist, panic still evident in 
his voice. “I’ve lost my trailer!” 


“Miss Murphy, you are really a 
most charming’ and lovely young 
lady,” beamed’fthe boss. 

“Why, thank-you, Mr. Mills,” flut- 
tered his surprised new secretary. 

“Yes,” he continued, “and your 
clothes and manners are all that 
one could ask for—and you're pretty, 
too.” | 

“Oh, thank you, thank you, Mr. 
Mills,” smirked Mollie Murphy. “But 
really, sir, I’m really not so perfect 
as you think.” 

“I know that, Miss Murphy,” gar- 
rumphed her boss, curtly. “That’s 
what I’ve been leading up to... . 
Now about your spelling, your gram- 
mar, and punctuation. .. .” 


Proper Perspective 


“Business is jittery today with a 
‘cash register complex’,” insists D. 
Clark Everest, president and general 
manager of the Marathon Corp. 

“If the economy of this country. 
has reached a point where it cannot 
withstand a slight falling off in the 
placement of business without going 
into a tailspin, or everyone develop- 
ing a case of jitters, then the coun- 
try is in a precarious condition in- 
deed. 

“Everyone wants to check the cash 
register at night and know exactly 
how much money he made that day. 
And if today’s ‘take’ is not more 
than yesterday’s, then, in his manner 
of thinking, everything. has ‘gone to 
hell in‘a hand basket.’ That’s a foolish 
and unhealthy attitude.” - 

Amen, brother. 

All of us have been decrying the 
upward inflationary spiral for months 
and inonths. Yet, now that business 
is setiling down to ‘normal,’ there 
are too many weak-hearted “busi- 
ness cripples’ who are scared to 
death They’re afraid they may have 
to sel’ again. 

Tha''s work, of course; but it’s 
fun, too. 


Ted Coggin and ‘Spike’ 
Ti orndike Discover a 
Tr -asure 


Vet: ans of the refrigeration in- 
dustr: will get a big kick out of this 
contr’ ition to “Inside Dope.” 

Detroit Lubricator Co. 
Detroit 8, Mich. 


_ The ght you might be interested 
attached, a perusal of which 


we back nostalgic memories, par- 
honey y of the days when families 
elves. be able to afford a maid. I 
T tev’ the control shown is an old 
aglic 


ue, and the evaporator is made 
ast iron sections produced by 
‘erican Radiator Co., on which 


uded on Page 6, Column 1) 


NLRB Hints t May 
Avoid Jurisdiction 
In Dealer Cases 


WASHINGTON, D. C.—The Na- 
tional Labor Relations Board, in two 
rulings announced this month, indi- 
cated that in cases involving small 
firms such as retailers it might de- 
cline to assert jurisdiction in an un- 
fair labor practice proceeding simply 
because “the business involved is 
so small and so local in nature that 
the interrpution of operations by a 
labor dispute could have only a re- 
mote and insubstantial effect on 
commerce.” 

The board’s decision involved (1) 
the A-1 Photo Service, a retail store 
in San Pedro, Calif., which has filed 
charges against Local 905 of the 
Retail Clerks International Associa- 
tion alleging that the union had re- 
fused to bargain in good faith and 
had restrained and coerced em- 
ployes; and 

(2) Pereira Studio, a small store 
in Tucson, Ariz., in which charges 
were filed against the company by 
Portrait & Commercial Photograph- 
ers and Photo Finishers Union (AFL) 


(Concluded on Back Page, Column 1) 


Freezer Sales Gain 
12% During March 


‘NEW YORK CITY—A 12% gain 
in world home freezer sales during 
March as compared with February 
were reported to the National Elec- 
trical Manufacturers Association by 
28 member companies recently. 

Sales for the first three months 
reached a total of 78,649 units, of 
which 27,204 were sold in March. 

For the first time, the total num- 
ber of upright freezers sold during 
the month were reported. These num- 
bered 1,265 and were included in 
the over-all total for March. Figures 
for the first two months will be col- 
lected later and shown in the cumu- 


(Concluded on Page 4, Column 5) 


Wisconsin Code May Up 
Cost of Installation 


MADISON, Wis. — Requirements 
such as the need for registering all 
new or used remote refrigeration in- 
stallations over 1%-ton and_ unit 
systems over 3 tons are incorporated 
in the new Refrigerating Plant Code 
for the state of Wisconsin which 
was put into effect May 11 by the 
state Industrial Commission. 

The code, which is fairly short, is 
intended to “apply to all refrigerat- 
ing machines installed in public build- 
ings and places of employment, ex- 
cept refrigerating systems using air 
or water as the refrigerant.” 
(Concluded on Back Page, Column 4) 


Smith Is General Sales 
Manager of Palmer Mfg. 


PHOENIX, Ariz. — Leetate Smith 
has been appointed general sales 
manager Palmer Mfg. Corp., here, 
according to Oscar 
C. Palmer, owner 
president. 

Before becoming 
affiliated with the 
Palmer firm, 
Smith directed 
hiring, training, 
and sales pro- 
grams for some 
of the larger fra- 
ternal insurance 
companies. He is 
an active member 


L. Smith 
of the National Federation of Sales 
Executives and director of the Ari- 
zoni Sales Executives Club. 


4 Refrigerator 
Prices Reduced 
By Frigidaire 


DAYTON—Frigidaire Div. of Gen- 
eral Motors Corp. has announced 
new price reductions effective May 
23 on four models of household elec- 
tric electric refrigerators. 

These new price reductions are be- 
yond those announced some 10 days 
ago and reported in the May 23 issue 
of AIR CONDITIONING & REFRIGERA- 
TION NEWS. 

The-action coincides with the an- 
nouncement of a downward adjust- 
ment in cost of living allowances to 
be paid General Motors eligible 
hourly rated and salaried employes 
during the months of June, July, ‘and 
August, declared Mason M. Roberts, 
Frigidaire general manager. 

The Frigidaire price reductions 
were on the following models: 

The MJ-7 (a 1948 model) was re- 
duced from $224.75 to $219.75. The 
ML-77 (1949 model) was reduced 
from $229.75 to $224.75. 


The ML-77P, an_ all-porcelain 
model, was reduced from $254.75 to 
$249.75. 


Model IL-80, a two-door Imperial 
“coldwall” model was reduced from 
$409.75 to $399.75. 

Frigidaire will give its dealers full 
benefit of this reduction by rebating 
to them the difference in their cost 
on all refrigerators in their stocks 
on which prices have been reduced. 


Detroit Ordinance Hits 
Defacing of Serial Nos. 


DETROIT—An ordinance prohibit- 
ing the removal, concealment, or de- 
facement of serial numbers on house- 
hold appliances and also prohibiting 
the sale or possession of appliances 
from which the serial number has 
been removed was passed recently by 
the Detroit city council. 

The ordinance, which became ef- 
fective on May 19, provides for a 
maximum $500 fine or 90 days in jail 
for violators. Possession of an appli- 
ance from which the serial number 
has been removed is considered first 
hand evidence of violation by anyone 
“fin the business of buying and sell- 
ing.” 

The ordinance carries the approval 
of the local Better Business Bureau. 


(Concluded on Page 4, Column 4) 


S. S. Richelieu Will Leave 
On Asre Cruise June 5 


MONTREAL, Que., Can. -— Some 
400 persons, including members of 
the American Society of Refrigerat- 
ing Engineers, their families and 
guests, are expected to be “on deck” 
for the society’s 36th spring meeting 
which opens here next Sunday, June 
5, aboard the 8S. 8. Richelieu, which 
will cruise down the St. Lawrence 
and Saguenay rivers for five days. 

Numerous entertainment and sight- 
seeing events are on the program, 
which also includes the presentation 
of 10 technical papers on various 
engineering subjects plus a domestic 
engineering conference on field test- 
ing of household refrigerators. 

Before the cruise ship returns to 
Montreal Thursday morning, June 9, 
the guests will have inspected the 
new plant of the Aluminum Co. of 
Canada at Arvida, Que., a mammoth 
hydroelectric power plant at nearby 
Shipshaw, and spent a full day sight- 
seeing in the historic and picturesque 
city of Quebec. 

There will be dancing every 
evening of the cruise, plus the an- 
nual cocktail party and dinner-dance 
Tuesday evening. 

Technical sessions are planned for 
Monday morning and evening, with 


(Concluded on Page 4, Column 3) 


Only Carival Type 
System Merits 
Loan, FHA Claims 


DETROIT — “An air conditioning 
unit must become a permanent part 
of a ‘central’ cooling system in much 
the same way that a furnace is part 
of a ‘central’ heating system” in 
order to qualify for financing under 
Federal Housing Administration regu- 
lations covering remodeling loans, 
Arthur J. Frentz, assistant FHA 
commissioner ruled recently. 

Frentz’ ruling was in reply to a 
question directed to him by Harry 
M. Steffey, assistant Michigan state 
director for the FHA here. 

The status of self-contained air 
conditioners and the requirements 
necessary for central station air con- 
ditioning were clarified in a recent 
exchange of correspondence between 
Steffey and Frentz. 

That exchange started over the 
question of the eligibility of Yorkaire 
air conditioning units for Title I 


(Concluded on Back Page, Column 1) 


Heating Equipment 
Firm Buys Gemco Div. 


ST. LOUIS—Agreement for the 
purchase of the Gemco Air Condi- 
tioner Div. of General Engineering 
& Mfg. Co. by Automatic Firing Corp. 
has been announced. Both are 
St. Louis companies. 

Automatic Firing Corp. is a manu- 
facturer of gas and oil conversion 
burners, coal stokers, and other 
heating equipment. The purchase was 
reportedly arranged to provide a 
year-round sales and manufacturing 
operation and to eliminate the sea- 
sonal aspect of the heating equip- 
ment business. 

Gemco air conditioning distributors 
throughout the country will be given 
the opportunity to sell Automatic 
Firing heating equipment, it was 
said. 

The purchase does not include the 
machine tool division of Gemco, 
which General Engineering & Mfg. 
will continue to operate. 

Automatic Firing Corp., located at 
6504 Olive St. here, was formed in 
1934. 


This Dealer’s Price Protection 
Applies on Next Purchase 


ANDERSON, Ind.—A new “twist” 
to price protection plans set up by 
a retailer, designed to stimulate busi- 
ness beyond the particular item 
covered, is being promoted by Banner 
Department Stores here. 

If .General Electric cuts prices on 
any major appliances before Oct. 1, 
the retailer will pass along to the 
customer who buys an item on which 
a price cut is made, a credit for the 
full amount of the reduction—this 
credit to be used in any subsequent 
purchase of a major G-E appliance. 


Bendix Attaches $179 
Tag to New Automatic 


SOUTH BEND, Ind.—An auto- 
matic washer that will retail at 
$179.95, claimed to be the lowest 
priced yet marketed, was announced 
last week by Bendix Home Appli- 
ances, Inc. Public demonstrations are 
slated to begin on June 6. 

Called the Economat, the new 
automatic washer features a new sys- 
tem of draining and drying. It is of 
the agitator type and a top loader. It 
requires no bolting to the floor, ac- 
cording to the manufacturer. 

The tub is made of a flexible, rub- 
ber-base composition and is manu- 
factured by the General Tire & Rub- 
ber Co. 


Crosley Shows 
New 7-Cu. Ft. 
Model at $239 


3-Day Distributor Meeting 
Also Sees Introduction of 
7-Model Range Line 


By John O. Sweet 


CINCINNATI—A new 7-cu. ft. 
“deluxe” Shelvador refrigerator to 
retail at $239.95 and a new 1950 
line of seven electric ranges priced 
from $159.95 to $329.95 were intro- 
duced by Crosley Div. of Avco Mfg. 
Corp. at its three-day national dis- 
tributor convention here last week. 

At the same time, Crosley’s sales, 
advertising, and promotion programs 
were detailed for the approximately 
500 persons who attended the con- 
vention held in the Taft auditorium. 

Participants included about 300 
representatives of the company’s 85 
distributor organizations. Also pres- 
ent were some 200 others represent- 
ing key suppliers and dealers, depart- 
ment stores, banks, and the Crosley 
sales organization. 

In announcing the new refrigera- 
tor, known as the EMA-7, W. A. 
Blees, Avco vice president and Cros- 
ley general sales manager, said the 
company has increased the discount 
on this model to distributors and 
dealers. 

This increase, it was explained, “is 
in accordance with Crosley’s an- 
nounced policy of providing, when- 
ever possible, greater profit margins 
to both distributors and dealers, as 
well as giving increased value to 
consumers.” 

The EMA-7 has a full-width hori- 


(Concluded on Page 29, Column 1) 


Pittsburgh Steamfitter 
Strike Settlement Pends 


PITTSBURGH, May 26—No speci- 
fic moves had been made up to today 
towards settling the strike called 
some time ago by Local 449 (AFL) 
of the United Association of Steam- 
fitters against member firms of the 
Refrigeration and Air Conditioning 
Contractors Association of Allegheny 
County, representing the major re- 
frigeration contracting and _ service 
firms here. 

The union is asking an increase of 
37% cents an hour on “light” refrig- 
eration installation and service work 
(under 5 hp.) which would bring the 
hourly rate up to $2.25 an hour. 

Observers here feel that settlement 
may wait upon some other action 
in local labor circles. The contract 
of the Master Steamfitters with the 


(Concluded on Page 4, Column 5) 


| IN THIS ISSUE | 


A progress report on the heat pump 
by two authorities in the field gives 
the latest operating cost figures and 
installation data. See pages 24-25. 

* * * 

A picture-story layout on page 28 
tells about a new building at a Michi- 
gan state institution for the mass 
storage of food needed in the prepa- 
ration of 14,000 meals daily. 

* * * 

Current thinking of supermarket 
operators and meat packers on 100% 
self-service meat departments as ex- 
pressed at the Super Market Insti- 
tute convention is reported in five ar- 
ticles appearing on pages 10, 18-20. 

. * * 

Three charts showing the profit 
trends and general financial condition 
of selected distributors which offer a 
yardstick to appliance distributors 
and dealers for measuring their own 
operation are presented on pages 12 
and 13. 
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AIR CONDITIONING & REFRIGERATION NEWS, MAY 30, 1949 


General Refrigerators 
Eases Foreign Credit 


NEW YORK CITY—General Re- 
frigerators Corp. here announced 
that it is now offering easier credit 
terms to its foreign distributors. 

The firm said a six-month survey 
established the fact that “a relaxa- 
tion of payment requirements is a 
healthy move in the direction of ex- 
panding international trade. 

“Fully aware of the, stringent cur- 
rency controls in a great many coun- 
tries, General believes that a more 
liberal attitude on the part of the 
seller will help the buyer over the 
present economical ‘rough spots’.” 

No details of the plan were given. 
Further information can be had by 
writing to the firm, 678 Broadway. 


Mississippi Is Carrier Dealer 


VICKSBURG, Miss. — Mississippi 
Hardware Co., refrigeration depart- 
ment, 1703 Washington St., has been 
appointed dealer for Carrier air con- 
ditioning units. 


Only 2 Districts Gain In Dept. 
Store Sales for May 14 Week 


WASHINGTON, D. C. — Dollar 
sales by department stores for the 
week ending May 14 were 3% under 
the sales recorded for the correspond- 
ing week last year, the Federal Re- 
serve Board has reported. 

Best sales records were reported 
from the Dallas and Boston Federal 
Reserve districts where they were 


up 4%. 


Appliance Ban Extended 
To Mexican Border Towns 


LAREDO, Tex.—Citizens of Mexi- 
can border towns will no longer be 
able to purchase refrigerators, radios, 
furniture, and other such heavy items 
in Texas cities. 

Chief Clerk Luis J. Aragon of the 
Nuevo Laredo Customs Service an- 
nounced recently that Mexico has 
extended the ban it has had for some 
time on such items going into the 
interior of the country. 
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SHELL and COIL CONDENSERS 


Compact, inexpensive, efficient—seam- 
less shell with copper condensing coils. 


4H. P. to 5 H. P. for FREON or 


Dealer Premium Sales 


They’re Back Again with Stores Offering Appliances for 
Anything from One Cent to One Dollar Extra 


LAS VEGAS, Nev.—Homeowners 
here could buy a new Crosley refrig- 
erator for $1, or a new Frostmaster 
home freezer for 95 cents, under a 
stunt promotion developed by Judd’s, 
furniture and appliance dealership 
here. 

The stunt campaign was developed 
by Judd Fish, owner of the store, 
who offered hard-to-get refrigerators 
at the $1 price only if the customer 
spent $1,000 in the Judd store for 
furniture, appliances, or other mer- 
chandise. Likewise, the Frostmaster 
home freezer was offered for 95 
cents if the customer at the same 
time spent $899.75 for home fur- 
nishings. 

A number of Las Vegas residents, 
particularly purchasers of new 
homes, came in to take advantage of 
the offer, according to Fish, who 
pointed out that while quite a few 
refrigerators were sold for $1, a lot 
more were sold at the standard price. 

The promotion was announced with 
a huge newspaper advertisement 


«the bargain sensation of the year! : 
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This ad in a Detroit paper offered an 

iron and timer clock with each G-E 

wringer washer for two cents extra. 
It's typical of competitive selling. 


headed “$1 Day at Judd’s.” Belo ag 
headline stated “Look what $1 «iy 
buy. This beautiful Crosley  -ft, 
Shelvador refrigerator, regular p ice 
$219.95, $1--with $1,000 worth of 
other merchandise. You don’t } ive 
to take the refrigerator. Buy $1 309 
in merchandise and take your ch ice 
of $200 in any merchandise in our 
store for only $1.” 

Stating that he believed the ide of 
most benefit to new-home purcha >rg 
who have to buy new furniture ; .y- 
how, Fish likewise published « $1 
plan table, whereby the customer |. as 
rewarded with a similar premiun on 
purchases ranging anywhere f m 
$100 to $1,000. For spending §. )0, 
for example, the customer got £ 900 
in merchandise for $1, for spenc ng 
$800, he was allotted $160 in ap li- 
ances for $1, and so on up to ‘he 
$219 refrigerator for $1. 

Judd declared that the sale of ‘he 
refrigerator at $1 by no means repre- 
sented “price cutting” but rather a 
premium on a big-ticket order. 


“ Methyl-Chloride. UL Approved. See 


™ your jobber or write direct. 


ACME INDUSTRIES, INC. 


Jackson, Michigan 
Representatives in all principal cities 


J. P. Strange Is Deepfreeze 
| Southern Regional Sales Mgr. 


NORTH CHICAGO, Ill. — Deep- 
freeze Div., Motors Products Corp., 
has announced the appointment of 
John P. Strange as regional sales 
manager for the southern region. He 
succeeds Thoben F. Elrod, recently 
resigned. Strange was district sales 
manager for the southern region 
prior to his new appointment. 
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NEW COMPACT 
HERMETIC MOTOR COMPRESSOR 


Yes, it is a neat package—and a neat answer to the problem 


of limited space applications. 


It’s the new Tecumseh single cylinder, 1/10th horsepower 


Hermetic. Compact . . . just 934” in diameter by 5'%,” thick. 
Think of the possibilities! Consider the increased food storage 


space made available with no increase in cabinet dimensions! 


Yet the New Tecumseh Hermetic brings you all the out- 


standing features of the larger Tecumseh models. Internal 


spring mountings for smooth, quiet, vibrationless operation. 


Positive forced-feed lubrication 


to bearing surfaces and 


cylinder walls. And many other big Tecumseh features that 


assure a long life of trouble-free performance. 


Ideal for apartment, midget and regular domestic refriger- 


ators, water coolers, beverage coolers and vendors, biological 


cabinets, and other applications where space is at a premium. 


= 
TiePtain 2 TECUMSEH PRODUCTS COMPANY 


Tecumseh, Michigan 


EXPORT DEPARTMENT: 2111 WOODWARD AVE., DETROIT 1, MICHIGAN 
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Worlds, largest 

independent produce 

of ‘Comfresiors and 
Condensing Units 
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3 Philco Films Point Up Technique for 
Selling In Appliance, Room Cooler Fields 


PHILADELPHIA — To aid_ the 
company’s distributors and dealers in 
training retail salesmen, Philco Corp. 
has recently produced three motion 
pictures featuring tested selling 
techniques as applied to refrigerators, 
home freezers, and single-room air 


conditioners, Raymond B. George, 
sales promotion manager, has an- 
nounced. 


“Surveys indicate that about 50% 
of the retail salesmen in the appli- 
ance field have had no pre-war ex- 
perience and thus have no _ back- 
ground in selling in a competitive 
market,” George said. 

“To meet this situation, Philco 
and its distributors have organized 
a comprehensive sales training pro- 
gram designed to inform the new- 
comer and refresh the veteran ap- 
pliance salesman. Our new training 
films, one each to cover Philco re- 
frigerators, freezers, and air con- 
ditioners, are an important phase of 
this program.” 

Describing the new movie on re- 
frigerators, as an example, George 
pointed out the this 18-minute film 
has the format of a play. Opening 
scenes show conditions on the lush 
period of 1947 when salesmanship 
seemed unnecessary and a mere 
order-taker could easily sell refrig- 
erators. 

The action quickly moves on to 
1949 and illustrates the bewilderment 
of a retail salesman who has failed 
to learn the features of refrigerator 
models and the basic principles of 
selling. 

Then the movie shows an expert 
appliance salesman in action with 
two of the nine 1949 Philco refrig- 
erators as he demonstrates the fea- 
tures to prospective customers and 
makes the sale. There is a judicious 
mixture of humor and competent 
salesmanship in pointing up the ap- 
proach and technique of a man who 
knows how to sell refrigerators. 

The introduction and finale of the 


_ Philco film show typical production 


| frigerator 
| George explained. 


_ operations in the manufacture of re- 


frigerators in the company’s $7,000,- 


_ 000 plant in Philadelphia. 


The message in-the narration de- 
scribes the vast potential market in 
new homes, farms, and for replace- 
ment of obsolete’ refrigerators, 
stressing the opportunities for sales- 
men who know the facts and how to 
apply them. 

An interesting feature of this re- 
sales training movie, 
is that the entire 
project was carried out by Philco 
personnel, with the exception of two 
professional actors and two actresses. 


The negative was photographed 
and the sound recorded on 35 mm. 
film, reduced to 16 mm. prints for 
use by Philco distributors in their 
sales training meetings, to achieve 
the best picture and sound quality. 
The showrooms and model kitchen 
of Philco Distributors, Inc., Philadel- 
phia, were used as the settings. 

Particular credit on this _ film 
should go to Edward Bland, sales 
promotion manager of the Philco 
eastern sales region, who wrote the 
shooting script and narration and di- 
rected the film with the advice of 
two professional cameramen from 
Philco television station WPTZ, Carl 
Voelker and Ralph Lopatin. 

An assist goes to Ted Lucas, com- 
pany public relations man, who 
helped organize the project and write 
the script. 


Store’s Drawing Gives 
Customer Refund 


HAMILTON, Ont., Can.—Sutton & 
Son here, specializing in washing 
machine sales for the past 20 years, 
is promoting new business by offer- 
ing one free machine in every 50 
units sold. 

Customers buying washers at the 
store receive a number on the sales 
slips. At the end of the year, a 
public drawing will be held. Cus- 
tomers whose numbers are drawn 
will have the full purchase price 
returned. 


Cutler-Hammer Office Moves 


MILWAUKEE — Cutler-Hammer, 
Inc. recently announced a change of 
address for its Boston District Sales 
office. 

Headed by C. V. Topliffe, the new 
office is located at 784 Common- 
wealth Ave., Boston 15. 
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SWIFT 


Pulleys and Fan Blad 
Industrial & Variabl: 
Speed Pulleys 


Standard equipment with m + 
refrigeration unit manufacture >. 


Sold By All Better Jobbe 5 


w 


Swift Manufacturing, | 0¢- 
1455 E. Nine Mile Road 
Hazel Park, Mich. 


DEALERS - DISTRIBUTORS WANTEL | 


If you are prepared to handle sales, 
installation and service for our stainless 
steel soft drink Dispensers for Bars and 
Taverns, advise business experience and 
some facts relative to your financial ability. 


INCREASES PROFITS FOR 
BARS AND TAVERNS 


MULTIPLEX FAUCET CO. 


Exceptionally profitable to handle. — 


Moc 
Under ‘ar 
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Draws °né 
sweet — ink 
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Write to 


4325 DUNCAN, ST. LOUIS, M°. 
Le a ee ae MANUFACTURERS OF SOFT DRINK DISPENSERS OVER 43 YEARS -————~ 
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| DEALERS ONLY first Stave 


“| 1949 MONITOR R8 


a | | (Built to Retail at $239.50) 
=: )' his is a Brand New Model--Not a Closeout! 


her a 27 SELLING FEATURES 


®@ 8.02 cubic feet total interior volume. @ 14.33 square feet ot 
shelf and floor area (4 shelves). @ Crisper drawer of acid-resisting 
porcelain, 632 cubic inches with ‘‘Gruvex’’ glass cover. @ Extra 
large meatkeeper of tempered glass—245 cubic inches. @ Frozen 


5 food compartment of anodized aluminum—1098 cubic inches 

capacity in addition to ice cubes. @ 48 ice cubes in 2 trays, 
“yey including 1 plastic tray for easy cube removal. @ Full-covering, 
ts for decorative aluminum freezer compartment door with spring hinges. 
their @ Exterior finish is two coats of duPont’s Hi-Bake refrigerator 
saan Dulux over Bonderized furniture steel both coats baked on 
‘itchen individually. @ Beautiful ‘MONITOR’ nameplate and ‘‘BOOTS 
iladel- BOY" emblem. @ Interior—duPont’s new type enamel—chip- 
P aim proof, shock-absorbant and abrasion-resistant over -zinc-coated 
sales and Bonderized steel. @ Interior door panel of Panelyte moulded 
Philco plastic finished in two coats of duPont’s enamel—mounted on 
Me spring clips instead of screws to eliminate distortion—breather 
ice of holes in panel to assure that door insulation remains dry. @ Breaker 
_ from strip throat mouldings are white, extruded Ethyl cellulose—the 
diene same color all the way through—shock-proof and chip-proof, 
, com- assuring freedom from damage or abrasion. @ Feather-touch 
ae latch—positive action with two-way adjustable strike of chrome- 


plated brass casting. @ Hinges adjustable four ways—in and out, 
up and down, and are externally mounted to eliminate a source of 
infiltration of moisture-laden air. © Food compartment door has internal 
es turnbuckle adjustment to assure perfect continuing fit—adjustment acces- 
sible from outside. @® Door handle—heavy die casting chrome plated. 
@ Adjustable glides for uneven floors. ® Super-silent, hermetically-sealed 


Laboratory approved. ®@ Insulation—Fiberglas throughout. @ Fibre 
bottom—sound absorbant for super-quiet operation—Treated for 
moisture resistance and vapor sealed. @ Built like a safe—cabinet and 
door are of 20-gauge furniture steel, reinforced with heavy 14 gauge 


tton & refrigeration unit internally sprung Ye h.p., by Tecumseh, with static lahore’ dee Te neues daar't the ce “a 2 
ashing condenser—a Scotchman’s dream for economy. @ Safe Freon F-12 a prewar 5—Width 29 inches, Height 54's inches, Depth 25 inch 
years, ° 6 * ” * dri r in stem. * 23-Point cold P : ne I inc es, eig 2 Inc es, ept incnes. 
poi refrigerant. @ ‘‘Low side’’ refrigerant drie sy Shipping Weight: 270 Ibs 

ry 50 control by Cutler-Hammer. @ Automatic interior light. ® Underwriters’ PP -_ . 

at the 

<1 ORDER 1 or 1,000--For I diate Shi 

sar, a 

C. or I, --Kor immediate ipment. 
price 


F.O.B. Greenville, Michigan with Full Carload 
- $ Freight Allowed To Destination in continental 
mms, 00 United States. Price includes Federal Excise Tax 
g Po and one year standard warranty plus four addi- 
each |. . , T : 
tional years protection on sealed unit. Packed ~ t A : PRI FE 
@ net for Domestic Shipment—Export crating extra. 


_ Sales 
TERMS: 10% with order, balance sight draft against order bill of lading. Be sure to advise name and 
e address of bank on which draft is to be drawn and shipping instructions. 


e new 
mmon- 


—_—— 
ee 


* POOL C ARS: Stopover cars may be arranged in conformance with our standard unit carloading of 
e four units of 18 each plus 12 on floor in center of car—total 84 per car. 


r N OTE . This offer is subject to change or withdrawal at any time without notice. Deliveries are subject to 

¢ existing stocks or accumulation of orders for total quantities to justify subsequent minimum produc- 
sin | tion runs. If shipment cannot be made within 30 days after receipt of order, deposits and orders 
tae. | f will be returned. You may specify time limit on your order to apply if immediate shipment cannot 
be made. We reserve the right to refuse any order or to grant exclusive dealerships for limited 
periods in any area. 


Send Order To and Make Checks Payable to: 


'| RANNEY REFRIGERATOR COMPANY 


Three Generations of Better Refrigeration 


_ GREENVILLE, MICHIGAN 
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57-Year-Old Ranney Refrigerator Co. 
Making Many ‘Brand Name’ Refrigerators 


GREENVILLE, Mich.—Ranney Re- 
frigerator Co., which converted to 
full-time production of war materiel 
during the War, resumed production 
of “private brand’ lines of house- 
hold electric refrigerators as soon 
as the plant was _ reconverted, 
with production growing steadily, 
and reaching a point of about 200 
units per day in the past few months. 

Postwar “brands” in household re- 
frigerators made by Ranney include 
such names as Copeland, Lashco, 
Artherts, Dalco, Worthington, Seaco, 
Coop, Monitor, Orley, and Zerozone. 

Services offered by Ranney include 
styling, engineering. development, 
and testing of new models to the 
customer’s specifications. 

Ranney lays claim to producing the 
first “completely new” postwar re- 
frigerator, no part of which was ever 
built pre-war. This claim is based 
on the fact that following V-J Day 
all tools and equipment then in the 
plant were removed, and no single 
tool or die that was used pre-war 
was again put in use, and no single 
machine or other piece of equipment 
now sets where it was before the 
War. The engineered capacity of the 
plant is approximately 400 refrig- 
erators per day per shift. 

The Ranney Refrigerator Co. was 
originally incorporated and started in 
business in its present location in 
1892. The founder was Frederick E. 
Ranney, who had formerly been gen- 
eral manager of the Belding-Hall 
Mfg. Co. at Belding, Mich., which 
firm also manufactured refrigerators. 

The founder of the company had 


two sons, Ellis W. Ranney and Leroy 
W. Ranney. Ellis Ranney succeeded 
the founder as president of the com- 
pany, holding that title until 1938, 
when he became chairman of the 
board. Leroy Ranney became presi- 
dent of the company in 1938 and is 
still president today. Two of the sons 
of Ellis Ranney, Frederick B. and 
George E. are active in the company 
as vice president and traffic manager, 
and treasurer and comptroller, re- 
spectively. Two of the sons of Leroy 
Ranney are also directors and active 
in the company. They are Leroy W., 
Jr., secretary and special sales rep- 
resentative; and George F. special 
sales representative. 

Clinton Millman is vice president 
and general manager of the Ranney 
Refrigerator Co. Active in the re- 
frigeration field since the _ early 
twenties, he joined the company in 
1937 as west coast manager, and in 
1939 came to Greenville as general 
sales manager. He became general 
manager in 1942 and vice president 
in 1947. 

Until the 1930’s, the company was 
engaged in the manufacture of ice 
boxes sold nationally through furni- 
ture and hardware outlets, except for 
both metal and wood cabinets pro- 
duced for some electric refrigerator 
manufacturers. 

During the 1930’s, Ranney manu- 
factured household electric refrigera- 
tors on contract, making them under 
such names as Westinghouse, Uni- 
versal Cooler, and Zenith. In addi- 
tion, a line of ice refrigerators was 
marketed nationally. 


ASRE Cruise-- 


(Concluded from Page 1, Column 3) 
the third one set for Tuesday after- 
noon. The domestic engineering con- 
ference is programmed for Wednes- 
day evening, with R. F. Roider of 
General Electric Co. leading the dis- 
cussion. 

Papers scheduled for presentation 
are as follows: 

“Specific Heat of Foodstuffs” by 
Horace E. Staph, University of 
Texas. 

“The Action of Desiccants in the 
Removal of Water from Refrigerat- 
ing Systems” by B. J. Sterk, Socony- 
Vacuum Laboratories. 

“Determination of Water and Non- 
Condensible Gas Content of ‘Freon- 
12’ Gas by a Dewpoint Method” by 
H. M. Elsey, Westinghouse Electric 
Corp., Research Laboratories. 

“Moisture in Walls of Cold Stor- 
are Rooms” by Carl Munters, 
Stocksund, Sweden. 

“Refrigeration Abstracts” by D. K. 
Tressler, Westport, Conn. 

“Air Cycle Refrigeration and Its 
Applications” by Paul Scofield, AiRe- 
search Mfg. Co. 

“A New Canadian Laboratory for 
Arctic Testing” by J. L. Orr and 
D. G. Henshaw, National Research 
Council, Canada. 

“Theory and Use of the Capillary 
Tube Expansion Device—Part II, 
Non-Adiabatic Flow” by M. M. Bol- 
stad, University of Missouri, and R. 
C. Jordan, University of Minnesota. 

“New Development in Absorption 
Refrigeration” by A. A. Berestneff, 
Carrier Corp. 

“Cold Rubber—Its Preparation, 
Properties, and Application” by 
Douglas Chalmers, Gates Rubber Co. 


IN WALK-IN COOLERS 


HUMI-TEMP 


FITS FLUSH AGAINST WALL 


DRAWS Aik iN AT BOTTOM 


The quiet-running, slow- 
speed fan draws in air at the 
bottom and forces it across 
and through the big Larkin 
Cross-Fin Coil. 100% of coil 
surface is used. Fits flush to 
ceiling, saves valuable space. 


519 MEMORIAL ORIVE, $.£. 
AT ED Bibi ORGIA 


FORCES AIR IN ALL DIRECTIONS 


Scientifically designed air dif- 
fuser assures uniform distri- 
bution of cold air. Entire coil 
surface is used—no dead 
spots. No difference in air 
flow from top of coil to 
bottom, maximum efficiency. 


EAT NEW LARKIN UNITS 


“TURRET 
‘HUMI-TEMP | 


FOR CEILING INSTALLATION | 
IN WALK-IN COOLERS 
‘AND STORAGE ROOMS — 


F° ALL-ROUND temperature and humidity control 
with maximum space-saving, these new Larkin 
units are ideal. Feature packed for faster sales! 
* Exclusive venturi lip on drip pan prevents short 
circuiting of cold air 
* Light-weight, rust-proof aluminum case, finished 
in Larkin Blue or gleaming White 
® Built-in Heat Exchanger 
* Hinged grill easily removed for quick access to 


motor and valve 
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* Original, patented Larkin Cross-Fin Coil 

® Vibration-proof fasteners; heavy mounting 
brackets, die stamped 

® Largest models less than 13 inches high 


See your wholesaler, or write to us today for full 
details and prices on these new Larkin Humi-Temps. 


(air 
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28 Companies Report Home Freezer 
Sales Totaled 27,204 Units In March 


Farm and home freezers complete with high and low side cabinet, where 5.7 
or more of the net cabinet capacity is designed for the freezing and +; 


storage of frozen food. 


MARCH (28 Companies) 


Domestic 
(48 States 
Sizes and D. C.) 
1. 4.9 cu. ft. and under.. 996 
2. 5H to GS cu. fT. ...... 6,674 
a. TOO GO ou. f. ...... 4,926 
4. 90 to 109 cu. ft....... 1,173 
& 110 te 169 ou. f...... 2,546 
6 180 to 169 cu. %...... 6,886 
7 2172 B® Be eu. &..... 2,985 
S& £10 © BS a. H..... 134 
9. 30.0 to 39.9 cu. ft...... 257 
10. 40.0 to 49.9 cu. ft...... 3 
11. GOO to 809 cu. fh..... sks 
12. 60.0 cu. ft. and over.. 5 
WE. ss vee seieseenas “ 26,585 

13. Total Upright Models 
(included in above). 1,265 


FIRST THREE MONTHS (28-31 Companies) 


Domestic 

(48 States 

Sizes and D.C.) 

1. 4.9 cu. ft. and under.. 4,737 

% 80 te 69 cu M%. ...... 10,066 

a; 76 16 GS Ot. Th. .....: 18,689 

4. O08 t 108 cu. f...... 3,776 

5S. 220 te 129 ou. &...... 17,264 

6. 18.0 to 16.9 cu. ft...... 11,922 

7. 170 t DO eu. %...... 9,237 

S. 21.0 to 909 cu. ft...... 694 

9. 30.0 to 39.9 cu. ft...... 882 

10. 40.0 to 49.9 cu. ft...... 6 
11. 50.0 to 59.9 cu. ft...... 1 
12. 60.0 cu. ft. and over... — 15 
.  errecrrre rere 77,289 

ok 


13. Total Upright Models. 


Other 
Canadian Foreign To: 
ee 322 1,518 
77 6,731 
141 5,057 
9 1,182 
43 2,859 
19 6,95 
8 2,913 
134 
619 27,205 
1,265 

Other 
Canadian Foreign Total 
" 558 5,295 
- 306 10,372 
1 344 19,034 
19 3,795 
67 17,331 
41 11,963 
24 9,261 
694 
882 
6 
1 
cube ine 15 
1 1,359 78,649 
* * * 


*Data for January and February will be collected later and shown in the 


Cumulative Four Months figures. 


Participating companies: Avco Mfg. Corp.; August G. Barkow Mfg. Co.; 
Beatty Mfg. Co.; Ben-Hur Mfg. Co.; Brewer-Titchener Corp.; Carrier Corp.; 
The Coolerator Co.; Deepfreeze Div., Motor Products Corp.; Frigidaire Div., 
General Motors Corp.; General Electric Co.; Gibson Refrigerator Co.; Hotpoint, 
Inc.; International Harvester Co.; Kelvinator Div., Nash-Kelvinator Corp.; 
Masterfreez Home Locker Mfg. Co.; The Maytag Co.; Norge Div., Borg-Warner 
Corp.; Oregon Refrigerator Co.; Portable Elevator Mfg. Co.; Revco, Inc.; 
Sanitary Refrigerator Co.; Schaefer, Inc.; Emil Steinhorst & Sons, Inc.; Stod- 
dard Mfg. Co.; Sub-Zero Freezer Co., Inc.; Victor Products Corp.; Whiting 


Corp.; Wilson Cabinet Co., Inc.; 


Ace Cabinet Corp. 


(out 2-1-49); General 


Refrigerator Corp. (out 3-1-49); Seeger Refrigerator Co. (out 3-1-49). 


Defacement Law-- 


(Concluded from Page 1, Column 8) 


The Bureau backed it in hearings 
before the council when the measure 
was first proposed earlier this spring. 
Text of the ordinance follows: 
ORDINANCE NO. 316-E 


Defacing Motor or Serial Numbers on 
Household Appliances 


AN ORDINANCE Prohibiting the removal, 
concealment or defacement of serial 
numbers of any motor, household ap- 
pliance or mechanical device; prohibiting 
the sale or possession of motors, appli- 
ances or mechanical devices from which 
such serial numbers have been removed; 
defining such offenses and providing for 
the penalties for the violation thereof. 


IT IS HEREBY ORDAINED BY THE 


PEOPLE OF THE CITY OF DETROIT: 


| pliance 


Section 1. From and after the effective 
date of this ordinance, it shall be unlaw- 
ful for any person, firm, co-partnership 
or corporation to conceal or misrepresent 
the identity of any motor, household ap- 
pliance, or mechanical device by remov- 
ing or defacing the manufacturer's serial 
or motor number, or by altering or re- 


placing any part of such motor, appliance 


or mechanical device bearing new or re- 
placed part upon which the proper serial 
or motor number has not been stamped 
or placed. 

Section 2. In all prosecutions under this 
ordinance, possession by any dealer, dis- 
tributor, wholesaler, or person, firm, co- 
partnership or corporation in the business 
of buying and selling, of any motor, ap- 
or mechanical device with the 
manufacturer's serial or motor number re- 
moved, defaced or altered or with a part 
bearing such number replaced by one on 
which the proper number does not appear, 
shall be prima facie evidence of violation 
of the provisions of thi sordinance. 

Section 3. Any person, firm, co-partner- 
ship, or corporation violating any of the 
provisions of this ordinance shall, upon 
conviction thereof, be punished by a 
fine of not more than Five Hundred 
($500.00) Dollars, or imprisonment in the 
Detroit House of Correction for a period 


| of not exceeding ninety (90) days, or 


by both such fine and imprisonment in 
the discretion of the court. 
Section 4. All ordinances or parts of 


ordinances in conflect herewith are hereby | 


repealed. 
(J. C. C. 866, Apr. 5, 1949) 
Passed Apr. 12 ,1949. 
Approved Apr. 19, 1949. 
Published Apr. 20, 21, 22, 
Effective May 19, 1949. 
THOMAS D. LEADBETTER, 
City Clerk. 


1949. 


Refrigeration Aids Remodeling 


BUFFALO—tThe remodeled A & P 
supermarket recently reopened at 
499 Elmwood Ave. here, contains 
a frozen foods department, a self- 
service dairy department and a re- 


| frigerated produce department. 


bf 


March Freezer Sales -- 


(Concluded from Page 1, Column 2) 


lative four months figures, according 
to the association. 

Foreign sales for March by these 
companies, numbering 619 _ units, 
were 30% above February. 

Biggest sales gains for March were 
scored in the 5 to 6.9-cu. ft. and the 
13 to 16.9-cu. ft. categories. The 
former skyrocketed from 1,809 units 
in February to 6,751 in March. The 
latter jumped from 1,563 in Febru- 
ary to 6,905 in March. 

Biggest drop was in the 11 to 12.9- 
cu. ft. category, down from 8,304 in 
February to 2,589 in March. 

In the foreign field, all categories 
gained over February except the 7 
to 8.9-cu. ft and the 17 to 20.9-cu. ft. 
groupings. 


Pittsburgh Strike - - 


(Concluded from Page 1, Column 5) 
Heating, Piping & Air Conditioning 
Contractors group (involving refrig- 
eration equipment over 5 hp.) is up 
May 31, and the local is said to be 
asking an increase of from $2.50 to 
$2.75 an hour. 

A number of other unions in (the 
building and contracting trade «are 
asking an increase of 25 cents an 
hour, although the carpenter’s nd 
boilermaker’s locals have voted to 
hold the line. How these other wge 
controversies are settled may arfiect 
the strike against the refrigera ion 
contractors. 


In the meantime, what ser-ice 


work is being performed is being 
done by independents outside of the 
contractor’s group. 
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PITTSBURGH 26. PENNA 
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25 Richmond Contractors) Syb.-ZeroStorage Temperatures Will Cut 


form Local Association 


R!CHMOND, Va.—A group of 25 
refy'geration firms, comprising al- 
most 100% representation of the 
loce! refrigeration contractors, re- 
cen’'y met and deceided to form an 
ass ciation to be known as the Rich- 
mor Refrigeration Contractors As- 
socixtion. 

Ralph Lampie, vice president of 
the Ralph Lampie Refrigeration 
Service, was elected president; R. M. 
Dur.ille of Robert M. Dunville & 
Bros, vice president; and Cedric 
Eves, president of the Hill Refrig- 
erai..n Corp., secretary. 

Tie new group will endeavor to 
promote better safety conditions and 
will cooperate, in this respect, with 


the various city authorities in .de-a 


veloping a new code, Evans said. 
A committee was set up to study 
and recommend to the city a refrig- 


eration code that would be drawn. 


from: similar codes now in use by 
other large cities, he added. These 
codes would be adapted to local con- 
ditions. 

The association will meet monthly 
and has already commenced work 
on a suggested code. 


Carrier Net for Year Up 
Over Previous Period 


SYRACUSE, N. Y.—Net profit of 
Carrier Corp., for the 12 months 
ended April 30, 1949, was $2,083,320 
as compared with $2,349,697 in the 
preceding similar period, the corpora- 
tion reported recently. 

Completed sales totaled $51,198,786. 
The comparable figure for the 12 
months ended April 30, 1948, was 
$55,050,376. New orders were booked 
in the amount of $48,634,081. The 
total for the preceding 12 months 
was $46,139,159. 

On April 30, 1949, Carrier had a 
backlog of unfilled orders amounting 
to $20,174,779 as compared with $23,- 
304,757 a year earlier. 

Commenting on Carrier’s current 
earning and business, Cloud Wampler, 
president, stated: “The net profit 
figures for the 12 months ended April 
30, 1949, do not reflect any inventory 
reserves other than those normally 
established. It is quite possible that 
additional reserves will have to be 
provided. 

“Current operating results are less 
satisfactory than a year ago, due 
largely to the general business de- 
cline that is taking place plus the 
return of normal seasonal influences. 
However, new orders booked during 
the first six months of fiscal 1949 
were only 9% below those of the cor- 
responding period a year ago.” 


Per-Cu.-Ft. Price Only 6% 


Ice Cream Shrinkage During Transit 


SAN FRANCISCO—Costly shrink- 
age of ice cream during transporta- 
tion by truck or rail can be done 
away with by sub-zero temperatures 
in containers, it was pointed out by 
members of the American Chemical 
Society at the national meeting held 
here recently. 


A study of the problem was pre- 
sented by Alfred Lachmann, E. L, 
Jack, and D. H. Volman, all members 
of the University of California 
College of Agriculture. The report 
pointed out that upon investigation 
of factors which reduce shrinkage, 
low temperature won out over “pres- 
, Sure” points. 


The shrinkage of the ice cream is 
invariably due to the diffusion or 
spreading of air bubbles through the 
product, it was pointed out. Ice 
cream of particularly high butterfat 
content shows less shrinkage than 
that of low butterfat content, it was 
explained, in as much as molecular 


construction of the higher butterfat 
content ice cream prevents spread- 
ing of air over large areas. 

The difference in altitude which 
ice cream encounters in shipping 
from one point to another is one of 
the most important considerations in 
shrinkage, it was pointed out. In a 
typical study, it was determined that 
ice cream which is manufactured at 
a low elevation, and shipped through 
mountain areas, should be cooled to 
a temperature of between zero and 
seven degrees for minimum shrink- 
age. The lower the temperature, the 
less shrinkage will be encountered. 


Pair Opens Vogue Furniture Co. 


ERIE, Pa.—The Vogue Furniture 
Co. has been established at 129 E. 
10th St. here, featuring furniture 
and appliances. Partners in the new 
firm are John J. Peters and Harry 
Klick. 


Gerdes Heads Amana 
Sales In Eastern Region 


AMANA, Iowa—George C. Foerst- 
ner, manager of the Refrigeration 
Div., Amana Society, has announced 
the appointment of Peter B. Gerdes 
as regional sales manager for Amana 
home freezers. 

Gerdes, formerly with the Yale 
and Towne appliance division, and 
more recently with Talon, Inc., will 
headquarter in New York City. His 
territory will include the states of 
New York, Vermont, Connecticut, 
and portions of Massachusetts, and 
Pennsylvania. 

Bill Kern continues as eastern re- 
gional sales manager, headquartering 
in Pittsburgh. Increased dealer ac- 
tivity since the introduction of the 
Model 60—6-cu. ft. Amana home 
freezer, made necessary the division 
of sales territories. 

Expansion of the advertising pro- 
gram was also announced with the 
addition of Merlin Morris as adver- 
tising manager. Morris was formerly 
with LeFebure Corp. and Interna- 
tional Milling Co. 


Proposed Law Would Prohibit 
Below-Cost Sales In Florida 


TALLAHASSEE, Fla.—House Bill 
1099, introduced by Representative 
R. H. Simpson, of Jefferson, would 
prohibit below-cost sales of merchan- 
dise in Florida. 

The measure, referred to the com- 
mittee on business regulation, would 
include in its meaning any tangible 
personal property “which is or may 
become the subject of commerce.” 


Protective Supply Distributes 
Harvester Line In Fort Wayne 


CHICAGO — International MHar- 
vester Co. has appointed Protective 
Electrical Supply Co., Fort Wayne, 
Ind., as wholesale distributor in the 
Fort Wayne area for the company’s 
line of household refrigerators and 
freezers. 

Officers of the 43-year-old firm 
are: M. B. Larimer, board chair- 
man; T. G. Popp, president and 
treasurer; H. W. Henline, vice presi- 
dent; and A. O. Spiegel, secretary. 


>— 


Above 1939 Level, Ad 


Tells ‘Waiting’ Consumers 


| 

CHARLOTTE, N. C.—A coopera- | 
tive advertising campaign to im- 
press upon ‘waiting’? consumers that 
appliance prices are down now is 
being launched here by the Charlotte 
Appliance Dealers Association. 

Starting off the campaign on re- 
frigerators, the first newspaper ad- 
vertisement prepared by the group 
will emphasize that refrigerators 
cost only $34 per cu. ft. today as 
compared with $32 cu. ft. in 1939. 
This, the advertisement will note, is 
only a 6% increase over prices as 
they were 10 years ago. 

The idea for the campaign grew 
out of a discussion of the merits and 
disadvantages of price advertising. 
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Compact, fully auto- 
matic, marvels of 
Cificien. cy in sizes up 
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TYPHOON AIR CONDITIONING CO. NC. 


Division of lee Air Conditioning Co., Inc. 


784 UNION STREET e BROOKLYN. N. Y. 


PERFECT RECORD FOR 23 YEARS 


Suniso Refrigeration Oils Prove Absolutely Trouble-Free 
for Service Shop, One Unit Running on Same Oil Since 1926 


Another measure of their quality is 
the fact that Suniso Oils are the 
predominant choice of equipment 


No lubrication trouble in 23 years 
while using Suniso Oils—that has 
been the experience of a large com- 
mercial refrigeration service shop. 

Starting in 1926, this big-city 
concern has grown so large that it 
now keeps 20 men busy. On the 
premises alone it services some 750 
units a year. No oils but Suniso 
have ever been used except for 
occasional periods during the war 
when Suniso sometimes was not 
immediately obtainable. The only 


“JOB PROVED’’ 


lubrication trouble ever experi- 
enced was with these substitutes. 
One domestic unit has been run- 
ning on Suniso for 13 years without 
an oil change; and another for 23 
years. The service manager says 
that Suniso Refrigeration Oils have 
definitely contributed to building 
up this fine business and making it 
profitable. 

This is the kind of performance 
that servicemen everywhere have 
learned to expect from Suniso Oils. 


SUNISO REFRIGERATION OILS =x§ 


THROUGHOUT THE 


INDUSTRY 


manufacturers in the refrigeration 
and air-conditioning field. Suniso 
is available in different grades. Each 
has an exceptionally low pour-point 
and wax-separation point, excep- 
tionally high dielectric strength and 
resistance to chemical change when 
mixed with Freon or other modern 
refrigerants. Ask your jobber for 


- free Suniso specification card. 


SUN OIL COMPANY: Philadelphia 3, Pa. 
In Canada: Sun Oil Company, Ltd. 
Toronto and Montreal 
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_ DP Pim mememmemereneen parts, it required too much expensive which ice refrigeration cannot give. are frozen in a steady supply. 
bs (@ | service. “It also controls the newly devel- “As compared with reciprocating ( 
“If household refrigeration was to oped water valve and automatically type machine, we claim the rotary : : 
; : become the great success it should stops the flow when machine ceases type is: 4 
A | be, something more simple should be its operation. This water valve, as “1, Less complicated. T 
_ provided—something more easily un- shown herewith, is a very simple . Mase Ausable 
: derstood—something that would re- little device, and is installed on the a , , 
by GEORGE F. TAUBENECK quire very little, if any, servicing. machine at the factory, making the z <nige less areviee. 
; ; : : . There is no vibration. 
[ Wied “With this idea in view, ISKO con-_ installation of the machine, when it fo 
ceived the present rotary type ma- arrives at destination, a very simple 5. More quiet, motor only can tic 
(Concluded from Page 1, Column 1) chine, with no valves to grind—no 4ffair as compared with the old style be heard. ; a 
I cut my teeth when first entering pistons to enlarge—no cylinders to Of control. “6. Is more efficient. er 
the industry. I got a bang out of the _regrind—no rings to replace—no con- “We have also discarded the ex- “Why not provide yourself with Cl 
notation, “motor only can be heard.” necting rods to take up—no crank- pansion valve, using in its place a the very best of refrigeration? le 
“Spike” Thorndike picked it up on shafts to wear—no pulley and belts float valve, permitting us to use the “It is idle to compare ISKO and 
one of his travels and sent it on to to replace; just two little gears, re- flooded system, which gives greater- i.e costs. No one compares a broom as 
me, so I am just passing it along. volving in oil, directly connected to efficiency than that of the expansion with a vacuum cleaner—a horse with st: 
F. G. CoccIn, the motor with a plain, round shaft; formerly used. an automobile. ev 
Manager, Refrigeration Div. that's all. “In place of brine tanks we now “ISKO justifies itself not only be- . 
enemansnsinenetant “The final result is a machine so use radiators, doing away with the gause electric current is cheaper th 
Here follows a verbatim quotation simple in construction—so perfect objectionable feature of brine or any than ice, but it does what ice can Te 
from one of the earliest (about 1917) in operation, that when once pro- other liquid of that nature. never do. It maintains an even tem- in; 
promotion pieces ever issued by a_ perly installed, it has solved the re- “Radiators are made in sizes to perature—it saves food—it guards . 
manufacturer in the refrigeration frigeration problem, avoiding the ft any ice box. One has only to give the family health. +i 
industry: large expense of servicing any recip- ys the inside measurements of the “Tt ig a machine and as a machine . 
“In refrigeration, as in the auto- Procating type of machine requires. ice chamber and width and height of jt cools, not by relying on something ef 
mobile field, years ago, someone had “But perfect as was the machine door opening and we can always that melts, but by constantly extract- th: 
to be the pioneer in the domestic itself, the automatic control, like send the right size to give the best jing heat from the refrigerator and wa 
industry. the reciprocating type machines, con-___ refrigerating results. food. tio 
“The ISKO was the pioneer. tained too many parts and some- “We are showing herewith a 2- “Having an ISKO once installed in loc 
“ISKO first developed and manufac- ‘mes required service. section, 15-in. unit and a 3-section, your home, you would not go back | 
tured the reciprocating type machine. “With the idea of relieving all 141-in. unit. to ice for many times its cost to you. lev 
The manufacture of this type was sources of trouble—trouble which re- “A 2-section 11-in. unit is 7% in. “Our booklet, ‘Electric Refrigera- as: 
later discarded, not because it was quired service, an entirely new and wide, 16% in. high, over-all, includ- tion,’ is yours for the asking. So 
not a good one for its time—not be- simple device has been developed jing float valve and vaporizer, and “In ordering, be sure always to vic 
cause it would not, when in good con-_ that works to perfection. 12 in. deep. Approximate weight, jive inside measurement in width, Re 
dition, do the work—not because = “The cumbersome regulator motor crated for shipment, is 75 pounds. height, and depth of the ice chamber 7 
anything better, at that time, ap- -_ the interlock—the toggle switch— For each additional center section and the width and height of the door no 
peared on the market, for, up to the and the old type water valve have add 4% in. in width and 30 pounds opening. Also give kind of current ™ 
present time, nothing better, if as  peen done away with and substituted in weight. in use, voltage, cycle, and phase.” 
good, in the reciprocating type ma- jn their place is this simple little “To these sizes sections can be peta Mc 
chine has yet been produced. device, as shown in the preceding added to make radiators to fit any . We 
“It was discarded simply because column which automatically starts’ refrigerator. From 50 to 240 cubes P rogress of Planned ar. 
the able engineers of the ISKO Com-_ and stops the machine as the tem- of ice for table use, weighing ap- Economy’ In Britain - 
pany recognized it was too compli- perature rises and falls, maintaining proximately 5 to 24 pounds total, ac- 
cated. It contained too many wearing at all times an even temperature’ cording to the size of installation, Consternation of a mild sort ensued Sel 
© in Great Britain when Earl Baldwin ’ 
5 - L i C T t is F (@) ke ' of Bewdley, governor of the Leeward lov 
Islands, delivered a humorously sig- . CH. 
nificant speech at the opening of his 
NEW TERRACE PLAZA HOTEL Legislature. His speech was SO Tre- | artRactiVve DISCOUNTS ...NEW PROFITS T 
T H E A M A Z ! N G markable that it merits attention in | |... NEW LOW PRICES...Yes, you can make sha 
the United States. (Mr. Truman, | money the year ’round by selling Fedders cate 
please note.) complete line of popular water cooler B 
“T find,’ Governor Baldwin said, | ™°dels- fol: 
‘lack of water, lack of employment, | FEDDERS HAS IT... bottle and bubbler a 
lack of sympathy between the vari- | models, open and hermetic types with stand- or 
ous classes of the community, and a ard or special current characteristics... pe 
strange struggling yearning for im- explosion-proof motors...ait or water cooled aaa 
‘ : condensers especially designed to meet con- I 
provements in social progress in the ditions of high heat or dust laden air...5 Year psa 
hearts of the majority. This yearn- | protection Plan on all hermetic models... ine 
ing, however, was not particularly | standard One Year Warranty on open types. mos 
concrete, since the burden was to be , the 
‘ : TENS OF THOUSANDS of Fedders-built : 
lifted from your shoulders and placed | electric water coolers have established a 17 - 
{ upon an overburdened animal re- | year record of satisfaction in every climate one 
C Oo e P E ro T U a e r i T T i N C7 S ferred to always and everywhere as | in every part of the world. Endorsed by the on | 
‘Government.’ Who’s Who of American Business and be « 
“This Government apparently has | Industry, they are ee by 53 years of ” 
unlimited funds, and it takes an un- Fuauees engmeceng  naew . shal 
a gs cd C Oo P F R natural delight in withholding its APPROVED... Testedand rated in accordance lowe 
dollars from all deserving causes, | With all requirements of U.S. Bureau of dl 
from the provision of a decent hospi- | Standards, CS 127-45. Approved by Under- = 
tal to the individual needs of the writers Laboratories and Canadian Stand- voic 
, ards Association. Meets requirements of to t 
D Pe A : N AG . latest mother of 12 children who can- National Electrical Manufacturers’ Associa- by | 
not, unfortunately, or perhaps na- | tion and National Board of Fire Under- on 
turally, find work. writers, “ 
“The Islands are overrun by com- 
t : T T I N G S missions and committees that write 
hundreds of pages of suggestions, 
but furnish no money to carry them 
out. 
“IT cannot help feeling that if we 
“Nothing but the best,” was the rigid rule | 224 for our colony one-quarter of 
when the new Terrace Plaza in Cincinnati | ‘® ™"ey spent on these conferences 
; oe ¥ and paid in the form of salaries, we 
was planned. The most advanced ideas in} could build our own hospital and 
structure and service facilities, the finest} start our own unemployment insur- 
embodiment of those ideas in materials pote he — all brea people 
. 2s in such a strange way, 
and equipment — these were the policies and the number of people awaiting 
of the builders of this most modern hotel positions, I have the utmost difficulty 
in the country. in filling our many vacant posts, 
‘ - . from administrators downward. 
That s why it means so much that Nib- “Zo far since I have been here, 
co fittings with copper tube were used) there has been only one new indus- 
throughout —for the heating, air condition-| try started, and that is cheese-mak- 
ing and water lines and for the copper a peg 8 it - a yoo 
. . . ‘ ss stry at present and is situate 
drainage fittings. Nibco fittings in sizes UP| at Governm boar House, where your 
to 6 inches were installed in this job by the! Governor is able to have every day 
E. J. Nolan Corporation and the Carrier| for his luncheon the finest cheese he 
Corporation, and were supplied by the a ng Boge nt soy ong het 
: cheese. Much can be done in this di- 
Mutual Manufacturing and Supply Co..| rection by individuals, but unfortu- ze 
TERRACE PLAZA HOTEL  Nibco distributors in Cincinnati. nately in this island we more or less 
Skidmore, Owings & Merrill; Architects — all suffer from leewarditis, a disease 


; 
Over 7 miles of piping were required q 
for the system which heats—and cools— pT 
the hotel, with individual controls in every 
room. Materials throughout were chosen to 
cut maintenance costs to the bone. Nibco 


fittings were chosen for quality first, and for 


Jaros, Baum & Bolles; Engineers — Frank 
Messer & Sons, Inc., Cincinnati; General 
Contractors — E. J. Nolan Corporation, Cin- 
cinnati; Plumbing & Heating Contractors — 
Carrier Corporation; Air Conditioning & 
Refrigeration — Mutual Mfg. & Supply Co., 
Cincinnati; Wholesale Distributor. 


that makes people most enthusiastic 
about ideas but far from enthusiastic | 
about carrying them out.” 


NN 


@ SEND COUPON TODAY ® 


Fedders-Quigan Corporation... Dept. AC 1 
1280 Niagara Street 
Buffalo 7, N. Y. 


Tell me how I can make money selling 


In line with its present policy of 
socialized medicine, Britain’s Ministry 
of Health supplies eyeglasses free 


ders 


Pmt completeness of the line to meet all needs.| of charge to all who ask for them. Water Coolers. 
FS te 4 ; : F oer F % a For every job—large ox small—it will This rule, however, does not apply Name ....cccccccccccecesccccccsccecs 
Zn : Pees oe é el to standardi Nib fitti in the case of persons unfortunate | Company............eeeeeeeeeeeee ees 
ce _ - ais j py You 2) Staneardize on Nrbco fittings.| enough to have their eye pupils lo- | agaress .......6...eceeeceeescsesee0e 
es —s They help speed the job and insure cus-| cated more than 2.8 inches apart. ais cent, 
+ , ie Fe Ur a tomer satisfaction. “Wider set eyes,” wrote Dr. Ed-| 5... sss 
ae ee a we bd ward Erdei in the British Medical | 0 0 00 


, {| Journal, “are not accepted by the A GREAT NAME SINCE 18° 

. = f Ministry as probably not conforming > 

ii with the specifications of the human fe dd 2 rs - 
cw | 


race as laid down by one of its com- 


2501 PLUM STREET, ELKHART, INDIANA_ missioners.” 


NORTHERN INDIANA BRASS COMPANY, 
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Chattanooga Refrigeration Contractors Urge State Convention 
Tc Discuss Future Enforcement of Tennessee Unfair Sales Act 


C JATTANOOGA, Tenn. — Plans 
, state convention of refrigera- 


1 
. and air conditioning contractors 
arc eing formulated by the Refrig- 
er; on Contractors Association of 
Ch: ‘anooga, according to J. B. Cor- 


president. ; 
< lew said that his group has 
| other local associations in the 


le\ 


as! 
sta. to participate in organizing the 
Ver. 
: « 2 of the items to be discussed at 
the state convention will be the 
Ter 2ssee Unfair Sales Act, accord- 
ing 0 Corlew. 

“his law was passed in 1937 to 
pre .ct the public from monopolistic 
pra ices but has never been enforced 


in ‘.e refrigeration industry,” he de- 


cla d. A move for enforcement of 
thi law was discussed at a recent 
meting of the Chattanooga associa- 
tion, along with proposals to license 
loce: refrigeration contractors. 


Eesides Corlew, who heads the Cor- 
lew Engineering Co., officers of the 
association are: Clair E. Smith of 
Southern Blowpipe and Roofing Co., 
vice president; Abe Prebul of Prebul 
Refrigeration Co., secretary-trea- 
surer; and H. C. Evans of Chatta- 
nooga Refrigeration and Air Condi- 
tioning Co., sergeant-at-arms. 

Directors are the officers and B. C. 
McCall of General Equipment Co.; 
Walter Young, Jr., of Walter Young, 
Jr.; C. C. Campbell of Chattanooga 
Scale and Fixture Co.; and Edwin W. 
Lawson of Lawson Refrigeration 
Service. 

Text of the Unfair Sales Act fol- 
lows: 


CHAPTER 38 B—UNFAIR SALES ACT 
6770.7 Definitions 


The words and phrases used herein 
shall, unless the context otherwise indi- 
eates, have the following meanings. 

(a) The term “cost to the retailer” 
shall mean whichever is lower of the 
following. 

(1) The purchase price of the product 
or commodity to the retailer at the 
time of sale in the quantity last pur- 
chased by the retailer, less any legiti- 
mate trade discounts but exclusive of 
cash discounts for prompt payment, and 
plus a mark up amounting to less than 
the minimum cost of distribution by the 
most efficient retailer, which markup, in 
the absence of proof to the contrary, 
shall be 6%. 

In all retail sales involving more than 
one item or commodity the retailers price 
on individual items or commodities shall 
be computed on the “cost to the retailer” 
as herein defined. 

(b) The term ‘cost to the wholesaler” 
shall mean and include which ever is 
lower of the following: 

(1) The purchase price of the product 
or commodity to the wholesaler when in- 
voice is dated not more than 60 days prior 
to the sale of such product or commodity 
by the wholesaler, or 

(2) the replacement cost of such pro- 
duct or commodity to the wholesaler at 
the time of sale in the quantity last pur- 
chased by the wholesaler, less any legi- 
timate trade discounts but exclusive of 
cash discounts for prompt payments. 

In all wholesale sales involving more 
than one item or commodity—the whole- 
salers selling price on individual items 
or commodities shall be computed on the 
cost to the wholesaler as herein defined. 

(c) The terms cost to the retailer and 
cost to the wholesaler must be bona fide 
costs, and sales to retailers and whole- 
salers at prices which cannot be justified 
by existing market conditions within this 
State shall not be used as a basis for 
computing costs with respect to sales 
by retailers and wholesalers. 

(d) The terms “sale at retail’ shall 
mean transfer made in 
Term—retailer 

Term—wholesaler 

Constitutionalty—Upheld supreme court. 
Acm« Dist. Co. vs. Thoni 23 Tenn. App. 638 
136 SW 2nd 734. 


LAND COMPLETE @. 
SATISFACTION 


<5 
a 


Construction Subsection (a) 


To carry out obvious intent word (not) 
must be added (line 9) which costs can 
be learned from trade surveys in trade 
journals, and this subsection does not 
require a markup of 6% but a markup 
equal to minimum cost of distribution 
or 6%. Requires not less than 6% to 
clauses 1 & 2, 

Intent 

Cost of distribution by most efficient 
retailer. Legislature did not intend the 
most frugal retailer to be the Yard- 
stick for determining the most efficient 
retailer. 

6770.8 Unlawful Advertising, 
Offers to Sell or Sales 


It is hereby declared that advertising, 
offers to sell or sales by retailers or 
wholesalers at less than cost as defined 
in this act, with the intent or effect 
of inducing the purchase of other mer- 
chandise or of unfairly diverting trade 
from a competitor impair and prevent fair 
competition, injure public welfare, and 
are unfair competition and contrary to 
public policy, where the result of such 
advertising, offers or sales is to tend to 
deceive or mislead any purchaser or 
prospective purchaser or to substantially 
lessen competition or unreasonably re- 
strain trade or tend to create a monopoly 


Hear Wright on Local Licensing 


in any line of commerce. 

It is further declared that such adver- 
tising, offers or sales by any retailer or 
wholesaler with such intent or effect or 
result are in contravention of the policy 
of this act. 


Constitutionality 


Under this section, sales at less than 
cost are unlawful when made with intent 
to deceive the public, injure competitors, 
or create monopolies and the prevention 
of such unlawful sales is a valid exercise 
of police power. 

6770.9 Intent to Injure Competition 

Sales below cost are only prohibited 
when engaged in with intent to injure 
competition. 

Example—Where defendent advertised 
several items as being at a lesser price 
than obtainable elsewhere, when actually 
some prices were less and some were 
more, such practices deceived the public, 
injured competition and unreasonably 
diverted and restrained trade, and com- 
petitors were entitled to an injunction. 


Ne 
Present at the recent meeting of the Refrigeration Contractors Associa- 
tion of Chattanooga were: Seated (left to right) H. C. Evans, sgt.-at-arms; 
Cc. E. Smith, v.p.; Michael Quinn; Ed Wright of NARC, speaker at the 
meeting; H. C. Abercrombie; and C. B. Souders. Standing (left to right) 
Abe Prebul, sec. treas.; Jack Hargraves; Robert Batson; C. C. Campbell, 
director; Ray Brooks; Charles Smith; Arthur Jones; B. C. McCall, director; 
Clyde Lewis; William Prather; Jack Chambliss; A. J. Goza; and J. B. 
Corlew, pres. 


sales. . (e) Liquidation. 
Penalties Exemptions (f) For charitable purposes. 
Misdemeanor—$5.00 to $50.00 retailer and (a) Isolated transactions. (g) Government. 
wholesaler. (b) Bona fide clearance sales if adver- (h) Meeting legal price of competitor 
Advertising—prima facie. tised, marked, and sold as such. on merchandise which is same as to com- 
Injunction “(c) Perishable merchandise. parable competitive factors, wegt., quant., 


pk., brand. 
(i) By any officer. 


(d) Imperfect or damaged to be dis- 
continued. 


States Attorney of any county or any 
person damaged may apply and restrain 
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Here’s how Servel can fit 


tito your proqure! 


Servel hermetically sealed Supermetic units are available in 
all sizes from % HP through 3 HP. Also available is a full 
line of belt-driven units built around Servel “‘Superpact”’ 
compressors for direct current, odd frequency, and mobile 


refrigeration applications. 


Servel Supermetic Features 
That Build Sales Profits J 


@ Compact—Simple to Install 
@ “Pull-Out” Rail Edge Base 
@ Fully Wired 

@ No Oil “Slugging” 

@ Forced-Feed Lubricatton 


@ Low and Medium Temperature 
Models—% HP thru 3 HP 


You get more than a 
condensing unit when you buy 
a Servel Supermetic 


Problems are like puzzles. Find the key and the solution is simple. Many 
manufacturers have discovered that an outside viewpoint, like Servel’s, can 
uncover the difficulty . . . help solve the problem. 

You get more than a condensing unit when you buy Servel Supermetic. Servel 
provides expert help in every phase of refrigeration and air conditioning 
manufacture. 

Here’s what we mean: Perhaps right now you’re drawing up plans for next 
year’s models. We’d be glad to sit in your meetings, offer suggestions. Maybe 
your products are in the testing stage. Servel’s “hot room”’ is at your service 
for testing them under actual field conditions. Possibly you have a sales 
problem. We can put vast marketing experience at your fingertips. Has your 
production line “bottlenecked’’? Are you stuck with a stiff 
application “brain-twister’’? A “‘bug’’ in your product? Servel’s 
team of experts is ready to assist you. Just write, wire, or phone 
Servel, Inc., Electric Refrigeration Division, 2905 Kentucky 
Ave., Evansville 20, Indiana. 


g 


SUPERMETIC 


for every commercial 
refrigeration requirement 


Servel also manufactures the Servel Gas Refrigerator, Servel Ball-Type Gas Water Heater and the Servel A/l- Year Air Conditioner. 
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Sp eS 


Retiring President Lloyd Thomas, of Monterey County Chapter, handing 
the gavel to newly elected President Merle Soden of the Orange County 


Chapter. In the background are the new officers: (left to right) Trea- 
surer Stewart Bell of Long Beach; Sergeant-at-Arms Harold McQuay of 
Los Angeles; Ben Dell of Oakland, assistant educational chairman; Secre- 
tary Charles Bell of Fresno; First Vice President Allyn Schoen of Sacre- 
mento; Educational Director Charles G. Rush of San Fernando; Assistant 
Secretary Howard Wilson of San Gabriel; Milton Francis of Compton, 
Kenneth Young of San Diego, and Frank McDermott of San Francisco, 
members of the Board; and Second Vice President Charles Edwards. 


26,000 SQUARE FEET 
OF STORE AND  _ usuift 
WAREHOUSE SPACE fm . 


The Supply House That 
Service Built 


é 


Everything you need 
AIR CONDITIONING, HEATING PARTS and SUPPLIES 


Save time and energy . . . order from our new catalog. Efficient 
same-day service, from men who know your business. Keep your 
stocks complete from our stocks. Wholesale only. ; 


MELROSE PARK, ILL. 


400 Attend California RSES Meeting 


3rd Convention of 
Group Hears 9 
Talks In San Diego 


SAN DIEGO, Calif.—Nine educa- 
tional talks and various entertain- 
ment features were combined for the 
benefit of the some 400 members and 


guests who attended the third an-- 


convention of the California 
Refrigeration Service 
Society, held here May 


nual 
Association, 
Engineers 
6 to 8. 

A variety of subjects was taken 
up at the educational sessions ar- 
ranged by Hal Crumly. First discus- 
sion in the program—“A Banker 
Looks at Your Future In Refrigera- 
tion’”—featured some sound financial 
advice from Martin Frazier of the 
Security Trust & Savings Bank of 
San Diego. 

Other talks of similar nature in- 
cluded one by Peter Askew on “Your 
Future in Refrigeration Will Be As- 
sured by Your Customer Relations,”’ 
and another entitled “Cooperative 
Organization Will Assure Your Fu- 
ture In Refrigeration” presented by 
Charles Walling. 

On the technical side Harold Halls 
discussed ‘Dryers, Their Properties 
and Functions,” William Holliday pre- 
sented a talk on extremely low tem- 
perature applications, Dan Wile 
spoke on “Installation and Servicing 
In Air Conditioning.” International 
RSES Educational Chairman John 
Spence gave two talks. One covered 
“Service and Sales of Open Type 

<> 


CAN BE DIS-ASSEMBLED 
AND READY TO SOLDER 


INTO LINE IN 10 SECONDS 


Oi agra 


“had 


H tas 


YOU wanted these Advantages 
in a Line Valve— 


TIME SAVING: — Easily disassembled before 
soldering. Entire operating unit consisting of 
stem, collar and bonnet removable in one piece. 

SAFE: — Should the bonnet be removed from the 
valve with pressure in the line, the “O” ring 
reaches the counter-bore, allowing the pressure 
to be relieved through the vent holes before 
the threads disengage. 

POSITIVE SEALING: — The use of the “O” ring 
between the stem assembly and valve body of 
this STREAMLINE Packed Refrigeration Line Valve 
provides a permanent, positive seal against loss 
of refrigerant, and also prevents infiltration 
when operating in vacuum. 

LIGHTER IN WEIGHT: — Revolutionary design 
eliminates flanges, bolts and gaskets. 

BODY: — Actual full flow design—Material...close 
grain red bronze. 

STEM AND DISC HOLDER: — Two-piece, full 
floating, anti-rattle construction. Stem is of back- 
seating type, providing double seal and means 
for repacking if necessary. | 

MOLDED NYLON STEM DISC:—Considered the | 
best material for refrigeration purposes. 

INSTALLATION: — Cadium plated steel mounting 
brackets and screws provided. | 

INDIVIDUALLY CARTONED: — Protects your 
investment until ready to use. Clean, safe from 
damage in transportation to the job. 


FAMOUS STREAMLINE QUALITY THROUGHOUT 
ORDER FROM YOUR WHOLESALER 


MUELLER BRASS C 


ORT HURON, MICHIGAN 


A 


| O. 


Pe vit tl eae a ee 


The Board of Experts at the “Question and Answer” Period: (left tc 

right) Dan Wile of Recold, Los Angeles; California Educational Director 

Hal Crumly of Pomona; Harold Halls of Refrigeration Service, Incorpo- 

rated, Los Angeles; and Bill Holliday, Hieatt Engineering Co. of Los 
Angeles 


Display Cases,” the other, ‘“Certifi- 
cate Membership In the RSES.” 

Another event on the program was 
a demonstration of a mobile tele- 
phone unit by the Pacific Telephone 
and Telegraph Co. 

And intermingled with the talks 
were ‘“question-and-answer” periods 
handled by a “board of experts” 
which included Hal Crumly and the 
speakers, Halls, Holliday Spence, 
and Wile. 

During the convention a new execu- 
tive board for the California associa- 
tion was chosen. Merle Soden is presi- 
dent; Allyn Schoen, first vice presi- 
dent; Charles Edwards, second vice 
president; Charles Bell, secretary; 
Stewart Bell, treasurer; Howard Wil- 
son, assistant secretary; Charles 
Rush, educational director; Harold 
McQuay, sergeant-at-arms. 

The following were also elected to 
the board of directors: Milton Fran- 
cis, Frank McDermott, Joseph Smith, 


Ben Dell, Earl Marsh, Kenne ch 
Young, and Wm.. Imfeld. 

Lloyd Thomas is the retiring pre: 
dent. 

Site of next year’s convention h»s 
not been decided, but the executi:= 
board will meet in Santa Barbara 
Sept. 17 and 18, 
nounced. 

As for the entertainment, high- 
light of this convention was the 
dinner-dance Saturday evening at 
the Hotel San Diego. A special fea- 
ture was a series of skits put on by 
RSES members. The Compton Hub 
chapter, with Earl Brown and Jack 
Crickemore playing the leads, por- 
trayed an accident involving a serv- 
iceman, while the Long Beach Chap- 
ter’s skit—‘“‘The Long Beach Snake 
Pit, or This Could Happen To You” 
told the story of a serviceman who 
accidentally got into an_ insane 
asylum. Ed. and Alva Murphy were 
featured. 


it has been ai.- 


Brandeles Corp. Gets $20,240 
Contract for Mental Hospital 


ALBANY, N. Y.—A $20,240 con- 
tract for the installation of refrig- 
eration equipment in a new state 
mental hospital building at Pough- 
keepsie was awarded recently to the 
J. Brandeles Corp. of Utica, accord- 
ing to Bertram D. Tallamy, state 
superintendent of public works, and 
Dr. Frederick MacCurdy, state com- 
missioner of mental hygiene. 

The new nine-story structure will 
be used for the hospitalization of 
mental patients requiring medical or 
surgical treatment for physical dis- 
abilities, it was reported. It will con- 
tain 960 beds and will be part of the 
Hudson River State Hospital. 


Downing's To Handle Hotpoint 


GREENVILLE, S. C.—Downing’s, 
Inc., 101 College St., has been named 
an authorized dealer for the com- 
plete line of Hotpoint Appliances. 


New Ohio Seateontes Firm |s 
Set Up by Ellis, Watts In Ohio 


CINCINNATI—Ellis & Watts, Inc., 
has been incorporated under Ohio 
law with 250 shares of no par value 
stock to engage in air conditioning 
engineering. Walter E. Ellis and 
Robert H. Watts head of the firm. 


MAKE 


ut 


PACIFIC WINDOW-TYPE 

AIR CONDITIONERS ARE 

FAST-SELLING - - 

INSURE PROFIT. 

Some franchises 
still open. 


Pacific Mfg. Corp. 
Cleveland 4, Ohio 


Your LINE 
FOR ’49! 


! 


| sg 


- mtpevantyety nae tmamtiplae o noon 
Ca aed alse tann wat ay 


Beye 


Designed to meet the 
changing demands of 
bar business. 


Available in two sizes—each with multiple capacities ! 


For Additional Information: Write Dept. C 


THE PUNXSUTAWNEY COMPANY 


PUNXSUTAWNEY, PENNSYLVANIA 


thee 
CLUB 


& 


MODEL E94-7 


NO KEG TILTING... EVERYTHING IN EASY REACH! 
* The Club Bar of All Club Bars! 


Heavily insulated stainless steel and 
aluminum 
Interchangeable compartment dividers 
that enable you to take care of bottle 
|. or draft cooling as your business ; 
demands vary. 


construction throughout. 


Osan 
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Barcalo Mfg. Co. Appoints 
Bo:neville Gen. Sales Mgr. 


»eUFFALO—E. A. Bonneville, for- 
mcvly sales manager of the air con- 
ditoning division, Fedders-Quigan 
Cc ’p. here, has been named general 
sa’ s manager for the Barcalo Mfg. 
c. His duties will cover sales, ad- 
ve. ising, and merchandising. 

onneville has also been manager 
of «itchen equipment division, Cros- 
le. Div., Avco Mfg. Co., and vice 
pr cident in charge of major appli- 
an es for Times Appliance Co. in 
No » York City. 


C -lifornia Creamery Ends 
A onthly Volume Discount 
Ca lee Cream Deliveries 


,OS ANGELES—tThe old monthly- 
ve'ume-discount system for whole- 
seie delivery of ice cream to food 
stores has been discontinued by Val- 
ley Maid Creameries, local ice cream 
producer. 

Under the new plan, ice cream is 
delivered along with frozen foods on 
a strictly pre-packaged, individual 
shipment basis, which offers the re- 
tailer more profit on each order and 
the ability to fix his prices for maxi- 
mum profit, according to W. T. Can- 
non, Jr., vice president. 

Any grocer is entitled to a reduced 
price on Valley Maid ice cream so 
long as he telephones in his order 


at least 48 hours before delivery, ac- | 
cepting a minimum of five gallons of © 


ice cream on one delivery, and handl- 


ing ice cream thereafter on a “drop | 


shipment” basis. 

The plan is said to give the re- 
tailers benefit of prices ranging 
downward from $1.50 per gallon for 


the minimum five to less prices for | 


10-gal. and 20-gal. orders. 


“Self-service ice cream has become | 


a fast-moving item in almost all food 
stores,” it was pointed out by Can- 
non, “and, as such, should be re- 
garded as any other food product 
carried in the store. Under the drop- 
shipment plan, retailers will sell 


more ice cream, because they will | 
be more inclined to put promotion | 


behind it.” 


Jentzen Miller Co. To Handle 
Frigidaire Lines In Michigan 


HAZEL PARK, Mich. — Appoint- 


ment of the Jentzen Miller Co. here | 
as retail distributor for its line of | 


commercial refrigeration and air 
conditioning equipment has been an- 
nounced recently by Frigidaire Sales 
Corp. 

The sixth such Frigidaire outlet in 
the Detroit Metropolitan area, the 
firm’s refrigeration division will be 
managed by A. Chaitman and Al 
Polancy. 


Complete engineering and servic- 
ing facilities are provided by the 
Jentzen Miller firm, whose territory 
extends throughout lower Michigan. 


Cut your 
PRODUCTION COSTS 


ce 
|GLIP AND MAIL TODAY ff 


GREENE MOULDING ASSEMBLIES 


If you are using plated castings or one- 
Piece stampings for grille work, louvres, 
decorative trim, etc., Greene Moulding As- 
Semblies can mean real savings for you. 
With them you get 

Lower cost per unit 

Equal or greater strength 

Reduced weight 

Economical repair or replacement 
High quality appearance 


® e@©¢e#8°e 


Greene Manufacturing Co., Inc. 
10°3 Douglas Ave., RACINE, WISCONSIN 
C Please supply me with complete infor- 
mation on savings possible with Greene 
_ Moulding Assemblies 
‘ am attaching blue prints and specifica- 
Sons for quotes 
NAME 


CITy 


Seven-Section Case 
Stores 100 Items at 
Proper Temperatures 


SOUTH GATE, Calif.—More than 
100 delicatessen products are kept 
refrigerated at the proper tempera- 
ture for each in a huge seven-section 
reach-in refrigerator built by Vico 
Refrigerator & Mfg. Co., Los Angeles, 
for Hiram’s Market here. 

The refrigerator, constructed of 
stainless steel and porcelain enamel 
panels, is more than 60 ft. long. Each 
section is kept at a different tem- 
perature by individual condensing 
units. Three display shelves are 
reached by means of 30 glass. doors. 

The unusual construction of the re- 
frigerator was necessitated by the 
fact that many delicatessen items are 
highly perishable, according to the 
management of the supermarket. 
Therefore, all delicatessen products 
are displayed “under glass.” 

The delicatessen refrigerator, with 
its great variety of products, has 


built sales consistently ever since 
construction, according to Hiram’s— 
and has made possible addition of 
many other delicatessen products. 

The store has also installed a self- 
service meat department, which is 
one of the largest in this section of 
the state. All fresh, cellophane-pack- 
aged meats are displayed in nine 
Weber display units, which form a 
partition between the cutting and 
wrapping department and the store 
floor. 


Carrier Will Be Closed 
From July 30 to Aug. 20 


SYRACUSE, N. Y.—The Syracuse 
factories of Carrier Corp. will be 
closed for inventory and vacations 
from July 30 through Aug. 20. 

During this period there will be 
no adequate facilities for receiving 
materials, the company said. Ship- 
ments to the factory should be 
scheduled to arrive there either be- 
fore July 20 or after Aug. 22. 

Offices will reopen on Aug. 15, one 
week prior to factory operations. 


2-Man Weighing and Packaging Team Saves 
Time In Self-Service Meat Preparation 


DALLAS, Tex.—Walk-in storage 
refrigerators and self-service refrig- 
erated display cases are being in- 
stalled by 16 units of the Wyatt 
Foodstores, large supermarket or- 
ganization here. 

The Wyatt self-service meat in- 
stallations are the first major ones 
in the Dallas area, according to E. 
R. Robnett of the No. 4 store, first 
to be converted. 

Four stores have already been con- 
verted, and are offering all meats 
and delicatessen products on a 
strictly self-service basis. A walk-in 
refrigerator, from four to six display 
cases, and other refrigeration have 
been installed in each market. Typi- 
cal wrapping crews include four 
workers and 2 butchers. 

After studying the operation of 
self-service meat departments. in 
other stores, the Wyatt organization 
has worked out several time-saving 


operations which it feels will help to 
keep service at peak efficiency. A 
typical example is a 2-man weighing 
and packaging operation. 

Under this plan, one wrapping girl 
weighs the meats on a scale, and 
calls out the amount of the weight 
to a labeler, standing alongside, who 
makes out the label tags, prices each 
label, and attaches the label to the 
package as it is wrapped and passed 
from the scale. This does away with 
“rouble weighing.” 

Most of the cellophane wrapping 
material will be refrigerated for 
better handling, and to eliminate 
staining from blood. 


Chambers Joins Moyer Appliance Co. 


ATLANTA—Moyer Appliance Co., 
Frigidaire dealer, 727 Lee St., has 
announced the appointment of G. C. 
Chambers to its sales force. 


Heavy Duty 
Air Cooled 


1 H.P. Heavy Duty 
Air Cooled 


1-1/2 H.P. Heavy Duty 
Air Cooled 


Export Department 
39 BROADWAY 
New York 6, N. Y. 


HIT THE PEAK OF YOUR SALES STRIDE 
WITH THE QUALITY LINE THAT... 


Solves Every Problem— 
Builds Lasting Good Will 


The LEHIGH TEAM is working under full steam 
to keep BLU-COLD jobbers and dealers sup- 
plied with the full range of LEHIGH models. 
And you can take it from headquarters—the 
demand for quality and a full dollar’s worth 
ns” and many 


is giving BLU-COLD many new 
an extra boost. 


PRICES ARE RIGHT — QUALITY IS PROVEN 


Construction Features Appeal. 


The broad interchangeability of BLU-COLD parts, the ease of 
servicing, and the accuracy with which BLU-COLD units are rated 
(ASRE STANDARDS), gives an all ‘round satisfaction that makes 
both the selling and the installation ‘of BLU-COLD pleasurable— 


profitable. 


through 2 H.P. 


us 


pes The Following BLU-COLD Units Now Available —— 


* PACKAGED AIR COOLED %, 3, ¥2 H.P.; * HEAVY DUTY AIR COOLED 
V3, V2, %4, 1, 1%, 2, 3 H.P.; * STANDARD DUTY AIR COOLED 1, 12 H.P.; HEAVY 
DUTY WATER COOLED ‘2, %4, 1, 1%, 2, 3, 5 H.P.; * COMBINATION AIR & 
WATER COOLED 12 through 2 H.P.; * HEAVY DUTY TRUCK UNITS %4 H.P. 


For High, Medium, Low Temperature, Freon 12 or Methyl Chloride. Units 
for special applications in all capacities. Write for condensed’ catalog. 


Lehigh BLU-COLD 
Combination 


AIR & WATER 
COOLED UNITS 


Giving exceptionally fine results 
in a variety of installations. Ask 
for special data sheet giving 
specific information on the 
proper use of these units. 


Low in height and 
exceptionally 
flexible in both 
application and 
installation. 

Now available in 
%4 H.P. through 

2 HP. 


Lehigh BLU-COLD 
HEAVY DUTY TRUCK UNITS 
THAT GIVE MORE ROOM FOR “PAY LOAD” 


1 H.P. Unit illustrated. Only 13” High 


Libnne ie 


4 


Plant: LANCASTER, PENNA. 


1/2 H.P. Heavy 
Duty Water Cooled 


1 H.P. Heavy 
Duty Water Cooled 


1-1/2 H.P. Heovy 
Duty Water Cooled 


5 H.P. Heavy 
Duty Water Cooled 


Lehigh Manufacturing Co. 
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Popelnity of Self. Service Sean Leading to 
Big Expansion Among Supermarkets This Year 


CHICAGO—Some 1,600 new super- 
markets—representing a considerable 
sales potential for commercial refrig- 
eration and air conditioning—will be 
built in U. S., Canada, and Mexico 
this year, if the plans of operators 
belonging to the Super Market Insti- 
tute materialize and are taken as a 
yardstick. 

These SMI members, who now 
operate 3,000 of the nation’s 11,000 
supers, themselves are planning to 
add 450 new markets, it was revealed 
at the group’s recent annual conven- 
tion at the Stevens hotel here by 
William Applebaum of Stop & Shop., 
Inc., Boston, who discussed results 
of a survey among members. 

That 390 SMI supermarkets now 
have 100% self-service meats and 
there will be 240 more this year; 
that 450 have partial self-service 
meats and 180 more are planned for 
1949; that 660 have air conditioning 
and there will be 210 more installa- 
tions this year, were among the esti- 
mates brought out in the survey. 

In connection with expansion plans 
of supermarkets, a _ precautionary 
note was voiced at the convention 
by George Friedland, president of 
Food Fair Stores, Philadelphia, par- 
ticularly for the smaller operators 
with limited sources. 

“The risk of such units becoming 
over-extended is greater because the 
rate of their recent expansion has 
been much faster than. the pace of 
growth in the field as a whole,” he 
asserted. 


This Frigid-Freeze OT-20 open case for frozen foods shown at the Super 
Market Institute by Refrigeration Corp. now features a glass front, as 
J. S. Jacobs, regional manager explains to Esther Stuttman. 


“If the present financial condition 
of some smaller supermarket opera- 
tors leaves something to be desired, 
it is because it has been impractical 
for them in recent years to under- 
take equity financing,” he said. “Ex- 
pansion through consolidation with 
larger organizations would not en- 
tail the disadvantages which both 
debt and equity financing impose.” 

In his analysis of the survey made 
among the institute members, Apple- 
baum pointed out that “only the 


grocery department is self-service in 
all supermarkets. 

“Four out of five drug, candy, and 
hardware departments are on a self- 
service basis; of the remainder, about 
half are semi-self-service. 

“Very few fruit and vegetable de- 
partments are on a service basis, 
but there are somewhat more (45%) 
semi-self-service fruit and vegetable 
departments than completely self- 
service (41%). 

“Half (51%) of the delicatessen 


departments are self-service, 38% 
are service. 

“Within the last two or three years 
no other phase of supermarket opera- 
tions has aroused as much interest 
and received as much attention—and 
discussion—as self-service meats. Not 
only the operators but also the meat 
packers and others have followed 
these developments. Various reports 


have been published. Here for the’ 


first time is a report on the subject 
by the members of the Super Market 


Institute. The outstanding facts are: 


‘ 


THERE’S A BIG MARKET FOR 


Fast... Automatic Defrosting 


Now PrRovibepD By tHE NEW PENN SERIES 321 


SAVES FOOD 
SAVES TROUBLE 
PROTECTS PROFITS 


mostatically controlled refrigeration above 
freezing, the Penn Series 321 Automatic Hot 
Gas Defroster is a “natural.” 


It’s positive in operation. The heavily spring- 
loaded valve seats securely and avoids hum 
or chatter. And this sure operation is not af- 
fected by low voltages. Because this is a 
single-unit control, it’s easy to install. It has 
the rugged Penn construction with 2-pole 
switches and when you install it you know 
it will work dependably, save “fix-it” calls and 
protect your profit. 


The Penn Series 321 Automatic Hot Gas De- 
froster is going over fast! Get your share of 
this big new market. See your jobber or write 


for full information. Penn Electric Switch 


Co., Goshen, Indiana. Export Division: 13 
East 40th Street, New York 16, New York, 


U.S. A. In Canada: Penn Controls Ltd., 


sisislsselssislsssless 


Toronto, Ontario. 


SISISHSISSSISISISSISISSIASSI: 


SISSHSSISISESISI: 


AUTOMATIC 


CONTROLS 


FOR HEATING, | REFRIGERATION, AIR CONDITIONING, PUMPS, AIR COMPRESSORS, ENGINES, GAS RANGES 


HOT GAS DEFROSTER 


Everywhere you find frost on evaporator coils 
you'll find a prospect for automatic defrost- 
ing. On low temperature boxes and on in- 
stallations held at intermediate temperatures 
near freezing and below, as well as on ther- 


“1, A majority (56%) of the mem- 


. ber companies already have some 


experience with self-service meat: 
22% have one or more complete 
self-service meat departments; 25% 
have partial self-service operations; 
and 9% have both. 

“2. Of the total SMI supermarkets, 
13% have complete self-service meat 
departments and 15% have partial 
self-service. 

“3. There are pronounced regional 
differences in the extent of self-serv- 
ice meat operation. Some of these 
differences are due to resistance to- 
ward self-service meat on the part 
of some meat cutters’ unions. 

“4. There are also some differences 
in the extent of self-service installa- 
tions by company sizes. The very 
smallest companies (up to $1,000,000 
annual sales) and the companies 
with $15,000,000 to $40,000,000 are 
practically astride in the race for 
first position. 


Self-Serve Meat Drive 
Made In Past 2 Years 


“5. Almost seven out of 10 (69%) 
of all the complete self-service meat 
installations were made in 1947 and 
1948. 

“Insofar as SMI members could 
report with certainty about their 
‘definite plans’ to install self-service 
meats in 1949, the survey shows 


| that: 


“1. Not quite half (46%) of the 
companies have plans to install either 
complete or partial self-service meat 
departments (or both). 

“2. Complete installations are 
planned for 8% of the supermarkets, 
partial for 6%. These installations 
will be made in both existing and 
new supermarkets. If these plans are 
carried out, then at the end of 1949 
approximately one out of five SMI 
member supermarkets will have com- 
plete self-service meat departments, 
and an equal number will have par- 
tial self-service meats. 

“3. Of the companies which are 
planning self-service meat installa- 
tions during 1949, 36% had no pre- 
vious experience -with this type of 
operation. 


Experienced Markets Sold 
On Self-Service System 


“4. Companies which have had 
previous complete self-service ex- 
perience are seemingly generally sold 
on it—63% are planning additional 
installations. 

“The extension of self-service op- 


_ erations to a growing number and 
_ proportion of supermarkets is bring- 
_ ing about an increasing amount of 


pre-packaging of perishables on the 
premises in supermarkets and cen- 


| trally. 


“Cheese is most widely pre-packed 


| —-in two out of three member super- 


markets. Meat cold cuts are pre- 


packed in one out of three super- 


markets, fresh fruit and vegetables 
in a little better than one out of five 
supers. Fresh meats are pre-pack- 
aged in 17% of the supermarkets. 
How many items are pre-packed has 


| not been determined. 


“Pre-packaging of some _perish- 


| ables is done by 84% of the SMI 


companies; do some central 
packaging. 
“Presumably the SMI members be- 


came convinced some time ago that 


14% 


| they should carry frozen foods in 
_ their stores as a convenience to their 


| president 


customers, if for no other reason. 
“While this survey has not ascer- 


tained how wide a variety of frozen 
food items are handled by the mem- 
ber companies, it has found out thit 
97% of the operators carry frozen 
foods in 92% of their supermarke: s 
and that 91% of the operators car y 
ice cream in 88% of the supermae-- 
kets. 

“There are some small regior : 
differences in the extent of handli: ; 
these frozen products. Operators - 
west north central region are son 
what behind on frozen foods, a | 
operators in New England a) | 
Canada are behind on ice crea 
compared with the average. 

“Is air conditioning in superme - 
kets a ‘frill,’ or is it an added cor - 
fort for the buying public, for t! 
employes in the store, and an ass. ’ 
in preserving the quality of peris: - 
able foods on display ? 

“Well, 47% of the SMI membe- 
companies already have air cond 
tioning in one or more of the 
supers. Approximately 22% of the 
supers have air conditioning; and « 
these, Seven out of 10 have complet 
air conditioning and three only par 
tial. Only in the industrial East i 
complete air conditioning in super: 
comparatively rare. 

“There are some striking varia 
tions in the thinking regarding air 
conditioning among different super- 
market operators, as reflected by 
what they have done. The largest 
operators (over $40,000,000 annua! 
sales) have experimented cautiously 
by installing air conditioning in only 
one cut of 20 of their supers, and 
three out of four of these installa- 
tions are partial air conditioning. 

“On the other hand, the next larg- 
est volume group ($15,000,000 to 
$40,000,000) has gone farthest, with 
installations in two out of five supers 
—in three-fourths of the cases com- 
plete air conditioning. 


7% To Have Air Cooling 


“If projected 1949 plans are fully 
carried out—it is a human trait to 
fall behind a bit in squaring accom- 
plishments with plans—then 27% of 
the member companies will install 
air conditioning in what will amount 
to 7% of the total number of supers 
in operation as of the time of this 
survey. 

“The industrial East continues to 
lag behind the other parts of the 
United States in the relative extent 
of installations. Operators in the 
southeast report stepped-up plans. 

“Of the companies planning air 
conditioning installations in 1949, 
46% are strictly new users who here- 
tofore have made no installations. 

“To what extent are mechanically- 
refrigerated cases or crushed ice be- 
ing used in supermarkets for dis- 
playing fresh fruit and vegetables in 
good condition and to reduce spoil- 
age and increase sales? 

“The survey sheds a great deal of 
light on this. Operators of all sizes 
and in all parts of the country are 


using one or the other; some use 
both. 
“Mechanically refrigerated cases 


for fruit and vegetable displays are 
used by two out of three companies, 
but not in all of their stores. Only 
three out of 10 supers have mechani- 
cally refrigerated cases for this pur- 
pose. What items are refrigerated has 
not been surveyed. 

“Crushed ice for fruit and vege- 
table displays is used by one out of 
four companies (27%), but only by 
one out of six supers. It has not been 
determined how extensively (for 
how many items and during what 
seasons) crushed ice is used. It ‘s 
known that some supers use crushed 
ice for a few leafy green vegetables 
only. Two thirds of all supers using 
crushed ice are located in the cotton 
belt and middle Atlantic region. 

“The west south central region 
stands out above all others by ‘s 
wider use of. both mechanically «e- 
frigerated cases and crushed ice ‘Fr 
fresh fruit and vegetable displays. 
Perhaps this can be attributed tc @ 
combination of heat, prosperity, « 1d 
progressiveness.” 


A big hit at the Super 
Market’ Institute show 
was funny hats handed 
out by Hussmann. “Fash- 
ioning” them here are W. 
B. McMillan (left), presi- 
dent of Hussmann, and 
W. J. Stelpflug, vice 
in charge of 
sales. 
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Firm Contests Local Law 
Cisimed To Duplicate 
C: lifornia Provisions 


OS ANGELES—Validity of two 
ci’ licensing ordinances covering re- 
f; eration and heating contractors 
ws attacked in a suit filed in Los 
A zeles County Superior Court by 
R vigerating Equipment & Supply 
Cc Ltd., San Bernardino, Calif., 
a; inst the City of Los Angeles re- 
ec. tly. 

ng injunction and declaratory re- 
li. are sought by the company. 

laintiff alleges it is licensed as a 
ge eral contractor by the State of 
c. ifornia under the “Business & 
Pp >fessional Code,” effective Sept. 
1¢ 1939, and that the City of Los 
A» xeles has issued a license for the 
yr 1949. 

he two ordinances which are 
ci allenged are companion pieces of 
le. islation, both effective on Jan. 15, 
19:8, one regulating the examination 
and licensing of refrigerating con- 
tractors, the other, warm air heating 
contractors. Both ordinances carry 
the penalties of arrest and prosecu- 
tion on misdemeanor charges, it was 
pointed out. 

It is contended by plaintiff that the 
Municipal Code provisions are _ in- 
valid as this field of legislation is 
aniply covered by the earlier State 
law which has statewide coverage 
and is exclusive. City authorities 
take the opposite view. 

Plaintiff asks that the Court en- 
join the City from proceeding with 
any prosecution of plaintiff by rea- 
son of violation of the ordinances; 
that both ordinances be declared in- 
valid and plaintiff be given such other 
relief as proper. 


Discussing Summer Sales Program 


TALL od 
viz, PERSONAL COMFORT 


ot HOME af WORK 


* or wemaneY 


AR POC 


— ROOM AIR 
CONDITIONER 


Lee Distributing Co. 


recently was host to Fedders air conditioning 


dealers in the western New York state area, to outline the summer sales 


program for Fedders room air conditioners. 


Examining a window unit 


with a special display card setting are (1. to r.) Frank DeRoberts, Fedders 

service manager; Edwin Ott, sales manager for the distributor; Ralph E. 

Henrich, president of the Lee Co.,; and John Hayes, Fedders regional 
sales manager. 


Kinkaide Joins Steiner Plastics 


LONG ISLAND CITY, N. Y.— 
Mark L. Steiner, general sales man- 
ager for Steiner Plastics Mfg. Co., 
Ine., announced recently that Edwin 
L. Kinkaide has joined the firm in 
a sales capacity. He was formerly 
with American Cyanamid & Chemical 


Distributor Opens Branch 


MEMPHIS, Tenn.—Burge Ice Ma- | 


chine Co., Inc., central distributor for 
Baker Refrigeration Corp. equipment, 
has opened a branch to serve the 


midsouth at 243 S. Barksdale. Wil- 


liam C. Easley is branch manager. 


Custom-Built Case Ups 
Whipped Cream Item Sales 


ST. LOUIS —A new refrigerated 
display case for whipped cream bak- 
ery goods is boosting sales consider- 
ably at the Warner-Noll Bakery, 
which occupies a leased space in 
Bettendorf’s Hampton Village Mar- 
ket here. 

The case forms the front of a 
U-shaped system of counters. It fea- 
tures whipped cream cakes, pies, 
eclairs, charlotte russe, and other 
specialties which Herb Warner of the 
management has found extremely 
popular for party service, desserts, 
luncheons, bridge parties, and the 
like. 

The case, a custom-built job, was. 
designed to match the blonde wood- 
work of the bakery. 


We Sell Everything But 
The Food, Firm Says 


ALEXANDRIA, La. — Johnnie 
Rush’s .Cafe Supply & Equipment 
Co., commercial refrigeration, an- 
nounced recently, the opening of its 
new quarters at 720 Bolton Ave. 

The firm’s slogan is: “We Sell 
Everything But The Food.” It handles 
reach-in boxes, walk-in boxes, dis- 
play cases, commercial home freezers, 
and refrigerators. 


Royston Mills Conditions Plant 


ROYSTON, Ga.— Royston Mills, 
Inc. plans to air condition the main 
sewing room and all rooms of its 
plant here, with the exception of the 
offices, at a cost of $60,000, J. R. 
Davidson, manager has announced. 


@ 


: ” QUICKFREEZERS - WALK-INS 


BEVERAGE COOLERS - ICE MAKERS 
VICTOR PRODUCTS CORP, HAGERSTOWN, MD. 


Foe. 
_ MILK COOLERS 
" DISPLAY CABINETS. 


Mildilinc S hise sites Haass 


4 


Corp., Republic Aviation Corp., and . ee 


Ranger Tennere Co. 


Ward Refrigeration Operating as Debtor In Possession 


LOS ANGELES—The request of 
Ward Mfg. Co., trading as Ward 
Refrigerator & Mfg. Co., 6501 Ala- 
meda St., that it be permitted to 
continue operations as debtor-in-pos- 
session, has been granted by Hugh 
L. Dickson, referee in bankruptcy 
before whom debtor’s petition for an 
arrangement under Chapter XI is 
now pending. 

The order was made following the 
requests of two creditors for the ap- 
pointment of a receiver. Operations 


will continue until further order of 
the court and under certain require- 
ments as to filing of reports of op- 
erations. 

J. A. Stoner, Ward executive vice 
president, has been appointed as dis- 
bursing agent with bond set at $100,- 
000. 

Ward has filed a plan of arrange- 
ment whereby it offers to pay un- 
secured creditors in full over a 
period of three years from date of 
confirmation of the plan. 


i. Ne Sa ere ee 


LESS SPACE ° 
(Only 8% Inches High) 


A ceiling unit designed especially for reach-ins. Fits 
above the first shelf. Can be installed in a few min- 
utes with no shelf cutouts or alterations. 


Refrigerated air is exhausted against the back wall 
and travels in a positive path to the bottom of the 


fixture. 


Standard construction includes—Exclusive Betz Coil 
—Life Lubricated Motors—Baked Enamel Finish on 


Rust Proofed Steel. 


Stocked and Sold by Leading Refrigeration Wholesalers 


Betz Corporation 


HAMMOND ° 


MORE COOLING 


INDIANA 


Kelvinator Open Type Condensing 
Units (Ye H.P. to 1 H.P.) 


Kelvinator Water Coolers 
(Pressure and 
Bubbler Types) 


Kelvinator Sealed Type Condensing 
Units (Y% H.P. to Yo H.P.) 


Yes! Sales-minded refrigeration men 
know that every ounce of plus-quality 
spells greater profits. So, more and more, 
they’re choosing Kelvinator—the name 
that always sells . . . always satisfies. See 
these quality products at your nearest 


Kelvinator Stainless Steel 


Evaporators 


rt 


DEPEND .ON KELVINATOR For ALL your 


Kelvinator 
Silica Gel Driers 


Kelvinator supply depot. All types and 
sizes are available for immediate ship- 
ment. Write, phone or stop in for quick 
service or helpful information. Kelvin- 
ator, Division of Nash-Kelvinator Cor- 
poration, Detroit 32, Michigan. 


Kelvinator Compressors 
(1-6 H.P. to 5 K.P.) 


REFRIGERATION NEEDS 
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DETROIT LUBRICAZOR COMPANY Cerera!oftice: s900 rnumauis avENUE 
jXo Division ot Amrmicay Raptaron & ue 


anitans CORPORATION — 


tee Ale 


“Detroit” Heating and Refrigeration Controls « Engine Safety Controls» Floot Valves and Oil Burner Accessories 
IT” “Detroit” Expansion Valves and Refrigeration Accessories @ Stationary and Locomotive Lubricators 
. EXPORT DEPARTMENT—Box 218, Ridgefield, New Jersey 
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E Standard $. Fue 
Seprosentetives—RARWAY AMO ENGINEERING SPECIALTINS LIMITED, MONTREAL, TORONTO, WIHNOPEO 


Distributors Must Watch Operating Expense 
Closely To Attain ‘Reasonable’ Net Profit 


o- 
Pre-War Post-War 
Role of Good Management / allen 
° ‘ . 12-31-39 12-31-46 of Avera -e 
In Overcoming ‘Margin 12-31-40 12-81-47 Average _Increa.e 
Ci a Cab a ek a 30,742 105,946 75,204 244.63 
Squeeze Cited by Cotes Accounts Receivable .......... - 127,236 393,773 266,537 209.8 
a: a eer are er! 83,069 282,602 199,533 240.°0 
CINCINNATI—“I would strongly U.S. Government Bonds ........ - 15,703 15,703 100.0 
recommend that distributors take Cash Value Life Insurance ..... 1,349 3,688 2,339 173.38 
their (operating) figures to their Total Quick Assets .......... 242,396 801,712 559,316 230. 4 
manufacturing sources and discuss Accounts Payable ............. 66,586 211,036 144,450 216.3 
(them) quite frankly with the exe- Notes Payable ................. 4,918 11,870 6,952 141.6 
cutive personnel of these manufac- Bank Loans ................++5 7,718 25,416 17,698 229.51 
turing operations in an attempt to Loans - Other ...............5: 4,349 14,374 . 10,025 230.51 
improve their over-all margins.” Accrued Ftems ...............- 11,183 144,422 133,239 1,191.44 
This advice was given out at the Total Current Liabilities ...... 94,754 407,118 312,364 329.65 
41st annual convention of the Na- Working Capital .............. 147,642 394,594 246,952 167.25 
tional Electrical Wholesalers Asso- fixed Assets ................+. 24,991 61,225 36,234 144.99 
ciation, held in the Netherland Plaza Total Assets .................- 267,387 862,937 595,550 222.73 
hotel here May 1-6, by M. F. Cotes, Net Worth .................05: 172,633 455,819 283,186 164.04 
executive vice president of Motor Total Liabilities and Net Worth. 267,387 862,937 595,550 222.73 
Wheel Corp. and general manager Ratio Quick Assets to 
of the Duo-Therm Division. Current Liabilities ........... 2.56 1.97 
Cotes suggested the action in a 4g of Indebtedness to Net Worth. 54.88 89.31 
talk on “Appliance Merchandising in 4 of Fixed Assets to Net Worth. 14.47 13.43 
1949,” presented during a session of 4 of Inventory to . 
NEWA’s appliance division. The sub- Working Capital ............ 56.26 71.62 
ject was divided into two points: % of Accounts Receivable to 
how to sell the maximum amount Working Capital ............ 86.18 99.79 


of merchandise, and how to sell this 
merchandise at a reasonable profit. 
In discussing the profit angle, 
Cotes presented three charts intended 
to show the profit trends and gen- 
eral financial condition of selected 
distributors. He emphasized that he 
was not referring to any particular 
company or type of product. 
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You can get steamed up over the new Temprite Car- 
bonator with little effort ...and you can sell it like hot 
cakes! It’s neat, compact and reliable. It gets the last 
full measure of instantaneous carbonation from every 
tank of CO, gas—pays for itself in no time at all and 
saves real money for its owner! There’s no waste of 
CO, gas. No venting. No purging. 

There are no flat, unpalatable drinks. Every glass 
sparkles with zip and zing. Carbonation is automatic 


and controlled. : 
oe “ merRMeRRAR Sane,” 2S ippiac iat ae anateealaeesinatanee eaten aie 
al TEMPRITE PRODUCTS CORP. 
a: 43 Piquette Avenue 


Detroit 2, Michigan 
Please send me complete details on your new packaged Temprite Carbonator. 


COMPANY. ___ . 
ADDRESS — 


| 
| 
| 
| 
| 
| NAME. = 
| 
| 
| 
| 
| 


| 
Rrcesisnerscnennememameieiiill 


Heres uty Ts compact Carbonstpy 


New packaged TEMPRITE saves real money for owners 
of Taverns, Soda Fountains, Roadside Stands, etc. 


But just listen to this. The Temprite user gets up to 
6450 glasses of highly carbonated water from a 20 Ib. 
tank of CO, gas. Can you top this? 

The stainless steel carbonator itself is highly simpli- 
fied; contains no moving parts, and packaged as it is 
with pump, motor and relay assembly, only three 
simple connections are necessary for a fast, easy in- 
stallation. Fits in practically any location or under any 
fountain. Complete assembly weighs only 59 pounds. 

Use the handy coupon below for full details. 


Products Corp. 


Manufacturers of commercial and cabinet type water 
coolers, industrial water coolers, carbonators, draught 
beer coolers, soda fountain coolers, temperature control 
valves, oil separators, equalizer tanks, heat exchangers, etc. 
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CHART |! analyzes and compares 


the postwar operation of 12 distribu- 


tors with what those same firms had done before the war. 


“Chart I indicates the general fi- 
nancial condition of a group of 12 
distributors in the principal trading 
areas of the nation,” he explained. 
“The balance sheets for these same 
12 distributors are included for the 
two pre-war years of 1939 and 1940, 
as°*well as the two post-war years 
of 1946 and 1947. 

“You will note that we have made 
an average for the two pre-war and 
post-war years for the purpose of 
comparison. . In reviewing the 
two average periods ... you will 
note there are substantial increases 
of both assets and liabilities per- 
centagewise, due primarily to in- 
creased sales volume in the post-war 
period. 

“The total quick assets of these 
12 distributors increased approxi- 
mately 231%. At the same time, 
their current liabilities increased 
approximately 330%. Accounts pay- 
able increased approximately 217% 
without even considering the _ in- 
creases which took place in notes 
payable, bank loans, loans to others, 
and accrued items. 


Taxes Constitute Burden 


“The most substantial increase in 
liabilities was under the heading of 
accrued items which included federal 
taxes. The increase on accrued items 
was almost 1200%, indicating the 
burden that our present tax structure 
imposes on_ present-day business 
operation. 

“Whether we realize it or not, we 
are today socialized to the percent- 
age of our net profits that we pay 
out in taxes to the federal, local, and 
state governments, and it is no small 
item. 

“The working capital of these 12 
distributors increased 167%, and net 
worth increased 164% in the post- 
war period. We also had an increase 
in fixed assets of 145%, which was 
due primarily to improvements made. 
Of course, this figure also includes 
additional real estate investments. 


Firms Bigger, Not Stronger 


“One of the most significant 
things to me about this balance sheet 
comparison pre-war and post-war is 
that the ratio of quick assets to cur- 
rent liabilities of these 12 distributors 
decreased from 2.56 in the pre-war 
period to 1.97 in the post-war period, 
which indicates the substantial in- 
debtedness incurred in the post-war 
operations. This indicates that the 
companies increased in size, but are 
not necessarily any stronger finan- 
cially in the post-war period. 

“Other significant comparisons in 
the over-all picture of the two two- 
year averages is in the total in- 
debtedness in relation to net worth 
which increased from 54.88% to 
89.31%. 

“The reason for this increased 
percentage is explained in the aver- 
age increases shown under current 
liabilities. The investment ‘in fixed 
assets in relation to net worth re- 
mains approximately the same per- 
centagewise. 

“The increased percentage of in- 
ventory and accounts receivable to 
working capital you will note is sub- 
stantial. In inventory it amounts to 


71.62%, and accounts. receivable 
99.79%, showing that the total 
amount of these two items is equiv- 
alent to 171% of working capital, in- 
dicating in the main that the average 
distributor is somewhat handicapped 
by insufficient capital. 


Falling Turnover Can Hurt 


“However, during the lush period 
when merchandise moved readily and 
the rate of turnover was high, it was 
possible to satisfactorily finance the 
distributor’s operation with the 
amount of money they had invested. 

“However, I do feel that many 
distributors might find themselves in 
an embarrassing position financially 
if, for any reason, their lack of turn- 
over on inventory and accounts re- 
ceivable showed a very great de- 
crease. Rigid inventory and accounts 
receivable controls should be im- 
posed this year. 

“Many of my distributors have for 
years been interested in comparing 
their profit and loss statements with 
those of other distributors to see if 
they were doing an average, below- 
average, or better-than-average job 
in their own operation. 

“Therefore, in Chart II, I have 
made four groupings of distributors’ 
profit and loss results for the year 
oo ae 

“You will note that there are four 
accounts in Group 1, which are the 
distributors whose net profit after 
taxes was less than 3%. There are 
also four accounts in Group 2 whose 
net profits after taxes were between 
3% and 4%. 

“There are seven accounts in 
Group 3 whose net profits after taxes 
were between 5% and 6%. There are 
three accounts in Group 4 whose net 
profits after taxes were over 7%. 

“You will note that the average 
volume in each one of these groups 
is approximately the same. In any 
event, the volume is large enough to 
justify an economical and_ sound 
operation. 

“Therefore, I think it is fair to 
make a direct comparison between 
these four groups, and draw sone 
conclusions therefrom. 

“You will be interested to know 
that the distributors represented in 
all four groups carry major lines in 
which their gross margins are re.a- 
tively low. In fact, the major ap: li- 
ance lines of the country are r p- 
resented in each one of the fi ur 
groups. 

“Therefore, in trying to make in 
analysis of these profit and ! 3s 
statements, you cannot say that «© 1y 
one line or type of product was *- 
sponsible for the net result. 


‘Sales Mix’ Aids Profit 


“The net result was, in my opin: ". 
in direct relation to the type of m *- 
agement that these various distrit ‘- 
ing operations enjoyed, together w » 
their ‘sales mix.’ By. ‘sales n * 
I mean the ratio of long and sh ‘t 
gross margin lines that they sc }. 

“You will find that the distribu 
who did the better job had sufficie 't 
volume on long gross margin ite! 's 
to balance their volume on shc't 
gross margin items, which result: ‘ 

(Concluded on next page) 
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o 
: ’ Ik Sh Netting As Sales Expenses Decrease, Profits Increase 
Figures In Cotes’ NEWA Talk Show Netting pens , 
Group 1 : Group 2 Group 3 Group 4 
4 4 +4 Over 3% & Over 5% & 
Profit of over 5% Requires Keen Handling Under 9% soothe Under 2m Over 196 
4 Accounts 4 Accounts 4 Accounts 3 Accounts 
tal Average Total Average Total Average 
Concluded from preceding page) healthy distributors in this buyer’s Total Average To orag . & rag 
i atisfactory over-all gross mar- M™arket. | ES errr $12,906,021 3,226,504 $12,040,492 3,010,122 $27,720,399 3,960,057 $6,597,813 2,199,270 
: 4 7 ; . ” “It seems to me that all manufac- Cost of Sales ....... 10,799,759 2,699,939 poe ee we ay ancaae oe 
From a standpoint of manage- turers should remember that their oD | 2,106,262 526,565 2,090, ) 228, , ,306, ; 
»n nt know-how T think it is poe oof distributors are their first line of of- a euaaies 1,579,487 394,872 1,425,555 356,388 2,798,691 399,813 491,269 163,756 
eae co , ‘ ; ‘ ‘ . e 0 ; 
aly interesting to note that with ap- fense eee ee eg ee por before Taxes ..... 526,775 131,693 664,708 + «166,177 ~—=«.2,429,568 347,081 «814,816 + —.271,605 
prximately the same volume of ‘nt that their promt margins on the mises .............. 213,289 53,322 261,100 65,275 962,880 137,554 319,592 106,530 
b -iness, the percentage of expense appliance lines be maintained at a Net Profit 
t: sales was reduced in Groups 2, 3, Point where the distributor can show — after Taxes ...... 313,486 78,371 403,608 100,902 1,466,688 209,527 495,224 165,075 
a 4 at the same time that gross 4 net profit after taxes of between ¥% of Gross Profit 
p: fits to sales was increased. On 5 and 6% in a well managed opera- OE eines sess 16.32 16.32 17.36 17.36 18.86 18.86 19.79 19.79 
\-oroximately the same annual tion.” % of Expenses 
7 ime of MP and with the On the subject of selling the maxi- 95 ct Hot Poabk eyrae's 12.24 12.24 11.84 11.84 10.09 10.09 7.44 7.44 
: P of Ne 0 
so ve lines of merchandise, the only mum amount of merchandise Cotes “yefore Taxes ...... 4.08 4.08 5.52 5.52 8.76 8.76 12.35 12.35 
p sible explanation is better man- —swe , % of Net Profit 
a; ment. Notwithstanding the fact that we ‘‘stter Taxes ....... 2.43 2.43 3.35 3.35 5.29 5.29 7.50 7.50 
[It is my opinion that the four dis- re going through a very competi- a , , ; 
tr outors in Group 1 are not making tive period, one you might actually CHART I! provides a yardstick whereby a distributor may compare his expenses to the margin of profit he is 
a -atisfactory net profit after taxes, Call a process of elimination, I do not currently attaining. Note how the distributors with the higher margins have cut into the sales-expense column. 
ai are, therefore, in a precarious think there is any basis for any con- 
p:.ition in the present buyer’s mar- ‘Siderable degree of pessimism.” gressive selling programs outside of “4, Of course, dealers are all going ing. They have so much merchandise 
ke. Less than 3% net after taxes is He then cited production and sales the store. A dealer can no longer’ to have to have available sound re- on the floor that they look like a 


nv: a satisfactory profit for any busi- 
ness concern whether it be manu- 
facturer, distributor, or dealer. 

“A further proof of this conclusion 
is the fact that one of these four 
companies has since the first of the 
year liquidated, and is now out of 
business. 

“The net profits after taxes in 
Group 2 are, of course, more satis- 
factory, but not high enough. 


5-6% Profit Satisfactory 


“The net profits after taxes in 
Group 3 seem to me to be satisfac- 
TOEY...¢ « 

“The net profits after taxes in 
Group 4, of course, are high, and rep- 
resent a _ better-than-average per- 
formance. I do not believe that many 
distributors can hope to show this 
percentage of net profits after taxes 
under present conditions. 

“This study of distributors’ profit 
and loss statements for 1947 will give 
you a yardstick for measuring your 
own business as these 18 accounts 
represented in these four groups are 
all distributors who have been in 
the appliance business for a number 
of years, and are all handling well- 
known brands. 

“These profit and loss comparisons 
indicate to me that it would be a 
wise thing for all distributors to 
make a very careful analysis of their 
over-all businesses at the present 


‘time, to be sure that expenses are in 


proper relation to sales volume, and 
that their ‘sales mix’ is in good 
balance. 

“At the time this speech was pre- 
pared, we had available the profit 
and loss statements of only four 
distributors for the year 1948... . 
However, these are four good dis- 
tributors with excellent lines of mer- 
chandise who have all been in busi- 
ness for many years. 

“You will note in Chart III that 
the percentage of gross profit to 
Sales of these four distributors 
dropped from 17.11% in 1947 to 
15.85% -in 1948, which is a _ signi- 
ficant drop. 

“At the same time, their percent- 
age of expenses to sales increased 
from 8.88 to 10.05%. The result, of 
course, was a drop in the percentage 
of net profit after taxes from 4.94 
to 3.41%. 


Under 4% Unsatisfactory 


“I do not consider 3.41% net after 
taxes as a satisfactory margin of 
profit for a well-established, well- 
managed distributing operation. 

“This drop in percentage of these 
four good distributors is an indica- 
tion to me of the squeeze that is 
taking place in general in the appli- 
ance business on profit margins. Per- 
Sonaily I do not like this trend. I 
feel that it is going to have to be 
reversed if we are going to have 


-_.. 


data on refrigerators, washing ma- 
chines, and ranges to support his 
view that “there is still plenty of 
room for a satisfactory volume and 
a satisfactory profit for the well 
managed operations.” 

Continuing, Cotes outlined seven 
reasons why 1949 volume should be 
good for the companies who are 
willing to aggressively merchandise 
their products: 

A continued high level of purchas- 
ing power; an increased capacity for 
the consumption of appliances; the 
relatively large armament program 
in process; the many tremendous 
Government projects held in readi- 
ness in the event of a slackening of 
business; the heavy, continuing de- 
mands of the European Recovery 
Program; the liberalization of the 
provisions of Regulation W, and the 
fact that the administration is com- 
mitted to a high level of production. 

Both manufacturers and distribu- 
tors have certain responsibilities in 
connection with aggressive merchan- 
dising programs, he pointed out. 

“IT have been appalled in the last 
few years,” he said, “at the lack of 
effort on the part of manufacturers 
to see that their complete distribut- 
ing and dealer organizations know 
their complete product story... . 


Product Know-How Vital 
To Hard-Hitting Sales 


“No salesman, retail or wholesale, 
can properly serve his accounts or 
the public, and do an intelligent job 
of selling unless he is completely 
familiar with the construction and 
sales features of the product which 
he is handling. 

“Too many distributors’ wholesale 
men in my experience have gotten in 
the habit of spending too much time 
in the office. The days of selling mer- 
chandise on the telephone as a prin- 
cipal means of soliciting orders from 
dealers are over. 

“The wholesale men should spend 
all of their time in the field with 
their dealers, taking care of the 
functions that they are supposed to 
perform, which are many if they are 
going to give complete service to 
their dealers. 

“If your wholesale men are going 
to tighten their belts and do the job 
of dealer contact that is necessary 
in competitive selling, they will have 
to start again to do the following 
things: 

“1. Transmit their knowledge of 
the products they are selling to the 
dealer and his retail salesmen at 
night meetings. It is the wholesale 
men’s responsibility to be sure that 
all of the retail salesmen working for 
his dealers completely know the 
product story, and can make a good 
presentation to the consumers... . 

“2. Help the dealers organize ag- 


How “Squeeze’ Has Grown In Past 2 Years 


1947 1948 
Total Average Total Average 
ME bs cecusnduaa aan ces 10,768,056 2,692,014 13,431,889 3,357,972 
Cost of Sales ........... 8,924,889 2,231,223 11,302,148 2,825,537 
Gross Profit ............ 1,843,167 460,791 2,129,741 532,435 
ee 956,318 239,079 1,350,391 337,598 
Net Profit before Taxes. . 886,849 221,712 779,350 194,837 
cca OT ee 354,089 88,522 321,304 80,326 
Net Profit after Taxes 532,760 133,190 458,046 114,511 
‘+ of Gross Profit to 
Buy MET 17.11 17.11 15.85 15.85 
“ce 0} Expenses to Sales . 8.88 8.88 10.05 10.05 
‘ OF Net Profit before 
__ Taxes to Sales ........ 8.23 8.23 5.80 5.80 
‘ OF Net Profit after 
Taxes to Sales ........ 4.94 4.94 3.41 3.41 


CHART 11 shows where four selected distributors are 
“squeeze” as expenses rise. 


experiencing a 


depend upon store traffic in the ap- 
pliance business for total sales... . 

“3. After the distributor has 
planned a cooperative advertising 
program for all his dealers on an 
over-all territory basis, it is the re- 
sponsibility of the wholesale men to 
sell this program to his dealers. 

“Too little time has been spent by 
the executive personnel of the dis- 
tributing organizations in laying out 
an intelligent over-all territory ad- 
vertising program for each product 
handled. It should be planned so that 
the various dealers advertisements 
are consistent and run at regular 
intervals to achieve maximum cover- 
age for the product, and results for 
the dealer. 


tail financing plans which will make 
it possible for the consumers to pur- 
chase the merchandise on a sound 
minimum monthly payment. The 
days of cash sales in volume are 
OVER. i 6s 

“5. It is also a distributor’s whole- 
sale man’s responsibility to suggest 
sound promotions to the dealer, and 
see that he uses them. . 

“It is also the wholesale man’s re- 
sponsibility to see that the merchan- 
dise is attractively displayed in the 
dealer’s place of business, utilizing 
the material that is made available 
by the manufacturer for this pur- 
pose. 

“Some of the dealer and distribu- 
tor showrooms badly need renovat- 


junk shop, and certainly would not 
encourage any consumer to buy mer- 
chandise. 

“7, It is the wholesale salesman’s 
responsibility to see that his dealers 
have service training, and take ad- 
vantage of it. Products must give 
the consumer maximum performance 
and satisfaction as a basis for addi- 
tional sales in any community. 

“8. Teach your organizations the 
value of ‘service’ in its broadest 
sense as the keystone of all success- 
ful selling at all levels of distribution. 

“If you train your wholesale men 
to do these things, and everlastingly 
dig for business, your 1949 sales will 
be quite satisfactory, and should ex- 
ceed your pre-war volume.” 


“> 


YY 


¥ Al. p 


DAYTON, Lomso\, 


Datco PRODUCTS has been in the 
business of building appliance motors 
for a good many years. We’ve been 
in it long enough to know that lati- 
tude must be allowed for last-minute 
changes in customers’ scheduling. 


For Delco Products has a sound con- 
cept of service. Our experience has 
taught us to appreciate the manifold 
problems a manufacturer runs up 


against. All our resources are organ- 
ized to help meet them promptly and 
smoothly ... to deliver on time. 


It’s this human, personal quality as 
well as our complete, modern engi- 


neering and manufacturing facilities 
that makes Delco Products a byword 


al, 


for the finest in appliance motors. 


ELCO MOTORS 


DELCO PRODUCTS 


Division of General Motors Corporation, Dayton, Ohio 


Sales Offices: CHICAGO «+ CINCINNATI « CLEVELAND + DETROIT « HARTFORD, CONN. 
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WILSON 


REFRIGERATION, INC. 
@ FARM AND HOME FREEZERS 


@REACH-IN REFRIGERATORS 


@WALK-IN REFRIGERATORS 
@FARM MILK COOLERS 


DIVISION OF WILSON CABINET CO., INC. 
DELAWARE 


SMYRNA © -« 
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insist on 
genuine 


products” ff 


‘MARLO: 0Fraanartn 


tli i Is 


EE SAD one 


NIAGARA 


AEROPASS CONDENSER 
FOR LOWER COST REFRIGERATION 


..Saves cooling water, prevents operating 
troubles, saves labor. It cuts the operating 
cost of freezing, cold storage or air condition- 
ing. It reduces power bills because compress- 
ors run at lower head pressure. Write for 
Bulletin 103. Address Dept. AC. 


NIAGARA BLOWER COMPANY 
405 Lexington Ave. New York 17.N.Y. 


Dealer Offers Small Discount on Purchase of New Household 
Refrigerator, Lets Housewife Market Trade-In Through un Ad 


ENGLEWOOD, Colo.—An effective 
solution to the problem of selling to 
trade-in minded prospects without 
maintaining a large reconditioning 
shop is urging the housewife to sell 
her old refrigerator through classi- 
fied advertisements—according to 
Monroe Haeffner, partner at Buchan- 
an-Haeffner, Westinghouse dealer 
here. 

The appliance firm, which recently 
built a handsome new showroom on 


g Broadway in the Colorado com- 
- munity, has developed this “house- 


wife sales’ system to a fine point. 

“When we sell a new refrigerator 
to a homeowner who insists that she 
wants to trade in an old box, we can 
still go ahead with the deal,” Haeff- 
ner said. 

“Under the plan, we allow her a 
discount on the price of the new re- 
frigerator, which is equal to the diff- 
erence between what we _ would 
normally pay for it if we had our 
own reconditioning shop, and the 
amount the homeowner can sell the 
box for from her own home. Often, 
this may amount to only a few 
dollars, or as much as $30—but in 
all cases results in better satisfac- 
tion all around.” 

As a typical example, Haeffner 
sold one woman a $289 8-cu. ft. re- 
frigerator. She had a 7-year-old re- 
frigerator which she wished to trade. 
Instead of spending approximately 
$9 for hauling the refrigerator, an- 
other $15 or so for reconditioning, 
and an unknown amount for guaran- 
tee maintenance, Haeffner allowed 


Because of the Buchanan-Haeffner trade-in plan, all store space can 


be devoted to 


new display. 


the customer a $30 discount on the 
price of the new model. 


At the same time, he wrote a clas- 
— 


@ 


A standard refrigerator door is faced 
with clear plastic so you can see the in- 
sulation inside. Then it is slammed, by 
machine, up to 150,000 times! The re- 
silient Fiberglas* Insulation shows no 
sign of settling or breaking down. Dra- 
matic proof of its lasting effectiveness. 
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Dramatic advertising like this continues to make 
Fiberglas Insulation recognized and accepted 
by your customers as “tops in insulation”’. 


selling. 


¢ 


FFIBERGLAS 


OWENS-CORNING 


tm 016 US fat OFF 


*FIBERGLAS is the trade-mark (Reg. U.S. Pat. Off.) of Owens-Corning Fiberglas Corporation for a variety of products made of or with glass fibers. 


ADD SHOWMANSHIP TO 
YOUR SALESMANSHIP! 


Better than a million words, demonstrations of 
dramatic product features prove your point. By 
setting up demonstrations and talking in terms 
of demonstrations, you add power to your 


Fiberglas Thermal Insulation, long a selling 
feature in many of the appliances you handle, 
now gives you new, dramatic things to talk 
about. The ‘“door-slam’”’ demonstration shown 
above is one of several featured currently in 
Fiberglas national magazine ads. Take advan- 
tage of this potent advertising—tie in your sales 
talk by describing this demonstration to your 
appliance customers. 

More than ever, Fiberglas Insulation is ‘“‘a 
swell feature to have. . 

Owens-Corning Fiberglas Corporation, Dept. 
848, Toledo 1, Ohio. In Canada: Fiberglas 
Canada Ltd., Toronto, Ont. 


. a swell feature to sell’’. 


THERMAL 
} INSULATION 


sified advertisement for the customer, 
suggesting that she run it for a week 
in the local newspaper, offering the 
refrigerator at $50. 

In this way, the customer’s total 
return from the used refrigerator 
was much larger than on a straight 
trade-in allowance, the $30 discount 
enabled her to cut the price of the 
used box if necessary, and the appli- 
ance firm was saved many responsi- 
bilities and _ reconditioning costs 
otherwise necessary. 

“We have followed this policy in 
connection with about one third of 
our refrigerator sales to date,’”’ Haeff- 
ner said, “and in every case, the cus- 
tomer has been far more satisfied, 
has found a ready sale for the used 
box, and we are freed from the heavy 
investment necessary to recondition 
and resell trade-ins profitably.” 


Union Steel Moves to New 
Location In New York City 


ALBION, Mich.— Union Steel 
Products Co. here has announced 
that it has moved its New York City 
office to 441 Lexington Ave., Suite 
801. 

The new quarters offer more office 
space and more convenient location 
for customers, according to the com- 
pany. 

C. F. Gaffney and Lloyd Edgar con- 
tinue to handle the firm’s bakery 
equipment sales and I. P. Nelson still 
has charge of wire products division 
sales in the East. 


Mills-Morris Co. Will Handle 
Harvester Line In Mid-South 


MEMPHIS, Tenn.—Announcement 
is made that Mills-Morris Co., here, 
has been appointed distributor for 
the full line of International Har- 


_ vester Co.’s home refrigeration units. 


Floyd Sherrod, Memphis district 
manager, said Mills-Morris will dis- 
tribute the units throughout Mem- 
phis and the mid-south covering 
parts of Tennessee, Kentucky, Missis- 
sippi, Missouri, and Arkansas. 


- Reserve 


Reg. W Controls Seen 
As ‘Cushion’ Against 
Further Inflation 


WASHINGTON, D. C.—Continu 
tion of the Federal Reserve Boar< 
authority to regulate consumer j; 
stalment credit is currently bei: 
sought by Thomas B. McCabe, chai 
man of the board of governors of t! 
Federal Reserve System. 

McCabe, in testifying before t: 
Senate banking and currency comm: 
tee recently, declared that the Feder. 
Board believes “that 
further period of trial under mo: 
normal conditions for the regulatic 
of this credit can well serve th} 
public interest. 

“Appropriate regulation of insta 
ment credit can be especially helpf: 
during times when more purchasin 
power serves only to bid up prices, 
he explained. 

“In periods when production an 
demand approach a balance, suci 
regulation can be relaxed consider 
ably. This the board has done twic: 
recently in respect to its present au- 
thority, and the board will have nc 
hesitancy in suspending any part or 
all of the regulation should condi- 
tions make such action desirable. 

“The important thing is that the 
power be at hand to exercise re- 
straint when necessary to maintain 
sound credit conditions. 

“Regulation W is, of course, not 
in itself the answer to the problem 
of instability which our high stand- 
ard of living presents. The problem 
is far more fundamental. 

“But we are convinced that proper 
regulation of this volatile type of 
credit, in conjunction with other 
credit’ restraints, constitutes a sub- 
stantial contribution to stability.” 

McCabe further pointed out that 
the appliances, automobiles, and fur- 
niture to which the regulation now 
applies “have become so much a 
part of our American standard of 
living that very large sections of our 
economy depend on their production 
and sale. 

“Because the prospective buyer of 
these articles can exercise so much 
latitude in both the selection and 
time of his purchase, sales are sub- 
ject to wide fluctuation. The credit 
related directly or indirectly to their 
ownership is consequently extremely 
volatile. . 

“We are naturally apprehensive 
lest this credit grow too fast under 
the pressure of unsound credit prac- 
tices and terms and thus at some 
point contribute to serious instability 
of markets and purchasing power.” 


Big Hotel In Houston 
Installs 262 G-E Kitchens 


HOUSTON, Tex.—Two hundred 
and sixty-two complete General Elec- 
tric kitchens have been installed in 
the recently opened, ultra-modern 
Shamrock hotel here, the company 
reported. 

The 1,100-room structure, built for 
G. W. McCarthy, contains one of 
the largest installations of General 
Electric ‘“Disposalls” in the world 
G-E said. The units were incorporated 
in the 262 apartment kitchens. 

The top 10 floors of the hotel are 
devoted to permanent living quarters. 
Each apartment kitchen contains a 
refrigerator, range, stainless steel 
sink, and all-steel cabinets, besices 
the Disposall. 

The range has three Calrod surface 
cooking units and a full-size oven. 
The refrigerators are either 4 or 6- 
cu. ft. models, depending on the size 
of the apartments. 

Plans for the apartment kitchens 
were by the G-E Home Bureau. 


REFRIGERATION AND AIR CONDITIONIN 


UNITS -«- 


PARTS - 


from our large, complete stocks. 
in 48 States and overseas. 


Wholesale Only 


Please Write on Your Letterhead 


TOOLS -« 


Latest Prices 
Wanted Lines 
Write Today for Your Copy 

Why spend valuable business hours and car expense 


on trips to buy parts? Get fast low-cost delivery 
Airo serves buyers 


SUPPLIES 


AIRO. SUPPLY € a 


2732 N. ASHLAND AVENUE *« CHICAGO 14, iL 
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Grocery Frozen 
Food Selling 


] Low-Temp Storage 
» Stressed In Ad 


‘UFFALO — Loblaw Groceterias, 
I. ., operator of a chain of food mar- 
k 3, promoted frozen foods with a 
la “e newspaper advertisement stress- 
ir how extensive use of refrigera- 
ti . equipment makes possible the 
se » of frozen foods at economical 
p! es. 


Distributor In St. Louis 
Remodels 2-Story Building 


ST. LOUIS — Broadwell & Co., 
newly appointed distributor for Thor 
and Whiting freezers here, has com- 
pleted a remodeling of a 2-story, 
12,000-sq. ft. building at 3005 Locust 
St. here. 

James P. Broadwell is president of 
the firm, and Ralph W. Lay, vice 
president. The new firm has a travel- 
ing sales force of five men, serving 
eastern Missouri and southern Illi- 
nois. In addition to the freezer lines, 
the company will carry Presteline 
ranges, and a long lineup of small 


FROZEN CLAMS 


Shipments from Canadian 
Town Hit 22 Tons Weekly 


DUNCAN, B. C., Can.— Frozen 
clam meat is now being shipped 
from the east coast of Vancouver 
Island to United States markets by 
Fred Arscott of Dover Fish Market 
here, and Fred Vey, Cowichan Bay, 
B. C. Shipments have been averaging 
about 22 tons per week. 

The clams are collected in the 
Cowichan Bay area from independent 
diggers by Vey and are frozen at 
Duncan by Arscott. Arscott states 
he is planning to expand his freezing 


WATS 
» REFRIGE RATORS 


* 
50% SAVING IN 
INSTALLATION TIME 
* 


PRECISION BUILT 
FOR SURE FIT 


he advertisement carried a pic- appliances, according to an an- facilities and expects his enlarged 


i ; tu > of one of the chain’s special re-  oyncement made here. plant to be in operation this summer. oa 

tic : fr erated trucks which makes daily 

th de vieries of frozen foods through- ‘ RIGIDLY TESTED 
{ ot western New York. Said copy: ( T k F, P| | II AND APPROVED 

sta Loblaw’s have a special mechani- 0-Oop ur ey reezin g ant nst ais 

pfu ce refrigerated delivery service es- YOU CAN'T 


GO WRONG 


= p: ‘ally designed to keep our frozen (QQ) | ockers To Draw Off-Season Trade 


fc is at the proper holding tempera- 


) tu 2 all the time. There is never an With the revolutionary LOCKSEAM method, you're assured of fast in- 


stallation, precision fit joints, and tight, rigid construction. No boards or 


_ opportunity for these foods to defrost RED CLOUD, Neb.—The “miracle processing and freezing. panels to remove and replace. No clamps necessary. No wrench required. 
uci aid be re-frozen, a condition that of mechanical refrigeration” is exem- Realizing that to be really profit- No stripping. With LOCKSEAM, coolers can be built to fit any size opening 
der would ruin the flavor of any frozen plified in the Republican Valley Tur- able, their plant would have to be regardless of its irregularity. 
ween oe d.” key Growers Association here, which sed the year-round, the associa- 
al A picture of a typical frozen food started in 1928 as a result of action tion hit on the plan of installing a If you want a cooler you can count on, insist on “CHILL”. Only the finest ma- 
ae department in one of the chain's by three farm women, and today rental freezer locker system. This terials and craftsmanship go into the construction of all “CHILL” products. They are 
L or stores was carried in the advertise- represents an investment of over has proved to be a boon to the precision built, and erected in our factory before shipment to insure positive fit. 
ndi- ment and accompanying copy read: $50,000, provides employment for over community, attracting more business Sections made not over four feet in width to allow passage through any standard 
e. “You will find that all Loblaw 50 people, has 118 members, and to the tom as well as boosting door when specified. Special custom-built refrigerator cabinets of all types manu- 
om stores are equipped = latest frozen boasts a recently installed frozen profits for the association. factured to your specifications. 
il food holding cases. ese cases are food locker system. Stalk ts ceed te x Gin tee 
tain arranged so that the frozen foods can Women of the county had counted pers and the rte aes ts 


be easily taken out. All varieties are 
carefully separated for easy selec- 
tion. You will also find that every 
item is carefully price marked so 
that you can see the price at a 


on the raising of chickens to aug- 
ment the farm income up until the 
early 1920’s when the market took 
a nosedive which left no profit in 
either chickens or eggs. Then the 


distributed to the growers in certifi- 
cates of interest. The 600 freezer 
lockers are in steady demand. Equip- 
ment includes a quick freezer, meat 
curing department, and, just com- 


WRITE OR PHONE NOW 
MIDWEST MANUFACTURING CO. 


MIDWEST MFG. CO. 
MINMEAPOLIS 


glance.” problem was taken to the state agri- leted, modern slaughter house equip- id . tide 
ee! cultural college at Lincoln where oa” 8 — ° 
Jack Reddit, extension poultryman, , 

ad Oakland Passes suggested that the Republican River |” 
~eucall © ° Valley was an ideal place for turkey 
h Equip ment Law raising. Three women neighbors— 
mat ; , Mrs. O. E. Eshelman, Mrs. D. L. 
fur- : OAKLAND, Calif.—A tremendous Kaminsky, and Mrs. E. L. Polnicky, 
how increase in the sale of frozen foods tajzeq the matter over and decided 
1 a in retail grocery stores here, is pro- {to gtart a turkey ring. 

of mised through passage of a city or- Started on the proverbial “shoe- 
our dinance which permits grocers to string,” the idea grew to the point 
tion handle frozen foods without a walk- yore Red Cloud now has two mod- 
a in refrigerator in the store. ern turkey hatcheries, run by elec- 

> Prior to the gptod ordinance, P assed tricity and almost entirely mechani- 
uc by the Oakland city council in April, cally operated, which sell only pul- 
= the city had ruled that only those  jonm-free eggs (pullorum is another 
oa stores equipped with low tempera- name for the deadly turkey disease— | 
edit ture walk-in refrigerators would be blackhead) to growers of the area. | 
wed “4 permitted to sell frozen foods. With the big drought of the early | ages 

J This represented a serious loss in 1930’s, the men folks became inter- _ ered, SLADS « Can? es done 
. volume and profits, according to J.  octed in the drought-resistant turkey BALL BEARING + CADMIUM FINISH 
sive Cc. Green, head of the East Bay Re- business, and flocks were built up. | WEIGHT—1614 LBS, PER PAIR 
der tail Grocers’ Association, who has | & A full range of sizes for all needs 
"ac- personally pushed the issue for DRESSED CHICKENS SPOILED | 
a several years. Then‘ an association was formed. | 
og Under the new ordinace, grocers oy several years the birds were | & 
” may handle retail frozen foods as  oiq to poultry dealers but the local |__ 


long as the have a display refrigera- arket was uncertain and prices not 
tor which will maintain a tempera- to, high. Price spread between live 


eit 


ture of -15° F. and dressed weights was great, so 
Hundreds of stores have reported the growers tried dressing the birds 
is that they will put in frozen foods 4+ home. Very often the nights were 
departments immediately. warm so that the carcasses did not 
red m cool properly. No refrigeration was 
Dike Commercial Firm Is Chartered — available, and this attempted solu- 
in HUNTINGTON, W. Va.—Commer- tion to the problem proved unsatis- 
ern cial Refrigeration, Inc., this city, has factory. 
any just received a charter from the A series of years followed in which 
Secretary of State. Authorized capi- the turkeys were trucked to process- 
for tal stock is $10,000, of which $5,000 ing plants in Hastings, Crete, Fair- 
of has been paid in. bury, and Oxford, Neb., and Mankato UNIVERSAL LOCK No. 2-326 
ral ~_ and Concordia, Kan., where cold MALLEABLE IRON 
rid storage facilities were available. But, KEEPER ADJUSTABLE % TO 2 INCHES 


CADMIUM FINISH 
WEIGHT—10 LBS. 


as selling on the open market had 
not worked well, the growers finally 
voted to build their own processing 
plant in 1940. At the start of the 
pooling for market, one-half cent per 


ce 
® 
Qa 


prgere: 


- LOK: CLARK 


ee | 


eel f pound was deducted for business 
des or expense. 

. This money, amounting to $2,000, 
sai Q ualit plus $1,000 donated by Red Cloud 
en. y businessmen, was used to build a_ 
6- ' small plant. Equipment, including 
ize . refrigeration space, was meager, so | 

or 4 HIGH as profits came in, modern refrigera- | 
“ns | -.-, tion and other equipment was added. 


MODELS Now the finished product is sent to 
LARKIN New York and other big markets. 


The grower receives the amount his 
turkeys brought on the market, less 

WALL freight and processing charges. Also, 
HUMI-TEMP turkeys are brought in from all over 
Nebraska and northern Kansas for 


‘HARD WEAR" 


Sturdy hardware_— 


. 


well designed, built to function smoothly 


Your Golden 
Opportunity 
is here!!! 


‘yuality speaks a language every- 
ody understands. Wholesalers, 
‘ alers, and users alike know that 
' © name Larkin means quality— 
workmanship, materials, and 
rformance. 


and to last a long time. 


ARCADE 


White for atalag 
MANUFACTURING DIVISION fm 


ROCKWELL MANUFACTURING COMPANY 


FREEPORT, ILLINOIS | 


e ¢ VEGETABLE CASES 
e COLOR VISION FREEZERS 


mufacturers of the original Cross-Fin 
‘|\—- Humi-Temp Units — Evaporative 
“d Air Cooled Condensers — Air 
iditioning Units and Coils — Direct Ex- 
‘sion Water Coolers — Steel Vacuum 


¢ FULL VISION CASES 

¢ FORMICA TOP DISPLAY 
CASES IN PORCELAIN 

* DAIRY WALL CASES 
COLDIN CABINET CO., INC. 


2800 Webster Avenue, Bronx 58, N. Y. 
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They'll Do It Every Time 


.... By Jimmy Hatlo 


EVERY THINGS SET. 
Arter A Hise, ( HOTEL RESERVATIONS 
OF HEADACHES, \ ape o.K, AND IVE 1 
SMEDLEY WAS GOT THE RAILROAD 
ALL SET FOR TICKETS. WE LEAVE 
HIS TWO WEEKS (JUNE FIRST- 


eaea 


STUN 
— 


mA! 


THEN HE Gor / SorRY 0 DOTHIS 
THE FINAL | AT THE LAST MINUTE, 
HEADACHE- / SMEDLEY, BUT IM 
GOING AWAY ON THE 
THIRD. YOULL HAVE 
To TAKE YOuR. 
VACATION SOME 
TIME IN OCTOBER. 
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Do You Have ‘One Foot In the Door’? 


STANDARD DOME COOLERS 
WITH AIR EMITTING IN ALL 
DIRECTIONS. 


ee FRONT VIEW 


PEERLESS of AMERICA, Inc. 2901 LAWRENCE AVE., CHICAGO 25, ILLINOIS. 


BACK VIEW 


Send for Bulletin No. 
49-M Giving Prices 
and Specifications 


oS 


DOME COOLER 

An ideal PEERLESS unit for high 
humidity cooling in reach-in and 
walk-in applications is provided 
in the DOME COOLER. Air is 
drawn up in the center of this 
unit and then discharged horizon- 
tally along the fixture ceiling to 
drop down the side walls. Instal- 
lation is a simple operation and 
the unit is a space saver. Com- 


plete with built-in heat exchanger. 


UNIT COOLER 


Completely adaptable for walk-in 
coolers and all types of fixtures, 
the UNIT COOLER delivers maxi- 
mum cooling at minimum cost be- 
cause it is equipped with the fa- 
mous PEERLESS “PIE PLATE’’ Coil. 
In the ‘PIE PLATE” all primary 
and secondary surface, including 
return bends, is in the air stream. 
There is no waste surface. Easy 
installation. Complete with built- 
in heat exchanger. 


Member, Audit Bureau of Circulations. Member, Associated Business Papers. 
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When Volume Slides, 
And Profits Drop - - 


Train More Salesmen 


ECENTLY credit executives representing 30,000 firms of every 

type and size were asked what they thought would happen to 
business in the coming year. About half of them predicted that, 
in 1949, business income might drop below recent sky-high figures. 
Another 25% said that earnings would barely match last year’s 
figure. 


Since this relatively optimistic forecast was made by three- 
fourths of the key credit men drawn from almost every region, it 
probably constitutes an authentic reflection of hard-headed busi- 
ness thinking throughout the United States. And it’s the type of 
statement which enterprisers both large and small would be wise 
to heed. 


Whether this prediction is cogent or not depends on your own 
point of view. Optimists and go-getters have a ready rebuttal 
for any argument that earnings will skid this year. Because 
they are sales-minded, they recognize such talk as a challenge to 
get out and sell more! If their orders aren’t “coming in’ fast 
enough, they’ll go out and get ’em! If the existing market won’t 
support their product during the coming months, they’ll create 
a bigger one! 


This spirit isn’t the exclusive property of industrial giants. 
It can be found in many of the thousands of smaller firms who 
year after year account for such a large percentage of our com- 
merce. As indicated in a poll conducted by the National Associa- 
tion of Credit Men, some 22,000 entrepreneurs have increased their 
sales forces during the last few months. That sort of action eli- 
minates the fear of smaller volume, because it bombards the 
source of that fear. 


The job of maintaining our inflated super-economy admittedly 
is a big one. Sixty-seven per cent of the management men par- 
ticipating in the NACM study admitted that their inventories were 
higher than usual. In other words, two out of three businesses 
have found that the lag between unit production and unit sales 
is increasing. For each one of them that means a proportionate 
upgrading in the cost of doing business. 


The magnitude of the salesman’s task, then, isn’t hard to 
visualize. Certainly it’s one in which the stakes are high. 


Yet while the sales force is out doing its utmost to eliminete 
the cause, there are other measures which management can n- 
augurate to cushion the effect of reduced income. 


A serious reappraisal of expansion plans at this time is p r- 
haps the most forceful step most businesses can take to insure t! at 
this year’s outlay will achieve the greatest return. Eight out 2f 
10 firms surveyed by the NACM said they are not contemplat g 
plant expansion nor the purchase of an unusual amount of r Ww 
equipment within the next two years. They realize that until t» y 
achieve market saturation with present production facilities. it 
may be too early to expand further. 


Given a good product, backed up by imaginative advertis 18 
and promotion, the salesman, as ever, must point the way. He is 
the doer. His accomplishments (or lack of them) will determ 1¢ 
how soon industry can pull out of the present “Businessma 
Recession.” 


If we’re going to have “A Great Life,” it’s time for all of 's 
to push “One Foot in the Door.” 


ai ts y es ae : p eee meee rs 4 ‘ Aa i ‘ rage Ww, 4S mgt ead ’ P : . 
16 Fee ce | 4 
qoernrosmnnmerummnmntrcer cso 
: iit a @ SONDITIONING AND @ Jf _ 5 
. cS | hag s 3 DRS NS BR of : as # . : as a . 
4 | ; Saat... SRR Nig gous | 
; ee 
= | 
WITH PAY- | Cys Mi : 
shige. >) A G ~ \vA | | 
eee —, © Sse 24 | || a 
; —od} r i pa _— ‘ ; 
\ Aig _ 
Nv ay a4 < ‘ N fo », | . 
) ¥ ) SS ee QU ‘\) fe) a ~ 
- , . f 
[ ty i 4 “ f 4 (Vv Ee 
—— 4 ) : z z “ta ¥ é cA 
{rr Wad sat 3 oi = 2 Scan S 
=a ENC =| iw; — ( 
aaut | ERS Ma araee seg : e3 YW — 
ae es ma Tee ne Mey Stier i © = rae 7 a ny ‘ oe In 
— == ”Se/ Hi Hi ==) esses ys , i | eZee ) 
ce Pa ae NY &S tt E|| ——= Sn wy, 
. — ae” 8 nye &:' Ht rt 2) = ——— wi BS I 
—s ae = Ee ee cigs BESTT TT ‘mm? ‘ GAA _ if RAS _— 
SS ee Se eee” \mat } 2 4 y ASS eee sal 
Yi Vou INS SRE gnm ene ROIRERTeT nanan eReEmnnmeS ene nmin mmarimmer ene ea mums hei 
7 | | i BS SS sal 
ian : —- UW Fas " ‘ | i . tha 
: ~ = ees nea 
os , _ . “sed _— - = : 
T Or 2 “(lae> re 
: De' 
SSS SSS SSS SSS SSSSSSSOSS hoi 
a to 
" Fo: 
kin 
. rar 
DOSS SOS OOPSOOPOQQDQPOOQPOOOOOOODOSS SF al 
OO E DS rvvev'‘'liu  8©§3§@ 00)?” OO cor 
pnoeiaiaimenn stature htt ‘ tio 
Lo p> cova atta We 
hg ia Rt. ll 2 the 
) , : : es oe as e 8 le Lo ee a So - - : | 
iL yy —- ~~ ¥F i | 4 tai 
' ify 4 <<  .. @ | 
ee J @ iNees 3 < | J 
ae ee ede ir - } . eo 
% 3 i oe oS eg seen a Te OEE . : | no 
" — o | old 
ea ™~ re S oo 
Yy oi Boe. : ~ ‘ " . sch 
Ses i lO the 
ee... r.\. hf - ani 
S$ | pa * : 1 Sy 4a 4 : De 
> ~ _ ; 
as | ES NG | | x 
h Rb ovl ER i 
\unJ pe en ©° Even Ez 
; PEERLESS V oe ; an 
amsemee® Fe Dp R 1 . a A ; im 
: 1 us re) R } R : del 
“~ ~ mot . ? E 
- : ae TE Se >». — | : 
= y , fe Ves... 4 ‘ S- yy oe | 
< < hE Oe Lis Bo \ 
—_ \. ii Ji Fr eu ia 4, Ne ae \j 
a “ine ae | 
es iP «8 oo 
f < se | 
ee: = | | 
ers ay 
ue ee 
i bal — es ‘ - . oneal ————— s ai SS oe el = | a ak Bes. 2 —_——-"- = — es ma cele: —————————— —————— — “Ss ~— 


Par. 
Tie: : 
ach ; 


AIR CONDITIONING & REFRIGERATION NEWS, MAY 30, 1949 


17 


‘57 Varieties of Salesmen 


« -er 500 Detroit salesmen attended the first annual sales training clinic, 


s onsored by the Detroit Sales Executives’ Club. So well attended was the 
{ st course of 5 evening classes that the club has scheduled another series 
for fall. 


* 


* 


Scles School, Teaching Tried, Proven Principles 
In 5 Evening Sessions, Draws 500 In Detroit 


DETROIT—Exactly 57 varieties of 
salesmen have gone back to school 
here in Detroit to sharpen up their 
sales techniques and prepare them- 
selves for the competitive selling era 
that lies ahead. 

With a capacity enrollment of 
nearly 500 salesmen, the school was 
launched this spring as the First 
Annual Sales Training Clinic of the 
Detroit Sales Executives’ Club. Now, 
however, the name must be changed 
to “semi-annual sales training clinic.” 
For so great has been the acceptance 
of this first post-war venture of its 
kind that the club has completed ar- 
rangements for a _ second Detroit 
sales training school this Fall, ac- 
cording to Fred Kaiser, the organiza- 
tion’s president. 

The first series of five consecutive 
Wednesday .night sessions, held in 
the ballroom of a downtown hotel, 
came to an end May 25. 


Enrollment in the course was pro- 
moted primarily through the efforts 
of the members of the Detroit Sales 
Executives Club. The members spread 
the story of the course to all the 
manufacturing, distributing, and re- 
tail organizations on the list. 


A tuition fee of $25 was charged 
for the course, to defray such ex- 
penses aS were incurred in putting 
on the course. In some cases organi- 
zations which enrolled groups of 
salesmen paid the tuition fee for 
their men. 


To a student body that includes 
not only new post-war salesmen but 
oldtimers and even sales managers, 
the school is presenting long-forgot- 
ten fundamentals of salesmanship 
that apply in all types of selling. The 
lessons are almost 100% visual. The 
school makes full use of such up to 
the minute techniques of presenta- 
tion as the “visu-cast,” a form of 
animated chart, the talking slidefilm, 
and the sound motion picture. 


Conducting the series is Daniel L. 
Beck, former president of the Detroit 
Sales Executives’ Club and head of 
the Sales Training Institute of 
Detroit. 


Salesmen of air conditioning equip- 
ment, commercial and household re- 
frigerators, washing machines, 
stoves, and other appliances form 
an important segment of the school’s 
enrollment. There is also a large 
delegation of selling men from De- 
troit automobile factories and auto- 


mobile dealer organizations through- 
out this area. 

The remainder of the student body 
is made up of men and women who 
sell such varied lines as machine 
tools, department store goods, dairy 
products, automatic garage doors, 
foods, coffee, tea, real estate, furni- 
ture, insurance, advertising space, 
radio time, pharmaceuticals, fuel, 
foundry supplies, stationery, carpets, 
X-ray machines, diesel engines, print- 
ing, and many other products and 
services. 

During school sessions, Beck ham- 
mers home the basic fact that only 
the salesman who utilizes the tried- 
and-proven, down-to-earth principles 
of selling will survive in the competi- 
tive era that has dawned. 

“We recognize that many sales- 
men today either have forgotten the 
most important selling principles or 
are too new in the business ever to 
have learned them,” says Kaiser. 
“That is why our club is sponsoring 
this training clinic and is going to 
repeat it this Fall.” 


Kendall Will Represent 
NARDA In Indiana 


CHICAGO—Albert H. Kendall of 
Indianapolis has been appointed 
field representative for the state of 
Indiana, Robert Ayres, midwest re- 
gional manager, for the National 
Appliance and Radio Dealers Asso- 
ciation, announced recently. 

Kendall’s activities will be directed 
toward the expansion of the Indiana 
NARDA state committee as a vehicle 
to expand association services in 
that state. 


Int. Harvester’s Refrigeration 
Sales Amount to 3% of Total 


HOBOKEN, N. J.—International 
Harvester Co.’s refrigeration division 
chalked up $14,667,00 in sales dur- 
ing the six months ended April 30, 
John L. McCaffrey, president of the 
firm told stockholders at their an- 
nual meeting here recently. 

This sales total amounted to 3% of 
the firm’s over-all sales, he said. It 
compared with 2.1% for the same 
period last year, when refrigeration 
sales were $9,126,000. 


No. 149 


VHOLESALE ONLY 


Heres Your Copy 
of the Mew 
DEPENDABOOK | 


| Refrigeration | 
> \= PARTS 2&2 


“CATALOG —) 


Send for this to-the-trade-only catalog 
of refrigeration parts and supplies... 
Very complete ...Very handy to use... 
In use all over the world! 


The HARRY ALTER CO. 


1728 South Michigan Avenue . 
134 LaFayette Street . 


Chicago 16, Ill. 
New York 13, N.Y. 


Dealer Finds Sales Double 
When Husband Is Invited 
To Cooking School Too 


WELLSTON, Mo.—Dealers who 
invest in the “cooking school’ type 
of appliance promotion will find that 
they can sell at least twice, and 
often four times, as many appliances 
per presentation if both husband and 
wife are in attendance, according to 
G. Mundell, head of Mundell Appli- 
ance Co. here. 

Mundell, a Hotpoint dealer, is one 
of the first St. Louis appliance deal- 
ers to resume this type of promotion. 
To date, he has held two such 
schools, which cost him approxi- 
mately $12 each for the food, cooked 
and served buffet-style to his cus- 
tomers. 

During the cooking process, each 
customer is exposed to a 2814-ft. “ac- 
tive demonstration unit,” which con- 
tains a sit-down ironer, two models 
of automatic washing machines, an 
electric drier, electric sink, garbage 
disposal machine, table-top water 
heater, 8%-cu. ft. refrigerator, and 
a home freezer. 

Attendance at the schools is by 
invitation only. They are held in the 
evening, when both husband and wife 
can attend. 

Invitations are so worded that the 
housewife will usually bring her hus- 
band along, Mundell points out. 

Comparing results of these promo- 
tions with others held in the past, 
Mundell has found that he often sells 
four times as much appliance volume 
when it is arranged to have husbands 
and wives attend cooking classes to- 
gether. 


Play Safe 
When Making 
Refrigerator TRADE-INS 


ACCEPTED BY 
MANUFACTURERS 


One trade-in based on this BLUE BOOK 
will more than pay for the book 


“ioe BLUE 
ins ie” BOOK 


00 “The Original” since 1938 


ST Over 200 pages listing 
more than 2200 
makes and models. . . 


4 Please send at once _______ copies of the | 
| NATIONAL REFRIGERATOR MARKET REPORT This book may be obtained from 1! 
i] Enclosed Please Find: () Check [) Money Order your distributor or refrigerator ! 
NAME manufacturer... or you may I 
» order direct by using this § 
§ ADDRESS convenient coupon. : 
} CITY. Mail with your check or money 4 
' NATIONAL REFRIGERATOR MARKET REPORT, | Ch ae. | 

7 ine. | 
' P. O Box 606, West Los Angeles 25, California ‘ 
Lema ae eB ea a SSeS eaanwe sana naanaaannnennd 


beter refrigeration in sight 
with Bundyweld libing — 


You'll see at a glance that Bundyweld is the most 
practical tubing you could possibly choose for your 


refrigeration tubing needs. 


Available in steel, Monel, or nickel, Bundyweld’s 
marked superiority is found in its double-walled con- 
struction. Made from a single strip of metal, double- 
wrapped, and copper-brazed at all points of wall 
contact, Bundyweld offers extra-strong yet thin walls 


for faster cooling. 


Always held to close dimensions, Bundyweld is 
easy to cut, join, or bend to short radius turns without 


WHY BUNDYWELD 


“—__:- 9 :~SBundyweld Tub- = 
ing, made by a 
patented process, is oe 
entirely different from any other 
tubing. It starts as a single strip 
of basic metal, coated with 
a bonding metal. 


1S BETTER TUBING 


2 This strip is con- 

tinuously rolled 
twice laterally into 
tubular form. Walls of uniform 
thickness and concentricity are 
assured by close-tolerance, 
cold-rolled strip. 


fear of collapsing. An ideal tubing for compressor 
lines, connecting tubes, and condenser and evaporator 
coils, Bundyweld is available at a surprisingly low cost. 


Used in over 85% of all refrigeration equipment 
manufactured, Bundyweld may be the answer to your 
tubing needs. 


Read the story of how Bundyweld is made, across 
the bottom of this page. Then contact your nearest 
Bundy representative (listed below), or write: Bundy 
Tubing Company, Detroit 14, Michigan. 


ENGINEERED TO YOUR EXPECTATIONS 


@ REG. U.S. PAT. OFF. ® 


a 5 3 Next, a heating 
process’ fuses 
; bonding metal to 
basic metal. Cooled, the double 
walls have become a strong 
ductile tube, free from scale, 
held to close dimensions. 


4 Bundyweld 

comes in stand- 
ard sizes, up to 54” 
O.D., in steel (copper or tin 
coated), Monel or nickel. For 
tubing of other sizes or metals, 
call or write Bundy. 


| 
} 


BUNDY TUBING DISTRIBUTORS AND REPRESENTATIVES 


Cambridge 42, Mass.: Austin-Hastings Co., Inc., 226 Binney St. ° 
Chicago 32, Iil.: Lapham-Hickey Co., 3333 W. 47th Place 
San Francisco 10, Calif.: Pacific Metals Co., Ltd., 3100 19th St. « 


Penn.: Rutan & Co., 404 Architects Bldg. * 


3628 E. Marginal Way 


Chattanooga 2, Tenn.: Peirson-Deakins Co., 823-824 Chattanooga Bank Bldg. 
Elizabeth, New Jersey: A. B. Murray Co., Inc., Post Office Box 476 * Philadelphia 3, 
Seattle 4, Wash.: Eagle Metals Co., 
Toronto 5, Ontario, Canada: Alloy Metal Sales, Ltd., 881 Bay St. 


BUNDYWELD NICKEL AND MONEL TUBING IS SOLD BY DISTRIBUTORS OF NICKEL AND NICKEL ALLOYS IN PRINCIPAL CITIES. 
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100% Self-Service Meat Depts. increasing 
Rapidly, But Operators Still Face Problems 


That the tremendous interest shown in self-service pre-packaged 
fresh meats in the past few years is being translated into tangible 
results is evidenced by the fact that the number of 100% self-service 
meat operations has jumped from 100 two years ago to nearly 
900 today, with the prospects of perhaps another 700 in the coming 


year. 


Current thinking of supermarket operators and meat packers 
is revealed on this and the following pages in reports of a session 
at the recent annual convention of the Super Market Institute 
prepared by Associate Editor C. Dale Mericle. 


CHICAGO—Temperature, handling, 
stacking, lighting, and original qual- 
ity “profoundly affect the success of 
any self-service meat operation” 
aside from the problem of packaging 
materials and wrapping techniques, 
emphasized Paul Goeser of the Swift 
& Co. research laboratories in a dis- 
cussion on the “Technical Aspects 
and Problems of Self-Service Meats” 
presented before the annual meeting 
of the Super Market Institute at the 
Stevens hotel here. 

“The bright color and fresh ap- 
pearance of unfrozen meat is best 
maintained at a temperature of 30° 
to 31° F.,” Goeser said, explaining 
that “closely controlled temperature 
is important. 


Low Temperatures Best 


“Steaks from the same loin pack- 
aged with the same fresh meat film 
were displayed at 30° to 31° F., at 
36° to 38°, and at 43° to 45°. A 
bright fresh appearance remained for 
more than seven days on steaks dis- 
played at 30° to 31°. However, this 
bright appearance remained only one 
to two days at 43° to 45°F. It is 
evident, therefore, that the rate of 
turnover in any one market may 
be a deciding factor in determining 
what case temperature to use.” 

Market operators were cautioned 
by Goeser that employing a 30° to 
31° closely controlled temperature 
for meat displays can present certain 
technical problems. 

“This means that the ordinary case 
refrigeration system will not be 
operating on a defrost cycle, so that 
unless provision is made for this, 
frost will soon build up on the coils 
and the case temperature will be 
nearer 40° than 30°.” 

A second basic factor in self- 
service meats emphasized by Goeser 
was that “meat that has been aged 
or mishandled does not have as long 
a case life as fresh meat. 

“Third— meat packages when 
stacked give increased pressure on 
the lower packages. Excessive stack- 
ing causes unsightly accumulation of 
meat juices in the lower packages. 

“Fourth—no style of packaging 
can improve the original quality or 
condition of the meat. An attractive 
package will gain new customers, but 
repeat sales are still dependent on 
the consumers’ satisfaction with the 
quality and condition of the meat 
within the package. 

“Having recognized the importance 


of these basic factors, the technical 
aspects of controlling discoloration 
and shrinkage may be reviewed since 
no package can be actively attractive 
unless discoloration and _ shrinkage 
are controlled. 

“In fresh meats the most desirable 
display color is the bright color which 
develops shortly after the cut sur- 
face of the meat is exposed to the 
air. The oxygen of the air combines 
with the tissue hemoglobin to form 
a bright colored pigment.” 

Here Goeser used color slides to 
illustrate the color differences be- 
tween freshly cut steak and steaks 
that have been exposed to air. Steak 
No. 1 was dark purple in color indi- 
cating that the surface has not been 
exposed to air. Steak No. 2 had 
30 minutes exposure to air and was 
bright in color. Steak No. 3 had 24 
hours exposure to air at a high hu- 
midity level. Its color was bright 
indicating that this bright color can 
be maintained if oxygen is present 
and if the surface of the meat does 
not dry too much. 

“In wrapping fresh meats for self- 
service it is therefore necessary to 
select a film which will maintain the 
desired color. Three steaks from the 
same loin were held at 38° F. in a 
display case for two days. Steak No. 
1 was wrapped in moistureproof cel- 
lophane. Its color was dark and un- 
attractive indicating that not suffi- 
cient oxygen passed through the film 
to maintain a bright color. 


Type of Packaging 


“Indirectly retailers have recog- 
nized this fact for years. They know 
that when two freshly cut meat sur- 
faces are in close contact for several 
hours these surfaces darken. To 
overcome this condition steaks, for 
example, are interleaved with paper 
to allow oxygen to penetrate and 
develop and maintain the desired 
bright color. It may be of interest 
to point out that Swift’s Labora- 
tories have shown that ordinary 
peach market paper is one of the 
best papers to use for interleaving. 


“However, the passage of oxygen 
into the package is no guarantee of 
an attractive appearance. Steak No. 
2 illustrates what happens if the film 
passes oxygen and does not prevent 
loss of moisture. 

“Steak No. 3 approaches the de- 
sired goal. The surface is moist and 
fresh in appearance indicating little 
moisture loss. Furthermore, the color 
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is bright indicating a sufficient oxy- 
gen supply. This steak was packaged 
in a typical fresh meat film du 
Pont’s MSAT 8:0.” 

There is a wide variation between 
films in their capacity to retain 
moisture in the meat, Goeser de- 
clared. Steaks from the same loin 
were packaged in (1) normal, (2) 
semi-moistureproof, (3) moisture- 
proof, and (4) fresh meat cellophane 
and displayed in a 38° F. display 
case for two days. 

“The weight loss for the steaks 
wrapped in normal cellophane was 
approximately 6%; for semi-moist- 
ureproof film 1%; for fresh meat 
film 5%; and for moistureproof film 
it was negligible. The 6% loss in 
weight with the use of normal cello- 
phane explains the dried appearance 
of the No. 2 steak. It may also be 
important in that such a weight loss 
could be responsible for improper 
weight and price on labels. 


Lights on Cured Meats 


“Packaging of cured and _ table- 
ready meats presents a _ different 
problem than encountered with fresh 
meat. In fresh meat oxygen is needed 
to develop the desired color. In table- 
ready meats the most attractive dis- 
play color is the bright fresh pink 
or red color which is present imme- 
diately on cutting. 

“This color is not stable. It fades 
in the presence of the oxygen of the 
air and the rate of fading is mark- 
edly increased if the product is dis- 
played under lights. The stronger 
the light the faster is the rate of 
discoloration. Discoloration can be 
controlled by eliminating or reduc- 
ing the amount of light or by elimi- 
nating the oxygen. 

“From a practical standpoint con- 
trolling discoloration by controlling 
the amount of light may be accom- 
plished in several ways though un- 
fortunately discoloration cannot be 
entirely eliminated. 

“1. Slicing, weighing, and packag- 
ing should be done with a minimum 
exposure to light. 

“2. A close check of counter needs 
will keep down the amount of over- 
slicing. 

“3. If sliced product must be stored 
keep it in the dark. 

“4, If possible secure a fast turr.- 
over on sliced cured and table-ready 
items. 

“5. Use a non-transparent top for 
the package. 

“6. Do not use more light than 
necessary in the case. 

“7. Colored light diffusers will cut 
down on the amount of light and 
may mask the discoloration. 


Vacuum Package Helps 


“Control of discoloration by the 
elimination of oxygen is possible with 
a vacuum package made from trans- 
parent films. This is a new package 
development and much experimental 
work is yet to be done. 

“To summarize, the following facts 
deserve emphasis. ° 

“1. Case temperature of 30° to 31° 
F. gives the most protection to fresh 
meat items. 

“2. Packaging techniques and ma- 
terials will not improve the original 
quality or condition of the product. 

“3. Packaging films vary widely 
in their moistureproofness. 

“4. Fresh meats need oxygen and 
a minimum of moisture loss to retain 
their best appearance. 

“5. Cured and table-ready meats 
discolor when exposed to light in the 
presence of air.” 


New Cais M 


The MIRACLE cas 
FILLED From 
REAR or FRONT 


eat Case Can Be Filled from Rear 


One of the newest developments featured at the Super Market Institute 

convention was this GJ8 open McCray case designed for service from 

front or rear. Here it’s being examined by C. S. White, George C. Derkers, 
R. E. Abbott, and W. L. Herald. 


Self-Service Boosts Sales & Net Profits 
For Supermarket as Costs Also Increase 


CHICAGO—“Our total expenses in 
selling meat under self-service are 
not too different from what they are 
under service, but we think we are 
making more money under self-serv- 
ice—not by cutting costs, but by sell- 
ing more produce at a little better 
gross profit,’ market operators at- 
tending the Super Market Institute’s 
annual meeting at the Stevens hotel 
here were told by Joseph Story, gen- 
eral manager of stores of the Benner 
Tea Co., Burlington, Iowa. 


Volume has increased, gross profit 
is up, and net profit is greater, Story 
said in presenting a discussion pre- 
pared by Milton Sandell, president 
of the Benner firm. 


“A couple of years ago when food 
operators got together to talk over 
their problems not many of us had 
any practical experience with self- 
service meats. The few men who had 
dabbled in 100% self-service tended, 
I believe, to exaggerate somewhat 
the results of their operation. Pio- 
neers always feel that they must 
justify themselves. The rest of us 
were a little skeptical. 

“Now the situation has changed. 
Some of the early wild claims for 
self-service meat have been toned 
down. And on the other hand, most 
of us skeptics have been converted. 


“My own company put in its first 
100% _ self-service market just two 
years ago this month. At that time 
du Pont people who helped us with 
our early packaging problems told 
us that they knew of just 30 100% 
self-service markets, and half a dozen 


of these were in Canada. There may 
have been more, but we used these 
figures in our first promotion. 

“Today, we are told by a respon- 
sible survey, there are approximately 
900 100% self-service meat markets 
in the country, and these 900 mar- 
kets are getting far more than their 
normal share of the total meat busi- 
ness. “Self-service meats are here to 
stay. From now on the operation is 
going to grow with the speed of a 
snowball going down a mountain. 

“Our company operates 36 stores, 
but just 15 of these are supermar- 
kets, and the rest are neighborhood 
stores or stores in small rural towns. 
Furthermore, none of our supermar- 
kets is of the giant type which some 
of you operate. Out in Iowa we still 
look on a $20,000-a-week store as a 
real dandy and a _  $10,000-a-week 
store as falling well within the defini- 
tion of a supermarket. 

“In short, one of our problems in 
operating stores of varying volume, 
is to decide in what size store self- 
service meats are practical. I know 
this is a question for many of you 
here. 

“Now to get to our specific experi- 
ence. We opened our first 100% self- 
service market almost exactly two 
years ago. This was a _ converted 
market in a store of the over-all 
$15,000-a-week class. Our first week 
we did a bigger business than we 
had ever done before. I am not going 
to give a percentage increase figure 
because, frankly, is would be mis- 


(Concluded on next page) 


R. J. Parcels, Jr. of the 
C. V. Hill Co. shows Eliza- 
beth Koerner the new 256- 
SS open case with two 
decks, each of which can 
be operated at a tempera- 
ture independent of the 
other, such as 28° and 37°. 


the design developments that insure dependable, trouble-free 
performance and service. Save call-backs, save time—replace 
it right with Ranco! Ask your Ranco wholesaler to show you 
the complete line of Ranco Replacement Controls. 


First choicefor WATER COOLERS 


Servicemen everywhere look to Ranco's leadership—its record 
of more than a score of “‘firsts'’ in the past 20 years—for 
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Rosults of Self-Service Meat Operation 
Aaalyzed by Market as Mostly Favorable 


Joncluded from preceding page) 


le: ling. The entire store had been re- 
m jeled, and we greatly increased 
o: business in all departments. 
‘The significant fact is that the in- 
ise in the meat department was a 
1 10% greater than in other de- 
p: ments. Our customers who had 
nor heard of self-service meats 
tc « to the idea immediately. This 
w no flash in the pan. For now, 
ai he end of two years, this first 
se service meat market is still do- 
in nearly 35% of the over-all store 
vo ome and this is a good percentage 
in -onybody’s league. 

We have since opened five other 
10% self-service markets and have 
ha | an average of more than a year’s 
ex erience with each of these. The 
re-llts have all been exactly the 
sa ve. For our company as a whole, 
ou meat markets are doing 27.8% 
of ‘he total volume, and in the stores 
wilh self-service markets we are run- 
ning 32.2% of total store volume. 


Volume Is Greater 


“This difference is not overwhelm- 
ing, and could conceivably be attrib- 
uted to the fact that we may have 
superior managers in our self-serv- 
ice markets. However, our own con- 
clusion, living with the experience, 
is that we will do a somewhat bigger 
business in meats with self-service 
than we would with service in the 
same store. 

“The second yardstick that we 
have used in determining the success 
of our self-service meat operation 
has been a comparison of gross pro- 
fits. Here is the story on that. For 
all of our stores, both service and 
self-service, our current gross profit 
figure is 19.78%. Our self-service 
markets are running as_ follows: 
22.79%; 22.60%; 23.95%; 22.18%; 
and 15.75%. 

“All of the self-service markets 
are well above the company average 
except one, and we feel that the diffi- 
culty there lies with the manage- 
ment. We have recently changed the 
market manager and are hoping for 
an improvement in the _ situation. 
Parenthetically, it might be said that 
self-service is anything but an answer 
to poor management. 

“The third determiner we have 
used for the success of self-service, 
and I suppose the conclusive one, is 
the final net profit story. In one sen- 
tence, we have found self-service 
meats to be more profitable than 
service meats. 


The Customers Like It 


“Now let’s sum up some of the ad- 
vantages we have experienced in 
self-service meats. First and fore- 
most, the customers like it. They 
tell us they like it primarily because 
they don’t have to wait for service; 
don’t have to stand in line. They also 
like it because they can pick out 
exactly what they want at exactly 
the price they want to pay. 

“When we first went into self- 
service we were worried about the 
customer who wants personalized 
Service, who wants her steaks cut 
2 in. thick, and her roast rolled just 
so. At the end of the first week we 
had found this to be a false worry. 
Instead, we were getting this kind 
of comment, ‘I never could get the 
butcher to cut things just the way 
I wanted, but I didn’t like to refuse 
something he had cut for me. Now 
I don’t have that worry.’ 

“A second advantage of self-serv- 
ice 's that we sell a wider variety of 
iten.s to our customers. There is no 
quetion but what a certain class 
of customers hesitate to ask the 
butcher for cheap cuts of meat. 
We've all had experience with the 
Customer who comes in and buys 
‘thing ‘for the dog.’ This cus- 
tom-r will buy these items much 
freely and in much better 
‘ne from a self-service case. 
The power of display suggestion 
wor:s on high-priced items, too. We 
not entirely certain that self- 
Serv ce meats will attract a large 
er of additional customers to 
tores, but we are sure that we 
‘ell more meat to the customers 
» do come into the store. 
“n operating advantage of self- 
Serv ce is that a given volume of 
Si'ess can probably be done with 
‘©’ meat cutters than under serv- 
ice. A rule of thumb might be that 
one calf as many good meat cutters 
Woull be required. The number of 
Sirls for wrapping would vary some- 
What with the layout and efficiency 


of the department, the type of wrap- 
ping and varieties, and whether or 
not hostess duties were included. 

“As a rule you will need one-and-a- 
half to two times as many girls as 
meat cutters. Thus with two butchers 
three or four girls are needed; with 
three butchers four to six girls, and 
so on. In these days when fewer 
young men are finding the retail 
meat business interesting the re- 
quirement of fewer meat cutters in 
self-service has helped to ease this 
potential problem. 

“Girls are used by many compan- 
ies as hostesses, in some cases full 
time and in others combined with 
wrapping work or other duties. There 
has been considerable discussion of 
this by various operators without too 
much agreement. In all of our stores 
one girl is responsible for keeping 
the cases filled and arranged. She 
also tries to be helpful to the cus- 
tomers. 

“We are anxious, however, that 
our meat manager spend as much 
time as possible in front of the cases 
checking the movement and the gen- 
eral condition of the cases and talk- 
ing with the customers. Even when 
he is busy cutting meat we like to 
have him in view of the customers, 
either doing his work in the back of 
the cases, or handy to customers 
who come to the cutting room door. 
While we offer personal service to 
customers on request, we don’t have 
too much of it because the manager 
out in front knows his customers 
and their wants. 


Meat Manager Won Over 


“Many operators are subject to 
union restrictions on pre-packaged 
meats which we did not experience. 
Our men, however, were apprehen- 
sive and were not unvocal in express- 
ing their pessimism on this new- 
fangled idea. The first manager had 
reasons to be because there were 
many problems to be solved as were 
experienced by the first operator who 
opened a supermarket. With patience 
and trial and error we found many 
of the right answers and the meat 
manager saw the good results. 

“At the present time every meat 
man we have would like to have his 
store converted to self-service, and 
I am sorry that we are not in a posi- 
tion to do so. 

“Naturally, we don’t like every- 
thing about self-service, and here are 
some of the disadvantages as we see 
them. 

“Rating first among these, I ex- 
pect, is the investment in new equip- 
ment required to get into self-service. 
Self-service cases come high, and it 
costs money to set up proper cutting 
and packaging room. 

“I know that many of the better 
operators feel that a good job on 
self-service meats cannot be done 
without some degree of air condition- 
ing—either for the entire store or for 
the meat cutting room. None of our 
stores are air conditioned and our 
cutting rooms are not air conditioned, 
and frankly, we are not able to con- 
template it at the present time. We 
think that good management can 
get by without it. But even without 
air conditioning a self-service setup 
is more expensive than service—par- 
ticularly if you have to scrap a lot 
of still-good service equipment. If it 
weren’t for this factor, I don’t doubt 
that we would have self-service in a 
good many more stores at this time. 


Expenses Disappointing 


“The second disadvantage, or per- 
haps the right word is disappoint- 
ment, that we have experienced in 
self-service lies in the fact that we 
have not been able to reduce our 
expenses. I have heard some opera- 
tors give rather alarming figures on 
supply and labor costs. In our own 
service markets supply costs run 
from a low of a little of % of 1% 
up to a high of 1% of sales. Our 
self-service supply costs run from 
less than 1% in some stores to as 
high as 14%% in stores where the 
management is less careful. 

“Self-service is certainly at a dis- 
advantage on supply costs and it is 
likewise at a disadvantage when you 
figure your rental cost on space and 
equipment. I have already mentioned 
that self-service equipment is more 
costly and self-service also takes 
more space in a store. 

“The biggest factor of all in ex- 
pense is of course the help item. And 
on that our sample is so small that 
I would be afraid to draw any con- 


ay 


6-Ft. Frigidaire Case Is Double Duty 


Prominent display in the 
Frigidaire booth at the 
Super Market Institute 
meeting was given to this 
new 6-ft. model DDL-6X 
double-duty case, special 
features of which are be- 
ing pointed out to C. F. 
Spang (left) by M. C. 
Schenk, manager of 
Frigidaire’s national busi- 
ness sales. 


clusions from it. Our figures so far 
would seem to indicate that we can 
operate a self-service market with 
slightly less help expense than a 
service market, but we have cer- 
tainly not achieved the saving that 
at one time we thought we would. 
Our sales per man hour in most 
stores have been below $15, although 
I have heard many instances of $20 
and more. Bigger volume markets 
seem to have the edge. Perhaps as 
we get more efficient we shall do 
better. 

“Another disadvantage of _self- 
service as we have experienced it is 
that it requires more expert and 
careful supervision and better train- 
ing of store personnel. Poor display 
of over-age merchandise will hurt 
you seriously in a service market, 
but in a self-service market it is 
absolutely ruinous. You have got to 


have the kind of supervision that 
recognizes the importance of attrac- 
tive packaging, careful trimming for 
maximum customer value, and ab- 
solute insistence on turnover for 
freshness. Then this supervision must 
be able to find the kind of personnel 
that can follow through on the job. 
Carelessness has no place in self- 
service meats. 

“Another disadvantage of _ self- 
service is that it does not seem to be 
feasible for the smaller type stores. 

“T can only tell you that at the 
present time our smallest 100% self- 
service market has a volume of only 
$2,000 a week, and it is doing all 
right. However, we would think quite 
a little while before putting a self- 
contained self-service setup in a 
smaller volume store. 

“Six months ago we started some- 
thing that is changing our thinking 


on self-service in small stores. In the 
town of Burlington, Iowa, which is 
our headquarters town, we have nine 
stores. Three of these are good 
volume supermarkets, and the other 
six are neighborhood stores. The mar- 
kets in these small neighborhood 
stores have been burdened with high 
help expense, and the markets in 
most cases have not contributed to 
store profits. 


“We took the service market out 
of one of these stores and installed 
self-service cases—just the cases 
without the cooler or cutting room. 
Then we fixed up a panel truck and 
gave it to the market manager of 
one of our nearby supermarkets 
which has a self-service setup. This 
manager supplies the small store 
with pre-packaged products from 
his big market. 


“There is no on-the-spot meat per- 
sonnel in this small store, but the 
market manager of the supermarket 
visits the small store with his spe- 
cial panel truck at least three times 
daily. Special orders are telephoned 
over to the supermarket and de- 
livered on the next trip. 


Small Store Benefits 


“Here is the result of this experi- 
ment. Meat sales in this small store 
are running better than 10% -ahead 
of their old level; customers are find- 
ing a wider variety of products than 
this store could carry formerly; and 
the market is now helping this store 
to show a profit. We are considering 
setting up a central cutting and 
packaging plant to supply all of our 
smaller markets in Burlington and 
we are even toying with the idea of 
supplying some of our small rural 
stores with self-service meats pack- 
aged in our headquarters plant.” 


“> 
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REG. us. pat OFF 


Line 


"BUILT LIKE A BATTLESHIP” 


ESCO Products have enjoyed the reputation of sturdy “Battleship” 


construction for more than 20 years. 


ESCO Line easier to sell. 


ESCO DELUXE 


BEVERAGE COOLERS 


ESCO Beverage Coolers provide dry 
storage with efficient controlled forced 
air cooling. Real business-builders for 
clubs, cafes, restaurants. . . . 
venient slide-away lids, bar height 


top. 


FARM AND HOME 
FREEZER LINES 


Models from 10 to 40 cubic feet. A size 
for every prospect. Smart styling. . . . 
Rugged construction. . . . Tops in effi- 
ciency. Built-in-Signal and Fast 
Freeze Fan—PLUS 

5 Year Food Warranty 

5 Year Protection Plan 


ESCO SECTIONAL COLD ROOMS 


Three standard Models (or to order 
for special sizes) provide the answer 
for the growing demand for easy-to- 
install, walk-in, cold storage facilities. 
Standard panel sections permit later 
expansion and provide flexibility. 


This built-in quality makes the 


Con- 


MILK COOLER LINES 


The amazing Model “AD” ESCO 
“NI-AG-RA” Line with its smooth 
“Iey-Wall” interior and exclusive pat- 
ented Automatic “Neck-High” Water 
Leveler . . . the finest Milk Cooler 


made. 


The exclusive Model “VD” ESCO 
“Icy-Wall” Line with its perfectly 
smooth “Icy-Wall” liner and _ con- 
trolled ice bank . . . no competition 
in this Line. 


The standard Model “V” ESCO Line 
meets any competition . . . noted for 
its durable “Battleship” construction. 


* * © 


5-Year Protection Plan 


All ESCO Equipment packaged com- 
plete with Sealed Units carry a 
5-year Protection Plan. 


— 


Dealers 


ESCO ICE MAKERS 


The ESCO Ice Maker Line (75 to 
2000 lbs. daily) provides capacities to 
meet the needs of hotels, hospitals, 
country clubs, and restaurants of 
sizes. 
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Operator Predicts: 


In 10 Years Nearly All Supermarkets 
Will Feature Self-Service Meats 


CHICAGO—“Both logical analysis 
and an increasing volume of evidence 
indicate that a decade hence almost 
all supermarkets will feature self- 
service meat,” declared Paul J. 
Cifrino, general manager of Supreme 
Markets, Inc. of Dorchester, Mass., 
to open a session on “How to Install 
and Merchandise Self-Service Meats” 
presented during the annual meeting 
of the Super Market Institute at the 
Stevens hotel here. 

“Some resourceful operators will 
strengthen their position by antici- 
pating this trend. Others, just as 
resourceful, will profit by waiting 
awhile longer until more of the 
technical and other difficulties have 
been worked out, meanwhile capital- 
izing on the service features of their 
present method,” Cifrino said. 


Progress or Mere Change? 


“A theoretical economist viewing 
self-service meat in the broadest pos- 
sible perspective might well ask: 
‘Why the trend to self-service on the 
part of an industry which has al- 
ready developed a very adequate 
method of retailing meat—does this 
trend indicate real progress or 
merely a change of style?’ 

“Well, in the first place, self-serv- 
ice is better for the housewife, al- 
though not all housewives know this 
or would agree. It saves shopping 
time, it affords greater ease, and 
makes possible greater selection not 
only of variety but for the total 
weight and total price involved. Self- 
service is somewhat more sanitary. 
There is also a greater guarantee of 
exact weight and the housewife does 
not pay 75 cents a pound for waxed 
paper. 

“In the second place—we are still 
taking a broad view—self-service 
may eventually reduce the amount of 
investment the economy as a whole 
must make in food stores since self- 
service departments are capable of 
handling greater capacity than serv- 
ice setups. 

“This trend into self-service is 
energized by the operators them- 
selves. Consider the case of high 
level illumination. One merchant 
after another brightened up his store 
and soon nearly all were forced to 


attain the same standard. To be 
sure, brighter stores are better for 
the shopper—yet if high level illumi- 
nation had never been developed, 
probably the same quantity of food 
and other products would have been 
sold each week to the consuming 
public. 

“Eventually, as we all vie to make 
our stores more convenient, nearly 
all meat will be sold on a self-service 
basis and the industry will sell just 
about as much as it would have any- 
way. Certain technical advances such 
as quick freezing have increased the 
consumption of some commodities 
but in those cases there were in- 
volved special factors of seasonal 
production, high perishability, and 
delicate flavor. A self-service steak 
will not broil up any better than one 
purchased in a service meat depart- 
ment,” he emphasized. 

“Any competitive advantage that 
self-service endows will be short- 
lived as the trend grows broader. 
There is even a lurking possibility 
that pre-packaging may be done by 
the packer which would lend itself to 
the type of mass distribution and 
control perfected by the large chains 
and certainly would not favor those 
of us who are smaller and live by 
our flexibility and our wits. 


The Real Question 


“Now everything I have said so 
far is of little value to the operator 
with a practical immediate problem. 
Yes, there is a trend, but there is still 
the question of when to join the cur- 
rent. Self-service (in the long run) 
may reduce the cost of a new store, 
but conversion of existing stores re- 
quires additional investment. 

“The real question for those who 
are undecided might well be, ‘Shall I 
convert in the next six months?’ 
without regard for what the picture 
will be 10 years hence. 

“By way of background, I should 
like to summarize some of the imme- 
diate practical disadvantages and 
advantages of self-service meat as a 
method of operation. 

“While the labor cost and realized 
gross profit will be about the same, 
the cost of wrapping materials will 
increase by about one half of 1%. 


NEW AND 


OUTSTANDING 


in appearance, performance, 
design features and value 


Here is 20 years of air condition- 
ing and refrigeration experience 
combined in a room air condi- 
tioning unit that will stand every. 
comparison test...from appear- 


ance to operating components 


to performance efficiency to de- 


livered price. In style and finish 


it “belongs” in all surroundings. 


Completely Brunner-built. Fac- 
tory field and independent lab- 
oratory tests prove its efficiency. 
Ready for use on delivery after 
simple power and water line 
connections. Operation is com- 
pletely automatic. 


WRITE TODAY FOR 
LITERATURE 


covering all design and construction 
specifications, performance data, in- 
terior assembly illustrations. 
BRUNNER 
MANUFACTURING CO. 
Utica 1, New York, U.S.A. 


MODEL BAC 59 


Completely designed, built 


and guaranteed by 


URS, AG 


eee 


SERVE TOUHSe 


per eck XA- 


A 
WEBER TWINDEX Ore 


“Twice the display in half the floor space” is one of the major claims 

made by Weber for its new double-deck “Twindex Frozel” open case for 

frozen foods and ice cream featured at the Super Market Institute Con- 

vention. Al Serpa (left), Weber regional manager, demonstrates advan- 
tages of lower deck to E. J. Quist. 


“Your organization will be faced 
with a host of new problems requir- 
ing a lot of detail work. A serious 
drain lasting many months will be 
made on the company’s managerial 
talent. 

“You will have to educate your 
customers and you will have to edu- 
cate your employes to accept self- 
service meat. 

“Many technical problems such as 
discoloration and shrinkage are yet 
to be solved. Self-service meat is 
still in the experimental stage. 


Among the Advantages .. . 


“On the other hand, it is easier 
to stimulate the sale of less popular 
items, such as the variety items that 
carry a good profit margin. 

“Operators who stay open evenings 
will find that self-service lends itself 
to a skeleton crew operation. 

“The great burden of the food 
retailer is the week-end rush, the 
principal reason why we will never 
run stores with the efficiency of in- 
dustrial plants. Two thirds of the 
average supermarket’s volume is 
done in the last two days of the 
week. On Friday alone your stores 
probably do as much business as in 
the four days preceding, an over- 
night change in tempo of 400%. 

“In our stores we found that 50% 
of the weekend volume was concen- 
trated into five hours, from 7 to 9 
p.m. on Friday and from 10 to 1 p.m. 
on Saturday—one third of the busi- 
ness in one twelfth of the business 
hours! 


Can Stock Cases Ahead 


“Self-service helps you to fabricate 
and to stock your cases ahead, to 
do some of Friday’s work on Thurs- 
day, Friday night’s work that same 
afternoon, and so on. Displays look 
better and the tempo of shopping is 
accelerated. In effect, your store can 
be turned over more times a day. 
Curiously, self-service meat makes 
people shop faster in other depart- 
ments, too—customers become less 
patient of delays at the _ service 
bakery department or at the check- 
out counter. 

“A self-service meat department 
tends to be a little easier to staff 
and supervise in the slow early days 
of the week, because one man can 
control it readily. 

“However, all these practical con- 
siderations are of minor importance 
compared to the potential effect of 
conversion on total volume—and vol- 
ume will depend on the effect on your 
customers. At the very least you 
want self-service to please all or 
almost entirely all of your customers. 


SHANK 
SEMI-STEEL 
SHUT-OFF 


VALVES 


Highest grade non- 
porous metal—full 
size ports—clean 
cut threads. Back 
seated stom. Shank 
design base—per- 
fect alignment. 
Long tife packing 
| ring. 


See your jobber or 
write for prices. 


CYRUS SHANK CO. 


631 W. JACKSON BLVD., CHICAGO 6, ILL. 
"seme 


In addition, you hope that it will 
attract additional trade. 

“Generally, self-service meat is 
preferred by shoppers after they 
have become accustomed to it. How- 
ever, not everybody gets accustomed 
immediately, and I propose this as 
the critical problem: To hold all 
present trade while people are learn- 
ing the advantages the new system 
has in store for them. 

“Consider first the volume ratio be- 
tween departments. Are the other 
departments attractive enough to 
keep people coming until they are 
sold? A store whose major strength 
is in the meat department will be 
on a dangerous ground. By way of 
reference, I am informed of the fol- 
lowing breakdown for large chain 
markets: Groceries, 60% of total vol- 
ume; meat and fish, 25%; produce, 
13%; bakery, 2%. Successful supers 
that concentrate more on perishables 
would probably show a grocery figure 
of about 45% to 50% and a meat 
and produce figure correspondingly 
higher. These ratios may be taken 
as a yardstick of a healthy store. 

“There might be some community 
characteristics that would make in- 
troduction difficult. Consider the task 
in a locality where many of the resi- 
dents can not read English. The 
more old fashioned and conservative 
type of neighborhood will also be 
harder to sell, but if people keep 
coming to your store, self-service 
meat will sell itself. 


“It is certainly good to know ahesq 
of time whether self-service is imm>- 
diately acceptable in your com. 
munity. The easiest way to find this 
out is to let somebody else try + 
first. The operator who is losing bu::. 
ness to a self-service store probak'., 
has his decision already made ¢ ~ 
him. 

- “A store in a remote location, sz 
on a boulevard away from a shoppi: » 
center, is more vulnerable to t) 
problem of delayed acceptance. 

“Self-service may be contemplat 
as part of an over-all remodeli 
to liven up the unit. This is c« 
tainly sensible since no one tod 
wants to invest money in new serv: 
cases. The remodeled operation, ho 
ever, should provide for a complet: y 
well-balanced store. 
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Permits Greater Volume 


“The very successful mercha 
whose present store is too small f + 
his volume has much to gain sin. : 
self-service will give him an j 
creased capacity and his past reco: 
is guarantee enough that his cu.. 
tomers will keep coming. On the 
other hand, the merchant with 5; 
good record in other departments bu: 
a poor meat operation will find self- 
service only an aggravation of his 
problem. Such an operator would be 
better advised to straighten out his 
meat department first. You don’t 
want a meat department that’s too 
good or too poor. 

“There does not appear any vol- 
ume that is too great for self-service, 
although above a certain level a 
packaging machine is necessary to 
keep cases filled at peak periods. The 
figure of $3,000 a week has been 
publicized as the minimum. Certainly 
a volume near this figure would indi- 
cate a cautious approach, yet there 
are some operators who have been 
successful with an even smaller vol- 
ume. 

“ ‘Gradual’ or ‘partial’ installations 
are losing favor. If you envisage two 
more or less complete setups in one 
store, one for each method, you will 
probably find that employes and cus- 


er 


~ 


tomers alike favor the _ service 
counter. Old habits are hard to 
break. 


“A self-service cold meat setup is 
often used as.a ‘feeler.’ This ap- 
proach is of limited value, as lunch- 
eon meats are probably considered 
by customers in the same class as 
sliced cheeses and have already been 
accepted on a_ self-service basis. 
Furthermore, sliced meats tend to 
lose some of their appeal when pack- 
aged. This item would seem a poor 
guide.” 


DOUGH RETARDING CABINETS 


"P-H'' Slo-Dough Cabinets permit 
larger batch mixes, save night work 
eliminate left-overs, reduce cost o 
filling special orders. Available in 
4, 6, 8 door models. 


at minimum cost — 100% porcelain exteriors for longe: |’ 
these new "'P-H'' Coolers are available in 6', 8° 
sizes — self contained or remote control. 


UFFER- HUBBARD 


MANUFACTURING 
Grand Haven, Mich. 


, MANUFACTURERS OF REACH-IN CABINETS, DAIRY-DELICATESSEN CASES, BEVE 
AGE COOLERS, DOUGH RETARDERS, FLORIST CABINETS AND WALK-IN COOL 4 
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Famous P-H Reacu-In-CABINETS 


CHOICE OF 50 MODELS 


With the addition of 25 new models with stain‘ess 
steel exteriors and all porcelain interiors, the famous 
"P-H" Reach-In Cabinets are now available in the 
widest selection of models on the market today. “uilt 
of the finest quality materials with electric weided 
steel frames and patented "P-H" Grad-U-Matic Air 
Conditioning, they are available in solid or Thermop2ne 
Triple Glass doors. Choice of self-contained or remote 
control models — with, or without, Ice Maker coils. 


BEVERAGE 
COOLERS 


Equipped with Roll-° a¥ 
‘ doors for faster service — advances’ ©n- 
gineering features for correct temperature co” ° 


‘ 
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COMPANY 
Established 1898 
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ls Public Souring on Self-Service Meat? 


Survey Shows More Efficiency Is Needed 


“HICAGO—“The advantages of 
se'{-service meats are self-evident, 
pu: a good idea in itself is no guar- 
ar ce of success. An alarming per- 
ce tage of consumers questioned in 
a survey—62%—actually disliked 
se. -service meats,” asserted James 
Cooke, general manager of the Penn 
F:.it Co. of Philadelphia, in a talk 
‘tled “How to Merchandise Self- 
Se vice Meats to Your Customers” 
pr sented before the recent annual 
meting of the Super Market Insti- 
tuce here. 

‘he novelty of self-service meats 
wearing off apparently, and it is 
_essary to maintain high standards 
quality and merchandising 
-thods, indicated Cooke. 
‘Today in self-service meats we 
can no longer depend on the effec- 
tiveness of the self-service method 
alone. We must improve its efficiency. 
The self-service method is not a 
passing fad, yet its challenges must 
be met if we are to avoid a serious 
(even if temporary) set-back result- 
ing from consumer disillusionment,” 
he declared. 


31% Preferred It 


In a survey of consumers made re- 
cently by a research firm for Penn 
Fruit, only 31% were found to prefer 
self-service meats, Cooke revealed. 
Besides the 62% who disliked self- 
service, there were 7% who were in- 
different. The reasons given for dis- 
liking self-service, Cooke said, could 
be grouped into these three catagor- 
ies: 

1. Merchandise not fresh, or not 
appearing fresh. 

2. Excessive waste, both apparent 
and coneealed. 

3. Complaints on cuts—such as 
types, thickness, size, count, etc. 

“It’s hard to reconcile the surging 
progress and vitality of self-service 
meats with these findings. Where’s 
the gimmick? Apparently, packaged 
meats—like packaged produce—can 
be a delayed action bomb. Thrilled 
with the shopping speed and other 
advantages of this new-found won- 
der, the customer brushed aside the 
disappointments with self-service 
meats for awhile. When this narcotic 
effect wore off, many disenchanted 
customers returned to the service 
store. 

“Women like to save time, but 
more important, they want to please 
their husbands. They’d rather wait 
an hour to get a good product. 


‘Acquired a Bad Qdor’ 


“Apparently packaged meats have 
acquired a bad odor with some cus- 
tomers, in more ways than one. 
While there is no inherent defect in 
the self-service meat principle that 
makes this inevitable, something 
should still be done about it. All self- 
service meat operators are in the 
same boat. 

“At this stage of the game I be- 
lieve all of us are affected by the 
actions of the individual. The good 
operator can be hurt by the actions 
of the careless merchant. All pack- 
age meats are becoming suspect, re- 
gardless of where they are sold. In 
self-service meats we have an indus- 
try obligation to do a good job. 

“It would be a dangerous mistake 
to assume these consumer reactions 
are mere prejudice or the natural 
resistance to change. More likely, 
they are the natural reaction to dis- 
appointment. With the possible ex- 
cep':on of older people and extremely 
exa: ting people, most customers will 
self-service a fair trial. I am, 
of course, taking for granted proper 
duction and presentation. 
+n examination of these funda- 
mer. al objections to self-service in 
its sresent development is probably 
est guide to merchandising self- 
se meats. 


The Biggest Complaint 


“Let us start with the biggest com- 
Plaint—the doubtful freshness of 
Paciaged meats. Even the most 
Casu.l observer will have to admit 
fresiness and bloom have taken a 
terri ic shellacking in many self- 
Serv -e markets. Several factors have 
©ont ibuted to this. 

“First, there is an inherent conflict 
bet. ‘en economy of production and 
maintaining bloom. To utilize man- 
PoWcr best, it is necessary to cut 
further in advance than is required 
1 Service. There is also the addi- 
tiona! processes of traying, weighing, 
and wrapping. This not only takes 


BORG 


time (pushing preparation still fur- 
ther in advance) but it also increases 
the period that meats are exposed at 
higher than optimum temperature. 

“How can these problems be over- 
come? First of all, I believe we have 
all been too pre-occupied with the 
costs of production. We have com- 
pared the costs of a new development 
where production methods are still 
experimental, with the costs of es- 
tablished service departments. It 
seems unsound to do this until some 
of the bugs are out of the production 
problem and some definite principles 
established. 


Compromises With Quality 


“In retrospect I believe these pre- 
occupations with costs of production 
have resulted in compromises in 
freshness, trimming, and package 
appearance. Advance cutting can be 
overdone. In self-service we are cut- 
ting further in advance than we 
would have dreamed of doing in 
service. More discrimination will have 
to be used as to what types of meat 
and cuts can be prepared in advance. 
Moisture-laden red meats present a 
different problem in packaging than 
the drier white meats or smoked 
meats. 

“Freshness and bloom have suf- 
fered also from the overlong expo- 
sure out of refrigeration during and 
awaiting processing. We are trying 
to overcome this problem by reduc- 
ing to a minimum the amount of ex- 
posed merchandise under process- 
ing—even if production is somewhat 
inconvenienced or impaired. We are 
doing whatever we can with back- 
room temperatures consistent with 
personnel considerations. 

“Another factor that has reflected 
on the impression of freshness is the 
bedraggled and cloudy appearance 
of the package caused by condensa- 
tion. The place where packages are 
held has an important bearing on 
this problem. Our regular meat 
coolers have a natural and desirable 
high humidity because of the many 
exposed meat surfaces. 


Humidity Raises Hob 


“This humidity which is helpful in 
avoiding shrink in unpackaged meats, 
raises hob with the cellophane and 
cardboard of the packaged meat. 
Therefore, separate refrigerated hold- 
ing places that are very dry appear 
desirable for storing packages await- 
ing sale. Speedy transfer from hold- 
ing boxes to cases is also helpful. 

“The general appearance of fresh- 
ness and bloom of packaged meats 
has not been enhanced by the exces- 
sive handling, mauling, rooting, tear- 
ing, and smearing they receive at 
the hands of the employe and the 
customer in self-service. The handl- 
ing in service departments is gentle 
by comparison. Remember that the 
human hand is at a temperature of 
98° and is covered with bacteria. 

“Basically the number of handlings 
should be reduced in the production 
process. Frequent servicing of the 
case and keeping the merchandise 
low is very important. Keep the num- 
ber of packages at a minimum. The 
mauling is reduced and better refrig- 
eration is also attained. 

“Incidentally, speaking of refrig- 
eration in cases—air turbulence is a 
factor that must be watched. A fan 
blowing against the case can scoop 
out the refrigeration. Air condition- 
ing is almost a must. 


Coding Not Dependable 


“Coding systems have not kept 
their promise of being dependable as 
the guardians of freshness. Up to 
now many of us have coded merchan- 
dise and let it go at that. Yet a five 
day old liver package doesn’t smell 


any more fragrant than uncoded | 


merchandise packaged the same 
length of time. The ‘boys’ must be 
specifically told when merchandise 
becomes past date. The gross-con- 
scious market men generally are 
awfully slow on the ‘heave he.’ 

“In delicatessen departments we 
have achieved some success with a 


‘Reduced for Quick Sale’ section, 
selling wholesale but past date 
smoked meats, luncheon’ meats, 


salads, etc., at 25% off—up to a de- 
finite disposal date. Fresh meats, of 
course, are a different proposition. 
“It is essential to have an experi- 
enced man with authority to police 
the cases. This job requires too much 
experience and judgment to have it 
relegated to an inexperienced clerk. 


a— 


Rotation must be checked, merchan- 
dise removed for re-processing, re- 
duction, disposal, or re-wrapping. 

“Appearance can often be_ re- 
stored merely by changing cello- 
phane. We are all complaining about 
the costs of rewraps, but we should 
probably do a lot more of it than we 
do now until such a time as tech- 
niques and film improvements make 
it unnecessary. When we do rewrap, 
however, the original packaging date 
should continue to govern the pack- 
age’s life. 

“Fundamentally, we must insitll in 
our personnel more respect for meats. 
Our people must be sold on the cri- 
tical need for freshness and not hesi- 
tate to trim and reface a rib or end 
of pork of dobutful vintage. 

“An interesting sidelight on ground 
meat was revealed by the survey. 
Sixty-four per cent of the self-serv- 
ice shoppers objected to buying this 
merchandise already packaged. The 
reasons ranged from unfreshness to 
excess fat. Generally, there were 
grave suspicions of the contents. 

“This is but another illustration of 
the need for shoring up the sagging 
confidence in_ self-service meats. 
However, Milady Homemaker will be 
more impressed from here on in with 
performance than fancy advertising 
copy purring with reassurances. 

“In building confidence in freshness, 
a superficial but important factor is 
to assure customers that the meat is 
cut and packaged on the premises. 


E. L. Stultz (r.), president of Viking, shows a visitor at the Super Market 
Institute meeting features of the new V-10 double-duty open vegetable 
case. Redesigned triple-deck dairy case, Model V-9, is shown at left. 


A surprising number of customers 
do not know this. 

“Returning again to the findings 
of our survey, the second biggest 
objection to self-service meats was 
the waste factor. In service meat de- 
partment a great deal of trimming 
takes place after the sale is made 
—suéh as trimming away excess fat, 
knocking off a bone, etc. Obviously 
this is not generally possible in self- 
service. 

“Still, when the merchandise 
reaches home it does not compare as 
favorably in trim with the service 
product which received that extra 
trimming and preparation after the 
sale was made. 

“Pre-packaging is suspect and must 


bend over backwards to restore and 
create confidence. One of these days 
the self-service meat merchant must 
face this trimming problem. At that 
time an educational job will be ne- 
cessary to explain price differences 
that are unavoidable. 


“Honesty is as important, if not 
more important, than the beauty of 
a package. Customers resent even 
normal, expected waste when it is 
hidden behind cardboard, trays, 
parchment—or concealed by shing]l- 
ing. A flat package of chops requires 
more trays, cellophane, and other 
supplies and doesn’t look as well as 
a tray of shingled chops. In the long 
run, however, the honest package of 
maximum visibility is preferable.” 
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MODEL $C255 ILLUSTRATED. 
SELF-CONTAINED AND REMOTE 
MODELS—17, 25/2, 34, 421/. CASES. 


* No moving parts 


— cuts operating cost 
— increases life of unit 


Horee a sales 


COOLING BY HOLDOVER PLATES 


— absorbs shock warm load 
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Coolers 


Several fine Distributors’ 
Territories Open. 
WRITE FOR FULL DETAILS. 
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*THE COLBAR DRY BEVERAGE 
COOLER IS ADAPTABLE TO 
ANY STANDARD COMPRESSOR 


Opportunity 


thats hard to beat 


* All steel construction 
* Provides stored refrigeration 
* Stainless steel trim, lids 


— reloading one compartment 
does not affect temperature 
in other compartments 


“COLBAR, 


* Infra-red baked-on enamel 


* Sheet cork insulation 


1070 W. THIRD AVE. 
COLUMBUS ‘12, OHIO 
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3, Se ‘Specify iC Tae 


One of a series from 


DAVISON PA 100 
refrigeration grade — 
“ SILICA GEL 


Pr cnancto wine 
DAVISON'S 
in factory-charged Qian oH 
dryers bearing 
this label or in bulk for refilfing 


PA 100 is your guarantee of all- 
around, superior performance 


SEE YOUR JOBBER 


MOTOR-BASE 
ADAPTERS 


These adapters 
make that mo- 
tor fit any base 
without drilling 
or = filing. 


is no charge. 


Vg to Y3 hp.—101-D 
Yo to 1 hp.—102-C 
No 1 to 3 hp.—103-C 


“blind spots.” Universal in position. 


SERVICEMEN SEE YOUR JOBBER 
Motor Adapter Corporation EEE 


Rigid insulation is largely applied 
| to flat surfaces: such as, ducts, fans, 
| and casings. 

A layer of hot asphalt is applied 


; 4730 JOY ROAD 
DETROIT 4, MICHIGAN 


4 — RIGID INSULATION SLAB Y 
, 


; *-——~ sneet METAL ————y] 
AT DUCT ORCASING 


4 4 4 
ia LAYER OF HOT ASPHALT {Bc 
‘ a 


te Sa an ed oh I Se hs er 


Pressure Gauges 
Dial Thermometers 


%The gauge with the 
Recalibrator 


CODE 


Ask for this New 
Refrigeration Booklet 


~ JAS. P. MARSH CORP. 
DEPT. D., SKOKIE, ILLINOIS 


METAL LATH 4 PLASTER 

Fig. 1 shows a typical application 

of rigid insulation on sheet metal 
duct or casing. 


by James J. LaSalvia 


If readers have any questions or problems concerning the 
application of air conditioning, they are invited to write to Mr. 
LaSalvia, who will be pleased to furnish a complete answer. There 


Heat Insulation and Sound Control-II — 


to the surface, and the rigid insula- 
tion is installed immediately after- 
wards. The asphalt will hold the 
insulation fast to the surface, after 
which metal lath is applied and 
finished with plaster troweled smooth. 
(See Fig.. 1.) 


HAIR FELT 


Hair felt should be applied in 
layers, and joints in layers are to 
be staggered. A layer of moisture- 
proof tar paper should be applied 
over each layer of hair felt and 
securely wrapped with heavy jute 
twine. The layer of tar paper that 
is applied over the outer layer of 
hair felt should be held in place by 
copper wiring. 

All flanges, fittings, and valves 
should be covered with the same 
thickness of material as that on 
adjacent piping. 

Above this, apply a wrapping of 


© 


How Hair Felt Is Applied To Insulate Pipe 


WATER PROOFING COMPOUND 


COPPER WIRE 


JUTE TWINE 


PIPE 


rf 
-— 
>>>>>>> 
7 ----4 
Fs Ly \ 
/ TAR PAPER 
RAIR FELT 


ROSIN SIZED PAPER 


Fig. 2 illustrates how hair felt should be applied to insulate.a pipe. Note tha. 
it is applied in layers with the joints between layers being staggered. 


Typical Application of Molded Cork 


SINGLE PIPE 


PIP& 


_TWo PIPES cLose 
‘TOGETHER 


° TH 


Fig. 3—Molded cork is often employed to insulate piping, fittings, valves, and 
the like. After. application the outer surface is finished with a coat of cork- 
Bs covering paint. Poe 


> 


NOW! 


THE “CPE” tyre 


EVAPORATIVE 
CONDENSER 


In Sizes 


Most— 


BALTIMORE AIRCOIL CO., INC. 
715 W. Pratt St. ¢ Baltimore 1, Md. 


F-12 ¢ NH3 


For Outside 
Installation Only — 


¢Advanced * Efficient * Compact * Accessible * Economical 


Also a complete line of ‘'U''-type (conventional) Evaporative Condensers 


in sizes up to 7125 TR. 


a ‘ 
. c s . « . a ta 
int. $ 
c ; 
a 


40-lb. rosin-sized paper and finally 
finish with an §8-oz. duck jacket 
applied smoothly and sewed on. (See 
Fig. 2.) 


MOLDED CORK 


Molded cork covering is usually 
applied on piping, fittings, valves, 
and pumps, with waterproof cement 
at all joints. All longitudinal joints 
shall be at the top or bottom of 
the pipes. The cork covering shall 
be held in place by copper wiring 
and drawn tight. All open joints be- 
tween covering and pipe shall be 
filled with cork filler. The outer sur- 
face of the covering shall be finished 
with a coating of cork-covering 
paint. (See Fig. 3.) 

Corkboard insulation is usually ap- 
plied to tanks, ducts, fans, and cas- 
ings. An adhesive compound is 
usually applied to the surface to be 
covered. The cork slab is then ap- 
plied and is held in place by copper 
wiring drawn tight or by metal lath. 
Above this several finishes can be 
applied. It can be finished with 
plaster or expansion cement troweled 
smooth, similar to Fig. 1. 


HEAT INSULATION | 


Heat insulation is usually applied 
to all surfaces which carry a medium 
of over 90° F. 


The insulations most used for this 


Air Cell Covering 


AIR CELL 
COVERING 


Fig. 4—Air cell asbestos covering is 

shaped to fit pipe sizes exactly. It 

comes in sections which are held in 
place by metal bands. 


work are “air cell” and the 85% 
magnesia coverings. 
AIR CELL 

Air cell covering is a_ sectional 
asbestos covering and shaped exactly 
to fit sizes of piping. The covering 
is split so that it hinges open and 
applies to the piping. The side and 
end joints are butted tightly. This 
type of covering has a canvas cover- 
ing which has an overlap of about 
4 in. Once applied the 4-in. lap is 
pasted on. Over this covering brass 
bands are applied at about 18 in. 
apart and fastened tight. (See Fig. 
4.) 


85% MAGNESIA 


85% magnesia covering is also a 
sectional covering and is applied 
similarly to the air cell covering. 


(To Be Continued) 
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PRICE REDUCED 
FULLY 
GUARANTEED 


Yo-TON SELF-CONTAINED 
WINDOW-TYPE 


AIR 
CONDITIONERS 


FOR INFORMATION: WRITE, 
WIRE OR CALL NE. 5715. 


$1499°° 


LESS THAN MANUFACTURER'S 
COST IN LOTS OF TWO OR MORE! 


SEIDEL 


WHOLESALE 
DISTRIBUTORS 
2914 WASHINGTON 
ST. LOUIS 3, MO.uue 


5854 S. Kirkwood Avenue 


Send your shaft problems to us! For more than 20 years we have 


been making precision shafts of all types for air conditioning and 
refrigeration compressors. We offer you the experience, the skill and 
the facilities to produce exactly the kind of shaft you need. Send 


blueprints for quotations on any type of shaft you may need. 


MODERN MACHINE WORKS, INC. 


Cudahy, Wisconsin 
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Need a new bag? 


(quoted from page 9 of this book: ) 


You may already know all about many 
of the suggestions in this book—but 
keep on reading! The idea in just one 


paragraph may be worth hundreds of 


extra dollars to you every year. 

No matter how much experience you 
may have had, or how many sales train- 
ing courses you may have taken, you 
can always cash in on new ideas, And 
sometimes your old ideas need jarring 
around once-in-awhile. 

To prove this point, a sales executive 
of our acquaintance enjoys showing to 
intimate friends a clipping of an adver- 
tisement which appeared in a certain 
New York newspaper. It was an adver- 


tisement inserted by a luggage firm, and 


its headline says, so help us: 


“Will your old bag do for 
the week end?” 


“It’s a Great Life’ makes fast reading. The author doesn’t throw ~ 
facts at you; rather, precepts are implanted deftly into the reader’s 
subconscious mind through gay, light-hearted humor and down-to- 
earth realism. He doesn’t preach and he isn’t stuffy. He’s human. 


These 320 laugh-and-fact packed pages are well worth your 


while. Mail the coupon TODAY! 


BOOK DIVISION OF BUSINESS NEWS PUBLISHING CO. 
450 WEST FORT STREET, DETROIT 26, MICHIGAN 


You’re building what looks like a good sales force 
—young men and veterans—who are presumably 
ambitious, confident. 


How long will they stay that way? Do they know 
what selling is all about? 


You probably agree with Mr. Taubeneck—it is a 
great life. But can you infuse your salesmen with a 
real enthusiasm for selling? Can you give. them a 
tangible goal? Most important, can you get them to 
sell, sell, sell and work, work, work when the going 
gets tough? 


Can you re-inspire and re-teach your older “sales- 
men” who have been doing everything BUT sell 
for the past eight years? — 


No doubt you can, if you work hard enough at it. 
But this delightful new book makes that job easy— 
takes a load off your shoulders. 


You already know how to sell—but do they? Have 
you told them how and why and what and where—- 
in detail, patiently? Chances are you haven’t the 
time to do this job properly. Next best thing is to 
give them a copy of “It’s a Great Life.” Let the 
author show them how they can have fun while 
building their personal careers (and your business! ). 


Dozens of books have been written on salesman- 
ship, but they’ve been written by the wrong people. 
Publication of “It’s a Great Life” marks the first 
time that an entertaining writer—who is also a 


A NEW BOOK by GEORGE F. TAUBENECK 
(Author of the best-selling “One Foot in the Door") | 


THAT TELLS IN HUMOROUS FASHION 


salesman himself—has tackled the job of selling 
Salesmanship to salesmen. And he’s done it mag- 
nificently! Pursuing his successful formula which 
has made his “One Foot in the Door” and “The 
Marshal’s Baton” best-sellers in the business-book 
field, Author Taubeneék has illustrated each of his 
major points with humorous anecdotes—thus making 
them easy to remember. 


“Tt’s a Great Life” is not only breezy and humor- 
ous, but it has been written with painstaking sim- 
plicity. All its original ideas are “spelled out” 
carefully in “man in the street” language. 


Give each of your salesmen copies of “It’s a Great 
Life” to read and to own—and watch the improve- 
ment in his whole outlook on life. Tell your friends 
about it. Read it yourself. It will give you confi- 
dence in the possibilities of your business (and 
maybe you'll find a few new ideas in it which will 
help you run your business better). 


Every sales manager, every dealer and distributor, 
and every manager or owner of a business enterprise 
should see to it that every one of his employes has 
a copy of “It’s a Great Life” for his very own. 
Experienced salesmen will read it for its laughs, and 
perhaps to rejuvenate their own confidence in their 
profession. Neophytes will know, after they’ve read 
it, that their choice of a career has been right. And 
every one who studies it, we feel confident, will pick 
up enough new ideas to repay the original cost 
($2.50) a hundred times over. 


= re — 


Yes 1 I'd like to have a copy 


of “It’s a Great Life’’ 


[] Payment Enclosed [) Please Bill Me 
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Heat Pump Progress 


One Report Provides Data on Actual Operating Costs; 
Another Discusses Factors In Installation Practices 


conditioning systems. 


The articles on these two facing pages are in the nature of 
“progress” reports on phases in the technical and market develop- 
ment of the heat pump in actual application in year-rourd air 


The discussion by Hanson is filled with practical advice on 
actual installation and application problems. 
helpful to all who are, or might be, engaged in installing heat 


It should prove 


By Guy C. Hall, Heating and Air Conditioning Engineer, pump jobs. we : 
Florida Power Corp., St. Petersburg, Fla. The report by Hall is interesting primarily from the standpoint ad , 
In our report to this Conference in 1947 even though the results from quires considerable field engineering that it provides some figures on operating costs taken from ap)! 
in 1947, we submitted such data as_ these installations have been very similar to any other conventional air studies of installations in the field. 7 
we had on 14 installations, all air-to- gratifying, and we have been able to conditioning application, but we feel of 
air units. To these we can now add_ keep every installation on the lines. that most of the mechanical and de-. : pus 
8 additional jobs—6 water-to-air This, in itself, we feel is quite an sign problems have been overcome to and cost of operation. St. Petersburg will have a 150-{>n off 
(Marvair) and 2 air-to-air (Air- accomplishment, as very little sup- the point where the heat pump will From our experience to date, we heat pump installation, and we he »e me’! 
topia). port was available during the year. operate just as carefree and eco- expect to see a noticeable increase designed a 20-ton installation for c..e ere 
This would indicate that not The water-to-air installations are nomically as any conventional type’ in the number of installations in the of the company offices which will : je Ss 
much progress was made in 1948 as_ all using both shallow and deep well unit using gas or oil for a heat near future, and our main problem at well water for its heat source. eyo! 
nents _ water for the heat source, which we source. this time is not equipment design or In our opinion, the heat pump | ess”: 
aak"al’ he teahaunare awn Be have found to operate very satis- The enthusiasm as shown by cus- heat sources, but more manufac- ready for active sounetien” in * : ho“ 
change, Atlanta. factorily due to abundant supply, tomers who have used any make of turers, distributors, and salesmen, southern territory, so let’s stop ta) :- cept 
“~~ quality, and temperature of the water heat pump, convinces us that we are plus effective advertising. We need ing about heat sources and sta:t tito: 
Florida Installations which averages 68° F. on the right track. Some of the jobs manufacturers who will produce as- promoting more sales. The more || __ iny 
We do not believe that the heat that were undersized have to be sembled jobs of 10-ton or larger actual field installations we have, t.c _ aye 
SUMMARY OF RESIDENTIAL AND pump has reached the over-the- changed, and the owners are well for the commercial installations. more experience will be gained for , er: ti 
COMMERCIAL HEAT PUMP counter sales stage, since it still re- satisfied with the operation, capacity, The new Sears Roebuck store in any source of heat. a io 
INSTALLATIONS —a i duci 
No. of Commercial Installations.. 13 Reverse Cycle Heat Pump Installations—Residences sa 
7 a po NR rrr re Valdosta St. Pete St. Pete St. Pete Waycross, Winter Park Redington Dunedin St. Pete whet 
PO Tee COE eT. LTE eTEL Ee a , 
Types of age rmagay= ot . Space Conditioned .................-. 1st Floor 1st Floor 1st Floor ist Floor 1st Floor 2 Floors ist Floor 1st Floor 1st Floor Hig 
Water to Air—Marvair.... 6 (1-st. bldg.) r Or 
aie te AeA: «+ 16 gpace (Cu. Ft.) Conditioned ........ 12,000 15,000 17,000 12,000 13,000 15,000 11,000 15,000 12,000 tial 
No. of Marvair Units Heating Required ................065 20 kw. 20 kw. 25 kw. 18 kw. 23 kw. 29 kw. 18 kw. 20 kw. 18 kw. orde! 
Installed ..........----+- 7 Refrigeration Required (B.t.u.) ...... 60,000 36,000 60,000 60,000 60,000 72,000 36,000 36,000 60,000 air | 
No. of Airtopia Make and Size Installed ............ Airtopia Marvair Airtopia Airtopia Marvair Marvair Marvair Marvair Airtopia be a’ 
is Units Installed ..... os. = (5 ton) (3 ton) (5 ton) (5 ton) (5 ton) (6 ton) (3 ton) (3 ton) (5 ton) desir 
3 No. of ow installations . RE Ee NNO 65k. 6o Fass ee ewes aws Aug. ’47 Aug. ’47 Oct. '47 Sept. ’47 Nov. ’47 May ’48 Nov. ’48 Dec. ’47 Aug. 47 you 
No. of errs a . Compressor(s)—No. ..........eeeeees 1 1 ‘ 1 1 1 1 1 the 1 
installations ............ Compressor(s)—Hp. .........+eeeeee- 5 hp. 3 hp. 5 hp. 5 hp. 5 hp. 6 hp. 3 hp. 3 hp. 5 hp. Wi 
Te Sy Comes... »- GEE, inn eveveviessascavecnine 2 1 2 2 1 1 2 enter 
Approximate Kw. Demand = 135 TEI, coi icsscecccsvsvadens wes. 2hp—itea. % hp. 2hp.—lea. 2 hp—iea. % hp. 1% hp % hp. % hp. 2 hp.—1 ea highe 
Average Revenue per Kw.— NE cee Kbsatiieeeikdeesekens -mamebi a «en siesieuien 1 hp. 1 hp. 1 hp. rn 100° 
Commercial .....-....-. $67.00 — Gonditioned Air—C.f.m. .............. 3,000 1,500 3,000 2,500 2,500 3,000 1,500 1,500 3,000 the ¢ 
Average Re wonme per w— 46.00 Heat Source—Principal .............. Air Water Air ‘ Air Water Water Water Water Air the i 
e Residential OF. te : h : it $46. Heat Source—Supplemental ......... 4 kw. 6 kw. 6 kw. None 4 kw. None 3 kw. 6 kw. 3 kw. cold 
Average Cost/C.F. to heat— Heat Source—C.f.m./G.p.m. .......... 4,000 c.f.m. 9 g.p.m 4,000 c.f.m. 4,000 c.f.m. 15 g.p.m 18 g.p.m 9 g.p.m 9 g.p.m. 4,000 c.f.m If he 
COMEREIOIS os -- 2005+ oo Defrosting—Method .............+++- a Hot gas Hot gas None None None None Hot gas it is 
Average Cost/C.F.toheat— =>” Xwh.—Annual—Total .............. 20,358 11,310 13,689 *19,046 12,326 N.D N.D *2,578 11,354 body 
P sane ee ee snciuded, Wh—Annual—Heat ..............-. 11,760 3,405 N.D. 1,820 10,742 N.D N.D 2,540 3,256 is he 
ee Ns See See. Kwh—Aenenl—Oeel ................ 8,595 7,905 N.D. 17,226 1,584 N.D. N.D. 38 8,098 ideal 
“| Rate Earned per Kwh. .............. 1.5¢ 1.5¢ 1.5¢ 1.5¢ 1.5¢ 1.5¢ 1.5¢ 1.5¢ 1.5¢ heat 
Available from Sh CEE, nnccasexeccssenssesens 5.5 kw 3.75 kw 5.5 kw 5.5 kw. 5 kw. 6.4 kw 3.4 kw 3.4 kw. 5.5 kw Ag 
1/2 to 10 H.P. Revenue—Annual per Kw. ........... $55 $45 N.D. $52 $37 N.D. N.D. $11 $31 venti 
CLEANABLE Cost Tnstalied (Approk,) ........6.45. $3,300 $2,400 $4,000 $3,000 $3,200 $4,100 $2,400 $2,400 $3,750 pum 
DOUBLE-TUBE Cost Maintenance—Annual .......... $100 $35 $45 $15 $150 N.D. $0.00 $35 $60 ping 
COUNTER-FLOW PEIN. Roscirath atin ai Sapaveaarediowans Replaced 5- *Less Replaced 3- *8 Months rangi 
WATER-COOLED ton Airtopia July and ton unit 3-ton unit to 4 
with 3-ton August with 5-ton be replaced 
CONDENSERS Marvair unit, Jan. ’48 with 5 ton 4 me 
Write for literature SeaeTre ae 5 is meee -—— : oa 
L Mi: P hell Reverse Cycle Heat Pump Installations—Commercial when 
C Dn ne nee a ee ee ee is 12( 
._ BLDG. MEE isc05e scene rt cane ciwaisce Kaufman Bell Jewelry & Bennett’s Owen-Cotter General Ruebel & Smith Edgerton & densi! 
PITTSBURGH 22, PA Jewelry Luggage Co. Pharmacy Jewelry Co. Supply Co. Motor Co. Moore An 
—o eee eee RET ECT ene Tee St. Pete, Fla. St. Pete, Fla. St. Pete, Fla. St. Pete, Fla. Valdosta St. Pete, Fla. St. Pete, Fla. cur a 
— eee BOOS CRIGUNIOR BO onc cicccsvevcsscas Jewelry Store Jewelry&Lug. Pharmacy Jewelry Store Refrig. Dealer Automobile Dlr. Men’s Clothing ambie 
pe eee eee ee 1st Fl.,3Story 1st Fl.,4 Story 1st Fl.,4Story ist Fl, 1 Story ist Fl—1 Story ist Fl—1 Story ist Fl.—1 Story appro 
Space (Cu. Ft.) Conditioned ........ 10,000 11,000 15,000 12,000 13,000 41,344 14,000 and 
AS Ww i ¥ T Heating Required ..............000.. 15 kw 15 kw. 20 kw 14 kw. 18 kw. 61 kw. 16 kw. econo 
Refrigeration Required (B.t.u.) ...... 10,000 60,000 90,000 60,000 60,000 180,000 60,000 
Pulleys and Fan Blades Make and Size Installed ............ Airtopia—5T. Airtopia—5T. Airtopia—7% Airtopia—5 T. Airtopia—5 T. Airtopia—15 T. Airtopia—5 T. Affec 
Industrial & Variable Date In Service ...........:cceeceeees July '48 July ’48 June '48 Sept. '46 July ’47 Sept. ’47 Sept. ’46 an 
COMIPTORBOTRIBI—INO. nieces ccceecs 1 1 1 1 1 2 1 in a 
Speed Pulleys Compressor(s)—Hp. .............+... 2 hp. 5 hp. 7% hp. 2 hp. 5 hp. 15 hp.—one 5, __—'5 hp. heads 
Standard equipment with most and one 10 cienci 
refrigeration unit manufacturers. SE. Ska iexereewineteeiesiasdes 2 2 2 2 2 4 2 valve 
Sold By All Better Jobbers ae er ee Ce ere eT re 2 hp.—1 ea 2 hp.—1 ea 3 hp.—1% ea. 2 hp.—1l ea 2 hp.—1 ea. 6 hp. 2 hp.—1 ea. pressc 
DMD ¢icsvddategerecceseeeitaxs <aauguee 4. sues 6  |..§. «ube oo |§#§$ aces oo .§ <u. . .§ SMM. §§ 8 | sieitaiue 
Swift Manufacturing, Ine. | | Conditioned Air—C.f.m. .............. 2,500 2,500 4,500 3,000 3,000 9,000 3,000 rg 
1455 E. Nine Mile Road Heat Source—Principal .............. Air Air Air Air Air Air Air peratt 
Hazel Park, Mich. Heat Source—Supplemental ......... None None None None None None None desigr 
Heat Source—C.f.m./G.p.m. .......... 4,000 c.f.m. 4,000 c.f.m. 6,000 c.f.m 4,000 c.f.m 4,000 c.f.m 12,000 c.f.m 4,000 c.f.m: pad a 
Defrosting—Method ................. Hot gas Hot gas Hot gas Hot gas Hot gas Hot gas Hot gas loweri 
Kwh.—Annual—Total ............... N.D. N.D. ND. 15,500 11,022 28,800 18,900 dense! 
Kwh.—Annual—Heat ................ N.D N.D. N.D. 3,000 4,022 9,600 3,500 Sta 
Kwh.—Annual—Cool ................ N.D N.D. N.D. 12,500 7,000 19,200 15,400 not ac 
: Rate Earned per Kwh............... N.D. N.D. N.D. 2.5¢ 3¢ 3¢ 2.5¢ tions 
a errr ee 5.5 kw 5.5 kw 7.2 kw 5.5 kw 5.5 kw 16 kw 5.5 kw. the = 
‘i Revenue—Annual per Kw. ........... N.D. N.D N.D. $70.00 $60.00 $54.00 $86.00 Pov 
Cost Installed (Approx.) ............. $4,000 $3,600 $4,500 $4,000 $3,500 $10,000 $4,000 things 
Cost Maintenance—Annual Arevecaereava se $15 = $20 $125 $50 $60 $275 $60 uae a 
7 _ : omarion able t 
Reverse Cycle Heat Pump Installations—Company Offices — 
Teer re errr re eee re tre Jesup, Ga. Valdosta, Ga. High Springs, Fla. Winter Park, Fla. St. Pete, Fla. St. Pete, Fla. - > oe 
Suace Occupied G6 2.66... ccccecseeds Office Office Office Customer’s Lounge Div. Office Dispatcher’s Office of hea 
Space Conditioned ................... 1st Fl.—1 Story ist Fl—1 Story 1st Fl.—1 Story 1st Fl.—1 Story ist Fl.—8 St. Bldg. 1 st Fl.—1 Story Beat 
Space (Cu. Ft.) Conditioned ........ 16,000 24,000 12,400 7,500 41,000 11,000 When 
q Heating Required ..............se00 28 kw. 40 kw. 15 kw. 9 kw. 60 kw. 17 kw per tc 
) Refrigeration Required (B.t.u.) ...... 80,000 90,000 60,000 60,000 150,000 50,000 Pony ul 
Make and Size Installed ............ Marvair Airtopia Airtopia Airtopia i i i a 
Yours For The ASKING- (7% ton) (7% ton) (5 ‘on (5 pant en ca conc .d 
It's here—the new 1949 AUTOMATIC Catalog— RN TR DOTTED ao ssc sivcccosnccsvseses Nov. 48 Dec. '46 July 47 Oct. 47 Sept. ’46 : ous] * | 
wee oe ae yd “ald, ity up-to-date ee aoe Dee bhe whee ewewees 1 ‘ 1 1 1 2 ° — ” a r 
and can be kept that way wit 5 eo ge. |: eee rr 7% hp 7% hp. 5 hp. 5 hp. 12% h ell a 
om rive sarviee that you get FREE, when you ee ei bcceSNiaakebebbeneahncens 1 ‘ 2 2 2 7 Pp hp. hors :p 
atal — TTT ee rere ree ° — . — a 
Tt oc hc] | a eee > —— ee Oo 2 hp—t ea, Meth 
on your business tetterhead, or fill out attached cs eee te See ee eee eee OR UCUCCC—~«C eee tsC RIE RNIN aay 
coupon and pin to your letterhead. Export in- Conditioned Air—C.f.m. .............. 3,500 4,500 3,000 3,000 7,500 3,000 W th 
quiries Invited. Send for YOUR copy NOW. Heat Source—Principal .............. Water Air Air Air aa aie m. : 
Automatic Heating & Cooling Supply Heat Source—Supplemental ......... None None None None None None con - 
DW. BA ge mene Bog LLINONS Heat Source—C.f.m./G.p.m,. .......... 15 g.p.m 6,000 c.f.m 4,000 c.f.m 4,000 c.f.m. 10,000 c.f.m 4,000 c.f.m. the <9 
647 W. LAKE STRE Banner es Mallett cell Defrosting—Method ................. None Hot gas Hot gas Hot gas ak ane . = Ps poe lie 
AUTOMATIC HEATING & COOLING SUPPLY || Kwh—Annual—Total ............... N.D 21,654 15,646 12,458 33,400 24,300 and vy; 
rod w. ~y mappa a4 g = ane Kwh.—Annual—Heat ................ N.D. 7,270 4,526 2,984 9,348 6,105 System 
eae ent ee ee . | Kwh.—Annual—Cool ................ N.D. 14,384 11,120 9,474 24,052 18,195 1. 4) 
s emits WEI sévescevse<cesssosccvenssvanedes Rate Earned per Kwh. .............. Not billed Not billed Not billed Not billed Not billed Not. billed t is usaq 
er a ae FEW. COMMONS oi ccc cc cccccscccccencs 7.2 kw. 8 kw. 5.5 kw. 5.5 kw. 13.2 kw. 5.5 kw. ting m 
< vg eeeererer ye Not billed Not billed Not billed Not billed i adva at: 
, iiceesctaaesvincnes Zene..... State....... Al eae e Not billed Not billed vant: 
Cost Installed (Approx.) ............. $3,600 $4,692 $3,600 $3,400 $7,500 $3,540 ‘ quantit 
OD iinevdesasewenssnnnenenies Title ........ ose ! Cost Maintenance—Annual .......... $0.00 $250 $160 $150 $150 $250 BS therero 
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Considerations In Selecting Sources of Heat 
And Other Factors In Heat Pump Installations 


“he theory of the heat pump is 
we! known to everyone, therefore, 
we shall devote this discussion to the 
pasic design, sources of heat, and 
ap jication. 

asic Design. Much leeway in use 
of the fundamentals of the heat 
pu 2p is allowed you. The variations 
off-red are the sources of heat, 
me nod of air handling, and refrig- 
ere 1¢ circuiting. 

“ou have been told the reverse 
cy: 'e or heat pump employs all the 
ess ntials of a refrigeration system, 
ho ever, we must change our con- 
cepis of head pressures, air quan- 
tit'cs, and surface for air condition- 
iny applications. 

“or example, in the usual refrig- 
ervtion system we always strive for 
a iow head pressure which is con- 
ducive to low operating costs. This is 
true with the heat pump when oper- 
ating on the cooling cycle, but not 
when operating on the heating cycle. 


Higher Head Pressures 


On the heating cycle it is essen- 
.tial to keep the head pressure up in 
order to have a temperature lift. The 
air leaving the condenser coil must 
be at a higher temperature than the 
desired room temperature otherwise 
you would be unable to take care of 
the room heat losses. 

We have found that the air should 
enter the room close to 100° slightly 
higher being preferred. Part of this 
100° is psychological on the part of 
the customer. If he is cold and feels 
the incoming air at 80-85°, it feels 
cold as it is below body temperature. 
If he feels 100° air or slightly higher, 
it is warm air because it is above 
body temperature, therefore, the unit 
is heating. We like to believe the 
ideal condensing temperature on the 
heat cycle is 120 to 125° F. 

Again, let us compare the con- 
ventional system with the heat 
pumps. This time we are interested 
in the cooling cycle. Usually we de- 
sign for a condensing temperature 
ranging from 100° to 105° F. If we 
use water as a source of heat and 
also for condensing purposes, keep- 
ing the condensing temperature at 
105° is comparatively simple. But, 
when air is the source of heat and it 
is 120° it is pretty hard to hold con- 
densing temperatures at 105°. 

An economic balance seems to oc- 
cur at a 18 to 20° approach to the 
ambient temperature. To narrow the 
approach increases the air quantity 
and surfaces required beyond the 
economical limits. 


Affects Compressor Design 


An increase in the approach brings 
in a compressor problem. High 
heads, of course, mean lower effi- 
ciencies but more important, short 
valve and bearing life. Many com- 
pressors are not designed for higher 
heads. Of course, when air is used as 
a source of heat and ambient tem- 
peratures are high it would be good 
design to install an evaporator cooler 
pad ahead of the condenser coil thus 
lowering the temperature of the con- 
denser air. 

Standard equipment basically, is 
not adaptable to heat pump applica- 
tions without modification to meet 
the conditions encountered. 

Power input is dependent on two 
things; temperature lift, and heat or 
cold delivered, therefore, it is advis- 
able to use liberal air quantities to 
kee the temperature lift at a mini- 
mw; particularly, over the outside 
air oil when air is used as a source 
of heat. 

Bost results seem to be obtained 
Whe» 1,000 to 1,500 c.f.m. is supplied 
per ton of refrigeration. It is also 
desi able to supply approximately 
500 .f.m. per ton of refrigeration for 
conc tioned air, however, as previ- 
ous! pointed out it is not too practi- 
cal ‘rom a customer standpoint as 
Well as it requires too much fan 
hors :power and larger duct sizes. 


Methods of ‘Switching’ 


_Wth air units the larger outside 
air uantity also helps to maintain a 
Com) aratively frost free coil during 
the -older periods. The methods of 
Swit hing from heating to cooling 
and vice versa boil down to two 
Systems: 

_ 1. Air Switching. The coil always 
'S used for the same purpose permit- 
ting most efficient coil design. Dis- 
adva itage lies in the fact that air 
— ities differ for each circuit, 
herefore, system difficult to balance. 


By A. Hanson, Drayer-Hanson, Inc. 


The dampers are complex and usually 
never tight, thus always permitting 
some leakage. Entire plant is usually 
bulky and cumbersome. 

2. Refrigerant switching. The least 
complex and most positive to control. 
Difficulty lies in the complexity of 
the valves, particularly for automatic 
control. This can be varied to use 
four coils or have dual purpose coils 
or dual circuit coils. 

Sources of Heat: Basically, there 
are two sources of heat—air, earth. 
We are assuming water has the 
earth as its source in each case. 


Air as a Source of Heat 


Let us discuss air as a source of 
heat first. We, at Drayer-Hanson, 
determined we would concentrate on 
air as a heat source first because it 
was universally obtainable; second, 
because it was relatively easy to 
handle; third, because water was 
scarce in our immediate territory; 
and fourth, because air temperatures 
in our immediate territory were al- 
ways above freezing (till January 
of this year). 

From an installation standpoint, 
an air unit is less costly to install 
unless you connect to the city water 
system and waste the water down 
the drain. From an initial cost stand- 
point, the air unit cost is slightly 
more although at the present we 
price both units the same. 

The air unit has one inherent basic 
disadvantage and that is your mini- 
mum capacity occurs simultaneously 
with peak load requirements. An air 
unit should not be used if the outside 
air temperature falls below 30° F. 
for any length of time at all. 

In Los Angeles, design conditions 
have been 35° F. and in the last few 
years many of us have been careless 
and even said 40° was our design. 
Today, we are using 30° F. and for 
outlying sections 25° F. Not only 
were heat pump units short but so 
was everything else. We had four 
days when temperatures were not 
above 35° F. 

However, the simplicity of design 


and operation of the air cooled unit 


makes it the ideal type providing 
design conditions are within its 
operating range. We are not con- 
cerned with high summer ambient 
temperatures as we have developed 
an exceptionally efficient air cooled 
condenser. In addition, an evapora- 
tive cooler pad can be installed ahead 
of the outside air intakes. 

I might add that a common varia- 
tion to the air unit is to install a 
water coil in the outside air stream 
to pre-heat the air with waste water 
during a cold snap. 

The earth as a source of heat has 
two basic paths that can be followed. 
Namely; ground water, and two heat 
exchange direct with the _ earth. 


Ground Water Restrictions 


We'll discuss ground water first. It 
is not safe to use water that is below 
45°. The principal danger of course, 
is freezing of your water chiller. The 
higher the water temperature the 
greater the capacity and coefficient 
of performance. 

Most sections of the United States 
have ground water’ temperature 
above 45°, therefore, it may be gen- 
erally said a water unit could be 
used in these parts. 

If you are using a spring or city 
water supply do not overlook these 
points: 

1. Lowest winter temperature water 
attains. 

2. Nearness to surface of pipe 
lines. 

3. Drop through lines. 

Let me illustrate what I mean. 
Last year a contractor in Oregon de- 
cided he would build up a heat pump 
installation. Everything seemed ideal 
for the job. Ample water from a 
spring at 50° F. and the load worked 
out at 60,000 B.t.u./hr. which is 
about right for a 5 hp. compressor. 
He purchased a Turbo Flow water 
chiller from our local agent. 

The job was installed but it didn’t 
work. They kept freezing the cooler, 
therefore, it was blamed and they 
were ready to throw it out. I happen- 
ed to be in town so I visited the job 
to see if I could discover the trouble. 
The facts given me were: 

50° water from spring 

15 gallons per minute available 
Examination revealed; 

1. Water flow 5 gallons per minute. 

2. Water temperature 39° to 40°. 

The cooler was designed for 15 


gallons per minute—10° drop. They 
had 50° water at the spring ard 20 
g.p.m. flow but the water was 
brought by gravity for at least 600 
yards and a 75 ft. fall through a 
%-in. pipe. The pipe was on top of 
the ground covered with snow. It 
was an impossibility for the job to 
ever work under those conditions. 


Conditions at the Source 


I sight this example to illustrate 
that though the conditions at the 
source appear to be right, there are 
a lot of other things to be considered 
to assure a well balanced plant. 

Recently we had a visitor from 
Iceland wanting a heat pump. He 
arrived during the cold spell and be- 
lieve me, I didn’t want to see a unit 
going to Iceland at that time so I 
used every excuse of why a unit 
couldn’t be used in Iceland, finally 
saying you had to have at least 65° 
water to make it work right in his 
area. I was floored when he said he 
had all the water he wanted at 180° 
within 100 yards from his house. He 
didn’t buy a heat pump but he did 
purchase a Spot Aire unit to give 
him greater heating from his 180° 
water. 

Considerable research is now being 
done with ground coils as a source 
of heat. You have even read about 
successful jobs and may know of 
some yourself. 

Let me point out one thing and a 
word of caution. The U factor varies 
from 0.2 B.t.u./°/sq. ft. to 2.0 
B.t.u./°/sq. ft. For the same work 
you could have from 300 to 3,000 ft. 
of pipe depending upon the type of 
soil. 

Therefore, a careful analysis of 
soil conditions must be made before 
starting construction on the job. 
Sandy soil and damp offers the best 
heat transfer. Dry clay or rocky soil, 
the worst. 

Never install the pipe coil close to 
the surface. Always be below the 
frost line at least 12 in. and in my 
opinion that is too close. Ground coils 
properly applied can be very satis- 
factory, however, they are not fool- 
proof and a great deal of judgment 
and experience is required to attain 
satisfaction. 

The sinking of a well for water is 
so obvious it needs no further dis- 
cussion, but the sinking of a well and 
using a closed circulating system 
does bear investigation. Such an ar- 
rangement has_ been successfully 
used by Muncie Gear Works. In gen- 
eral, the system consists of sinking 
two concentric pipes into the earth 
200 ft. below the water line. Advan- 
tages are closed system, therefore, 

1. Rust can be prevented through 
use of inhibitors thus assuring high 
heat transfer at all times. 

2. No reduction in water table. 

3. No water disposal problem. 

4. The only pumping power re- 
quired is to overcome friction. 

The principal disadvantage is cost. 
The exact depth of the well is un- 
predictable as the requirement is to 


reach water, then go 200 ft. further | 


in order to get sufficient surface. 

' Others have worked with ground 
storage tanks, etc. but they all fail 
to recognize one fact and that is; 
fundamentally, it is a heat transmis- 
sion problem and since it is, it must 
be analyzed from a heat transmission 
standpoint. 


The ‘Heat Root? Concept 


We have been working on the heat 
root, a development of Drayer-Han- 
son, for three years. Up to now, we 
are still not ready to release it. The 
heat root is a circulating system but 
it has a finned surface so that com- 
paratively shallow wells (up to 60 ft. 
in depth) can be used and the soil 
may even be dry. Of course, when 
dry, the rate of transfer is off. Dry 
soil can be taken into account in the 
actual design as it can be readily 
determined from rainfall data. 

It is our opinion the heat root of- 
fers the greatest possibilities for a 
low cost heat source in the colder 
climatic regions. So much for heat 
sources. Let us gather the data al- 
ready given into a unit design for 
application work. 

We are building three and five 
horsepower units in self-contained 
models where air is used as a source 
of heat. Larger equipment is assem- 
bled from parts using as much of 
our standard air conditioning frames 
as possible. It is what we call our 


remote type Airtopia. It is available | 


in 5, 71%, 10, and 15-ton models using 
either air or water as a source of 
heat. . 


How Units are Installed 


The conditioned air erection may 
be installed in one section of the 
building and the heat source units in 
another section. We furnish ll 
valves excepting suction line valves, 
controls for automatic operation in- 
cluding starters, thermostats, and 
switching valve. The only thing left 
to purchase is the compressor, 
“Freon,” and interconnecting piping. 

Where water units are used, the 
condenser and water chiller is furn- 
ished mounted on a single frame. 
We gave up trying to work out a sat- 
isfactory dual purpose single unit. 
The water flow is in series for the 
two units eliminating the need for 
complicated and three-way expansion 
valves. The design of the parts are 
such that the water pressure drop is 
held to a minimum. 

Our control system is designd for 
fully automatic operation in any 
sequence of operation; cooling, heat- 
ing, or ventilation. We do not manu- 
facture a heating unit only. 


‘Balance’ Is Essential 


The application engineer usually 
overlooks one important fact about 
the heat pump. That is, it is essen- 
tially a cooling apparatus containing 
all the essentials for a mechanical 
cooling system. The heat pump can 
only be used where the cooling and 
heating loads are in balance or the 
cooling load is slightly greater than 
the heating load. 

This practically precludes residen- 
tial installations as a source of busi- 
ness unless additional strip heaters 


are added for supplemental heating. 
The average residential heating load 
for the size of house that can afford 
a heat pump is at least 90,000 to 
120,000 B.t.u./hr. 

This is easy to understand when 
we examine the heat load calcula- 
tions. We cool the building from 100° 
to 75° while we heat the building 
from 25° to 75°. Cool 25°, heat 50°— 
twice the difference for heating. In 
a home there is no internal heat load 
to offset this difference. While it is 
true there is some sun effect to con- 
sider it is not great as usually every- 
thing is done to eliminate it. 


Best for Commercial Use 


We do recommend the heat pump 
for industrial and commercial use. In 
comfort cooling wherever the heating 
and cooling loads are in near bal- 
ance and an adequate heat source is 
available the heat pump is ideal and 
offers many sales opportunities for 
the refrigeration and air conditioning 
engineer. 

The one thing we are all overlook- 
ing is the industrial application of 
the heat pump. There are numerous 
applications where heating and cool- 
ing is required simultaneously in in- 
dustry. The principles of the heat 
pump can definitely be used for some, 
if not all, of the heating load. Of 
course, where high temperature lifts 
are required, the heat pump can only 
be used for pre-heating. 

The oil, chemical, and dairy indus- 
tries definitely offer such possibilities. 
Only acceptance of engineers hold 
back such a development. It does 
seem wrong to see a big battery of 
evaporative condensers dissipating 
heat and a short distance away, a big 
steam boiler adding the same heat 
right back into the product. 
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PAT NO. 2, 297,928 


AC omplete Unit for a Complete job 


You're always sure you're getting the very best in efficient, eco- 
nomical packaged air conditioning when you specify Governair— 


the original patented design! 


This complete unit is easy to’ install—requires only simple elec- 
trical, water and duct connections. Built-in Evaporative Con- 
denser keeps water usage down to a minimum. Governair 
engineering assures correct co-ordination and balance of all 
functions. Generously proportioned heat transfer surfaces pro- 
vide maximum performance and economy. 


Choose Governair completely packaged air conditioners and 


you'll always do your best! 


AIR CONDITIONER 


EVAPORATIVE 
CONDENSER 
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What's New 


Display Cabinet Designed 
For Ice Cream-on-a-Stick 


NEW YORK CITY—Designed to 
stimulate consumer “impulse” sales 
especially at such “dry stops’ as 
theaters, gas stations, supermarkets, 
variety stores, and other retail out- 
lets, and ice cream display cabinet 
called the ‘‘Icecreamolator’” has been 
announced by Icecreamolator, 342 
Madison Ave., here. 

The Icecreamolator holds 120 
stick novelties or similar products 
in its Lucite display cases, and an 
additional 30 dozen novelties in its 
storage compartment. 

Design of the cabinet, states the 
manufacturer, exploits modern prin- 
ciples of light, color, and motion to 
attract the attention of store traffic. 


<> 


To give you top quality Shop Re- 
pairs ... all RSI service is TESTED 


for accuracy before being deliv- 


ered to you. This saves you time, 
saves you money, saves you jobs. 
Try this TESTED service today... 
you'll see why it’s “TOPS”. 

Use your letterhead, please 
REFRIGERATION SERVICE, INC 
West Coast Wholesaler since 1928 
109 Beverly Bivd., Los Angeles 4, EX. 3111 


* * * 


Introduction of the unit follows ex- 
tended field testing. 

The cabinet is made of heavy- 
gauge steel with rounded corners 
and white porcelain-type finish. The 
top, surrounding the display case, is 
of stainless steel and the case itself 
is of transparent Lucite. 

Insulation is 4 inches of Fiberglas 
and cork. Hardware is _ heavily 
chrome plated and a lock furnishes 
off-hour protection. 

Refrigeration is supplied by a %- 
hp. G-E sealed condensing unit. 

Distribution through refrigeration 
and fixture dealers is now being con- 
sidered, the management stated. 


New Process Strengthens 
Vibration Eliminator 


PORT JERVIS, N. Y.—A _ newly- 
designed vibration eliminator, incor- 
porating new construction features 
to provide greater strength in a 
lighter weight unit at no increase in 
cost, has been released by the Tech- 
niflex Corp. here. 

Employing a mechanically swedged 
ring to hold the braid to the flexible 
metal hose, the new design eliminates 
the old brazing 
process which in- 
volved tempera- 
tures well in ex- 
cess of 1,000° F. 
and resulted in an- 
nealing of the 
braid and _ subse- 
quent reduction 
of its tensile strength. 

Since braid is the _ principle 
strengthening element in flexible 
metal hose, the new device maintains 
maximum strength and also re- 
moves one of the principle sources 
of failure. 


Failure of the corrugations at the 
ends of the metal hose through crack- 
ing has also been virtually elimi- 
nated by fusing the nipple to the 
hose with silver solder, according to 
the manufacturer. 

The use of this bonding agent as 
a replacement for the brazing opera- 
tion permits the pieces to be fused 
together at lower temperatures and 
also allows for concentration of heat 
only where required. This does not 
have an adverse effect when heat 
is applied at assembly to pipe lines 
since the heat is diffused by the ring 
and braid. 


ie a Ye MAE Bncectaias ’ 


OOLERS 


WINDOW BLOWER MODEL ae? 


2500 TO 10,000 CFM 


____._WINDOW FAN MODEL 


* RECIRCULATING 
PUMP KIT 


TOP EFFICIENCY! Mister, 40 


Each one a cooling beauty perfected 


17 SUPERIOR MODELS! 


to the limit. 


MARKET COVERAGE! Trailers to 


years of air conditioning leadership speaks 
for itself — but here’s PLUS PROOF OF 


SNO-BREZE SUPERIORITY. Just have 


mansions, stores of all types and sizes, of- 
fices, hotels, courts, filling stations, factories, 
ONLY SNO-BREZE can give 


warehouses. 


_by far the non! 


you such complete coverage with a perfect 


model and size for every type installation. 


PALMER MANUFACTURING CORP, @ 


your customer make the “Heart-of-a-cooler” 
test and he TOO will prove SNO-BREZE © 


Write for Sno-Breze literature and ; 
name of closest distributor Dept.N5 1 


PHOENIX, ARIZONA 


Tet OF- a COOLER 
S'unese" 
bs BY FAR THE hy : 


Water Cooling ‘Reserve’ 


BROOKLYN—General Electric 
Supply Co. dealers can now supply 
the new G-E powered Filtrine filter- 
cooler for restaurants as a com- 
pletely packaged unit ready for plug- 
in operation, Filtrine Mfg. Co. here 
announced recently. 

It is claimed that the filter-cooler 
provides “crystal-clear water, free 
of all tastes and odors, even where 
local water systems are _ heavily 
charged with chlorine and other 


. taste-contaminating factors and con- 


tain rust, algae, or any kind of sedi- 
ment.” 

The unit contains an “exclusive, 
superstorage feature” which permits 
accumulation of a low-temperature 
reserve during periods of intermittent 
use. 

The cooler’s reinforced angle-iron 
frame is said to provide rigid anchor- 
age for interior and exterior con- 
struction. The cooler can be equipped 
with a flexible arrangement of bub- 
blers, glass-fillers, or both on one 
or more sides and racks for glasses 
can be mounted at top and sides as 
desired. 

Motor and compressor of the G-E 
condensing unit are anchored on a 
drawn steel base and the entire as- 
sembly mounted on vibration elimi- 
nators. The cooler is equipped with 


Mounts In Slack Period 


a thermostat and expansion valve: 
for automatic operation. 

According to Filtrine, the cooler i: 
available in hand-polished stainless 
steel or Duco finished white or in 
pastel tones to match any color 
scheme. 


Open Case’s Storage Section Has Automatic Lights 


PHILADELPHIA — Fogel Refrig- 
erator Co. here has gone into pro- 
duction on the new Fogel VCO-10- 
DD “Self-Service” display case which 
is claimed to be suitable for vege- 
tables, dairy products, beverages, or 
pre-packaged meats. 

This new addition to the Fogel line 
has a porcelain exterior and adjust- 


able never-rust aluminum display 
shelves, according to the manufac- 
turer. The shelves are perforated to 
permit free circulation of cold air. 
A full-view mirror and concealed 
fluorescent lights are provided. 

The refrigerator’s lower storage 
compartment has 26 cu. ft. capacity 
and three storage doors, each having 
automatic light switches. 

The case is only 60 in. high. The 
top of the case can be used for the 
display of non-refrigerated merchan- 
dise and conforms to the ‘new look” 
in advanced styled fixtures. The en- 
gineering design permits precise ad- 
justment of temperature—so as to 
operate down to 28° F. 

The self-service case is constructed 
on the “‘add-a-section” principle. Plate 
glass ends permit full end-view of 
the display shelves. This new Fogel 
case with ends is 10 ft. long and 
approximately 34 in. deep. A %4-hp. 
condensing unit is recommended by 
the manufacturer. 


Available with 
either two or three — 
drink faucets. 


HERE IS A NEW 
we PROFIT-MAKING | 
‘FIELD FOR YOU 


Now the revolutionary Everfrost Soda Bar is 
ready to bring you an entirely new sales mar- 
ket... with new and greater profits. Designed 
to fit into a wide range of locations, the Soda 
Bar is a small (less than thirty inches square), 
compact, completely self-contained drink dis- 
penser. It is the ideal unit for dispensing up 
to three carbonated or sweet water drinks for 
theatres, schools, cafes, drive-ins, club rooms 
and many other types of installations. The 
growing popularity of the Everfrost Soda Bar 
will make this unit a real profit making addi- 
tion to your line. 


~ 2 oa 


Each drink served from the Everfrost Sode ‘ar 
is perfectly chilled to the correct serving * ‘P- 
erature. The popular Everfrost Refrige: ed 
Carbonator and Water Cooler supplies ‘ge 
quantities of both carbonated and sweet. ‘ef 
which is combined with refrigerated syru  t° 
provide a sparkling, refreshing, cold 
without the need for ice, either in the 
or in the unit. Installation of the Soda § ‘5 
extremely simple; requiring only one 

line, a CO2 gas inlet line, and pluggine 


a convenient electrical outlet. 


Write today for complete information on how you 
° can increase your sales with the Everfrost Soda Bar. 


_ 8701 South Mettler Street + Los Angeles 3, Calif. 
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What's New (Con’t) 


Air Filter’s Self-Sealing 
“dge Prevents By-Passing 


MADISON, Wis.— Research Pro- 
d.cts Corp. here has announced that 
it new “Alumaloy” air filters are 
nw listed by Underwriters’ Labora- 
tc “ies. 

fhe company said the listing in- 
c des Class I on dry filters and Class 
I. on adhesive treated filters. The 
A-umaloy series consists of the “Self- 
sal,’ “E Z Kleen,” and industrial 
fi ers, all of the washable type. 

“The ‘E Z Kleen’ and the industrial 
fi'cers are completely framed in metal, 
while the ‘Self-Seal’ filter is ‘frame- 
less’,” it was pointed out. “Made 
si ightly oversize, this filter fits 


tightly against holding frames with 
a self-sealing edge that effectively 
by-passing 


P ‘events of unfiltered 


Simplex Readies Delivery 
On ‘Col-Temp’ Island Case 


OAKLAND, Calif.—The new “Col- 
Temp” island type self-service case 
for beverages, dairy products, delica- 
tessen and vegetables, being made 
by the Simplex Mfg. Co., 1135 Third 
St. here, is now in production for im- 
mediate delivery. 

The model has been field tested for 
18 months, according to the manufac- 
turer. The case is designed to main- 
tain steady temperatures with high 
humidity. It is equipped with a her- 
metic condensing unit. No plumbing 
connections are necessary. 

List price is $985—ready to plug 
in. The price includes freight allow- 
ance to any point in the U. S. 


Remington Makes Console 
Coolers for Marine Use 


CORTLAND, N. Y.—Two new air 
conditioning units designed especially 
for shipboard use have just been an- 
nounced here by Remington Air Con- 
ditioning Div. of Remington Corp. 

The units, designated as Model 10M 
and Model 12M, are _ console-type 
room air conditioners with normal 
cooling capacities of 12,000 and 15,000 
B.t.u. per hour, respectively, accord- 
ing to the company. 


Banca satiate —— | 


Venco One Man Loader 


eliminates a ‘“‘strong-arm"’ crew. 
One man can pick up and deliver 
anything which can be pushed or 
rolled onto the loading platform. 
Easily installed. Capacity 600 lbs. 
Deluxe model shown above 
$119.75. 


“<ZENCS> VEN CORP. 


2832 Newell - Los Angeles 26 


| easily accessible for service. 
| tinuous tubing coil eliminates return 
| bends. 
| spacers are used for reinforcement. 


Remington console models come 
in 12,000 and 15,000 B.t.u. ca- 
pacities. 


The smaller unit has a 1-hp. com- 
pressor; the larger one is 1%-hp. 
Both units are 38 in. wide, 38 in. 
high, and 201% in. deep, and are sup- 
plied with wood cabinets of ma- 
hogany or blonde avodire. 

In making the announcement, Her- 
bert L. Laube, president of Reming- 
ton, pointed out that the company’s 
engineers have successfully solved 
four problems peculiar to marine ap- 
plications. They were given as: 

“1. Designing the units with means 
for disposal of moisture condensed 
from the conditioned air, despite the 
rolling and pitching action of ships. 

“2. Securing the resiliently mount- 
ed motor and compressor assembly 
so as to withstand this same rolling 
and pitching. 

“3. Supplying water-cooled con- 
densers made of copper-nickel alloys 
resistant to salt water. 

“4, Designing controls to meet cur- 
rent marine practices.” 

The company said large air condi- 
tioning systems have come to be ac- 
cepted for the conditioning of public 
rooms on the larger luxury liners. 

“Equipment suitable for important 
smaller spaces on freighters, tankers, 
large yachts, and similar vessels, 
such as the owner’s suite, the mas- 
ter’s cabin, and the sickbay, have so 
far not been generally available to 
the marine trade,” it was stated. 

“The new units were particularly 
designed to satisfy this deficiency 
and in recognition of shipboard prac- 
tices are being offered for either 115 
or 230 volts d.c., or for alternating 
current of 60 or 50 cycles.” 


Bush Introduces New Line 
_, Of Evaporative Condensers 


HARTFORD, Conn.—A new line 
of evaporative condensers with 5 to 
40-ton capacities has recently been 
introduced by the Bush Mfg. Co. 

Welded steel angle iron and heavy 
steel for the frame and sump pan 
are hot-dipped galvanized after fab- 
rication, according to the manufac- 
turer. Inside surfaces are coated with 
bitumastic compound to prevent cor- 
rosion. 

For easy installation the larger 
units are built in sections that can 
be moved through standard door- 
ways. Access doors are removable for 
servicing and cleaning all parts. 

Standard construction features of 
the new line include fiberglass eli- 
minator sections (in 20 to 40-ton 
units) for the positive removal of 
entrained water droplets to prevent 
corrosion in the fan section. 

Another feature is the use of cen- 
trifugal pumps with integral verti- 
cally mounted motors (in 5 to 15-ton 
units) with inlet at bottom of sump 
to avoid air binding. 

Pump, float valve, and strainer are 
Con- 


Hot-dipped galvanized steel 


Entire coil assembly is tested at 
300 lb. pressure and can be split into 
separate circuits when desired. 

Full information and engineering 
data is contained in a new bulletin 
obtainable from the manufacturer. 


2508M—For Frozen 
Foods and Ice Cream 


60 MODELS and TRADITIONAL SHERER QUALITY—BUILD A BETTER DEALER BUSINESS 


Sherer Model 2508M is another outstanding ex- 
ample of the design advantages that spell out 
E-X-T-R-A S-A-L-E-S and are found in all 60 
Sherer models. Sherer keeps ahead by anticipating 
the needs of users and creating models to fit them 
Sherer Refrigerators are 
attractive to food market operators and display 


most advantageously. 


Line.” 


merchandise effectively to their customers . . . they 
build sales and attract new customers. = 


SHIERER 


=<" = f | 
fa I 


You'll find Sherer Refrigerators easier to sell be- 
cause of their top performance record everywhere 

. a record that earns the title of “Leadership 
You, too, can keep ahead with the Line 
that’s more profitable to sell because it leads in 
styling, quality, economy... 
building for the retailer. 


as well as in sales- 


THE MASTER SERVICE MANUALS - - - 


— — — and other books of the Refrigeration Library are 
depended upon as textbooks in trade schools from coast to coast. 


BUSINESS NEWS PUBLISHING CO., DETROIT 


HENRY 


Still the Gest Guy... 


and First Choice of Contractors and Servicemen 
Because of these Field-Proven Features 


-BALANCED-ACTION 


ANNOUNCING 


THE VALVE 
WITH THE 
BLUE OVAL 
HAND WHEEL 


Vlew BLUE BANTAM 


DIAPHRAGM PACKLESS VALVE 
LOWER in Height and LOWER in Price 


It contains all the field proven advantages such 
as Balanced-Action,two-piece upper stem, four 
laminated diaphragms of dissimilar metals, pos- 
itive spring action, long-life composition seat 
ig disc and easy grip hand 


wheel. 
8 Y, coos Size Range: Y,” through 
ITE 5” O.D. 


Note two-piece upper 
. stem and positive seal be- 

S tween balancing channel 
; and bottom diaphragm 
while valve is in closed 


ed td Dy 
“Wd. Ds Pp 


Valves, Driers, Strainers, Control Devices 
and Accessories for Refrigeration 

and Air Conditioning and 

Industrial Applications. 


CONTROLLING 


FLOW 
San CE Tete 


DIAPHRAGM 
PACKLESS VALVES 


POSITIVE 
OPERATION 


2 
? 


@ A Balanced-Action valve is non-directional. 


@ It cannot stick shut regardless of pressure differential above 


GT eae TTT 


opening action. 


Opening action with 
high pressure above 
valve seat. Note how 
pressure is equalized 
through balancing 
channel resulting in 
easy and positive 


or below seat. 


® Valve will operate even 
if a high vacuum exists 
below the seat and there 
is a high pressure above 
the seat. This condition is 
frequently encountered 
when pumping down or 
evacuating a part of a 
system. 


TWO-PIECE UPPER VALVE STEM 
For Longer Diaphragm Life 


The lower section of the two-piece upper valve 
stem is a non-rotating floating bearing plate 
which minimizes torsional wear and strain on 
diaphragms. 


EASY DIAPHRAGM INSPECTION 
AND REPLACEMENT 


When valve is in full open position, lower stem 
back seats on spring cage. Spring tensioned 
ball check seals off balancing channel with 
valve chamber under line pressure permitting 
access to diaphragms after bonnet is removed. 


Complete Size Range for 4” 
through 1%” 0. D. copper tubing 


SEE YOUR WHOLESALER 


‘1 HENRY VALVE co. 


Melrose Park, Ill. (Chicago Suburb) 
Cable: HEVALCO, MELROSE PARK, ILLINOIS 


} 
u 


WU 


I ne Ie 


Wu 


Two-piece upper 
valve stem has 
non-rotating 
floating bearing 
plate. 


Diaphragms are 
not subject to 
line pressure 
when valve is 
back-seated. 
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Michigan Adds Third Food Storage Bldg. for Mass Preparation of Meal: 


oan bas ES “ Saar 


pré 3e 


The state of Michigan during the past several months has con- 
structed three “food storage buildings,’ the latest at the Lapeer 
(Mich.) State Home & Training School. In two, refrigeration was 
installed by Garlock Sales Co. of Lansing, Mich., distributor for 
Carrier Corp. Interested in this development, Mark Mooney, 
product manager for Carrier, came out to look over the newest 
job. First stop was lunch with Garlock executives and heads of 
the institution. Here are (1. to r.) Charles Pearson, Jr., in charge A most interesting feature at the Lapeer state home is the ma- Interconnected, these three 15-hp. condensing units supply Sholv 
of the institution’s food operations; M. L. Baldwin, Garlock chinery room housing 16 units, including three 15-hp. machines, refrigeration for five low-temperature rooms in the building tensi’ 
engineer; M. L. Garlock, owner of the installing firm; Mooney; four 10 hp., six 5 hp., two 3’s, and one 2 hp. all located in one employed for storage of frozen meats, fruits, and vegetables. The 
E. T. Smith, business executive of the Lapeer home; and R. B. room. With Baldwin, Smith, R. B. Garlock, Mooney, and M. L. These machines are connected to one of the three 15Q6 evapo- produ 
Garlock, who directs the Garlock commercial operations. Garlock here is John Gasca, maintenance man in charge. rative condensers which are located on the roof of the building. The 
vides 
How the state of Michigan has attacked the problem of providing . in me 
adequate and economical refrigerated storage for its large institu- — nana 
P ° P P ° Te ° tion § 
tions has been told in previous issues of Air Conditioning & Refrig- Shelv 
eration News through articles on food storage buildings at the The 
University of Michigan and Michigan State college. The newest such Crosk 
building at the Lapeer State Home & Training School can accommo- cI 
date mass storage of food needed for the preparation of 14,000 he 
meals a day for the 4,200 patients and 1,005 employes. 
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‘ = Water defrost coils such as this 15M7 unit are 

employed in the 0° F. rooms designed for the 

storage of frozen foods. This coil is set to 
supply 2,050 c.f.m. 
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Having been in use only a few days before these pictures were taken, the 
food storage building was by no means filled to capacity, as this view of 
one of the meat coolers indicates. Mooney here has been joined by Larry 
Knutson, assistant to business head of the Lapeer home. Several large ; 
meat refrigerator rooms open directly onto the large meat preparation room. O 


fe) Outside of every refrigerated room at the autom 
O O FIRST FLOOR Lapeer food storage building there is a ther- is als 
ms O O mometer so that the temperature in the room Twe 
can be readily checked. One n 


fe) fe) SECOND FLOOR 


O O 


Extensive use is made throughout the building of Carrier’s circular-type “cold — ree Botl 
diffusers,” nearly 50 of the 15E2 and 15E3 models being employed. There are Total number of refrigerated rooms in the Lapeer institution’s new Neatness of tubing runs marks this large new 1 
four in this particular room which is held at a temperature of 35° F. with building amounts to 23, including those in the basement and on the first installation, as can be observed here. Alto- introd 
an evaporator temperature of 23° F. Round ceiling units give better air and second floors. Circles in the floor layouts denote circular coils. gether, a total of 6,000 ft. of hard copper parley 
distribution with less c.f.m., thus reducing dehydration, Garlock believes. Parts of the building to the right are used for dry storage, etc. tubing was used in the job. was h 
sistant 
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Baldwin goes over the control system for the three evaporative Gasca (right) explains to Baldwin and Mooney To provide full and even air distribution throughout this long room 
condensers on the roof. Solenoid valves controlled by Minneapolis- that because the Lapeer institution is a home and shown partially stacked with potatoes, the Garlock firm added duct- 
Honeywell weatherstats cut the water supply when outdoor tem- training school for epileptics and the feeble-minded, work to the 15Q6 Carrier cold diffuser. Besides the two outlets at 
perature drops to 35° F., letting the condensers operate dry. Bypass he had metal guards built around the connections the end of the duct, there are also two 12 by 12-in. side outlets 
dampers recirculate air when air temperature drops too low. to this “cold diffuser.” fitted with volume dampers to control air delivery. 
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Distributors Hear Crosley Review Plans -- 


(Ccneluded from Page 1, Column 5) 


gortal freezer compartment with an 
insulated plastic door and a separate 
tray for frozen storage and ice 
cures. Additional features include a 
ful-width clear. plastic crisper, 
sheives arranged for flexible storage 
of 2ll types of food, and a newly-styl- 
ed emperature control dial located at 
ey: level. It is powered by Crosley’s 
he: netically-sealed “Electrosaver” 


inwood Smith, manager of refrig- 
erc‘ion, who made the refrigerator 
presentation, pointed out that both 
top and bottom of the freezer com- 
pe:ement consist of refrigerated 
ple es. He said the compartment will 
ho'd in excess of 26 pounds of frozen 
foc ds. 

"t required more than 16 weeks 
to tool many of the parts in the new 
Sholvador and it has been given ex- 
tensive field tests, according to Smith. 
The model is scheduled to go into 
production June 10. 

The EMA-7, Blees claimed, pro- 
vides features “heretofore not offered 
in models priced less than $340.” Its 
announcement followed the introduc- 
tion several weeks ago of a 7-cu. ft. 
Shelvador selling for $199.95. 

The new range line represents 
Crosley’s bid to become “a major 
factor in the electric range business,” 
J. W. Craig, Avco vice president and 
Crosley general manager, told the 
distributors. 

New features of the ranges were 
listed as including large “balanced 
heat” ovens with self-adjusting, heat- 
sealed doors; non-tilting racks with 
safety stop back-rails; high waist 
broilers; and a 10%-in. backguard 
with a built-in fluorescent lamp. 

They are also equipped with three 
surface cooking units and a standard 
deep-well cooker. Four models have 
deep-well cookers that can be con- 
verted to surface units. 


APARTMENT HOUSE MODEL 


Designed especially for apartment 
house installation, one model mea- 
sures 21% in. wide and has three top 
cooking units and an oven. The 
other models are 40 in. in width. 
Large storage compartments are 
provided in six models. 

Features of the four custom models 
include an automatic clock timer 
and a combination oven thermostat 
and oven broiler control switch. Two 
appliance outlets are on the back- 
guard, one of which is automatically 
controlled. An interior oven light 
automatically controlled by the door 
is also included in these models. 

Two models have double ovens. 
One measures 16% in. by 16% in. by 
19 in., the other 16% in. by 10 in. 
by 19 in. 

Like current Crosley ranges, the 
models are equipped with a one-piece 
top and “waterfall” front of porce- 
lain. Oven doors and utility drawers 
have concealed hinges and fit flush 
to the front and sides of the range. 
Another feature is a one-piece, all- 
welded, vitreous enameled frame. 

Suggested retail prices of the new 
ranges are as follows: 


i eee errs $159 .95 
co SEC 189.95 
. 5... SPODOCCLECLEEEe 239.95 
s Seeererr re 269.95 
2 BPREECrerree ree 279.95 
Ce 279.95 
_ & PeerTeererrrere 329.95 


Both the new refrigerator and the 
new range line were dramatically 
introduced on the first day of the 
parley. Presentation of the latter 
was handled by R. K. White, an as- 
sistant general sales manager. 

When the curtains parted for the 

range unveiling, the models were 
lined up across the stage with their 
backs—covered with black cloth as 
was the platform on which they 
resied—to the audience. As _ each 
mocel was announced, it did an auto- 
maiic about face while a spotlight 
Pla:ed on it and a 12-piece orchestra 
let zo a fanfare. At the same time, 
& panel below the unit slid down to 
reveal the model number and price 
in }eon lights. 
_ After the whole line had bowed 
m, a picture of one of the ranges 
Was flashed on the screen, around 
Which was a huge panel covered with 
black cloth. White then listed the 
announced 33 major selling points of 
the line. As he did so, small panels 
in the large panel dropped down, each 
being emblazoned with the feature 
cited. Following White’s presentation, 
Tom Mason, sales promotion man- 
ager, outlined the ways in which 
Crosley will assist distributors and 
dealers in selling the line. 

He described the following new 
factory material: a franchise book; 
& window display; a 17-page visual- 


izer which “builds” the range one 
feature at a time; a rural mailer; 
specification sheets; and a full-line 
folder comprised of all the “spec” 
sheets. 

As an additional aid, Crosley has 
developed an “animated _ range,” 
which was shown to the distributors. 
Six of these have been turned out, 
one for each region. 

As a recorded voice relates fea- 
tures of the range, the feature in 
question automatically goes into ac- 
tion. Surface units rise up and then 
down; oven doors open and close, as 
does the storage drawer. Several fea- 
tures are illuminated by neon lights 
as they are discussed. 

At the close of the presentation, 
Mason announced that Crosley will 
sponsor an “On to Havana” contest on 
the ranges as an added incentive for 
distributor district managers. This 
contest will start June 16 and end 
Sept 30. 

It was explained that district man- 
agers can accumulate points by sell- 
ing a basic package to dealers. Addi- 
tional sales will mean additional 
points. Twenty-four winners and 
their wives will get a five-day trip to 
Havana. 


FREEZER PROGRAM 


In introducing the speaker on 
home freezers—Thoben Elrod, man- 
ager of that product—Blees told the 
distributors that from now on, 
“we’re going to get awful good on 
selling freezers.” 

After reviewing sales figures on 
home freezers, Elrod urged the dis- 
tributors to put the following pro- 
gram into effect: 

1. Assign quotas so as to get in- 
creased dealer coverage. 

2. Sponsor continuous and consist- 
ent dealer training programs. 

3. Use factory displays and make 


These Models Made Bow 


itoring cage toni 
i j 
z 


LEFT: 7-cu. ft. 

Shelvador Model 

EMA 7 retails for 
$239.95 


RIGHT: Range 
model DE 129 
was one of seven 
introduced by 
Crosley. It car- 
ries a suggested 
price of $279.95. 


at 3-Day Meeting 


sized Crosley’s expanding sales 
volume. Craig reported that sales for 
the first half of this fiscal year are 
running 27% ahead of those for the 
corresponding period of last year. 

Blees then discussed Crosley’s plans 
and policies. He said the distributors 
must get out of certain “bad habits” 
that are hurting the business. 

To help correct this _ situation, 
wholesalers will be required to carry 
a 30-day stock based on current 
sales and carry one model of each 
product for every district manager, 
he stated. 

Blees pointed out that Crosley has 
instituted a forecasting system in 
an effort to control inventories and 
thereby prevent overproduction. He 


urged the distributors to give the 
factory better and prompter forecast- 
ing so that the system will be effec- 
tive. 

He also urged that distributors 
review their compensation plans. He 
suggested that quotas be set up for 
district managers and that they be 
paid on this basis plus volume ob- 
tained over quotas, instead of on 
volume alone. 

He added that millions of dollars 
in sales had been lost because dis- 
trict managers make up their minds 
what products will or will not sell 
without ever trying to sell them. All 
Crosley products must be sold, he 
declared. 

Turning to the factory’s responsi- 


bility, Blees acknowledged that dis- 
tributors need longer discounts be- 
cause of the increasing cost of sell- 
ing. But, he stressd, the factory can- 
not compute proper discounts with- 
out accurate and prompt reporting 
from the field. 

This, he said, can be brought 
about only by improved accounting 
systems. He indicated that distrib- 
utor bookkeeping is sadly in need 
of overhauling. 

Other points of Blees’ talk, which 
he himself described as “blunt and 
forthright,” were that distributors 
should “get rid of the confusion of 
many different lines’ and that terri- 
tory should not be packed with 
dealers, but open territories filled in. 


%> 
. ae 


them “live” by putting food in the | 


freezers. 

4. Promote the product by: hiring 
a home economist and have her con- 
duct freezing schools; use freezers 
“in your homes” and offer them at 
cost to wholesale salesmen so they 
can do the same; take a quart of ice 
cream to each Frostmaster owner 
and secure names of prospects from 
her. 

Crosley’s radio and television pro- 
gram was reviewed by Stanley Gla- 
ser. He emphasized that the radio 


business is far from doomed—as © 


some think— and that there is still 
a lot of volume to be had. 


This presentation was followed by | 


one on advertising. Taking part were 
V. C. Havens, an assistant general 
sales manager; A. W. Hobler, chair- 
man of the board of Benton & Bowles, 
Crosley’s agency; and Clarence Gos- 
horn, president of the agency. 

Goshorn’ described the _ extent 
of Crosley’s advertising coverage 
through magazine, home service, and 
farm publications and newspapers, 
radio, and television. 

Havens pointed out that the pro- 
gram provides for both network and 
local TV coverage, including TV 
trailers. He announced that an addi- 
tional $300,000 had just been allo- 
cated to TV advertising for the re- 
mainder of the fiscal year. 

Kerryn King, director of public 
relations for Avco, spoke next. He 


showed examples of the publicity be- | 


ing accorded Crosley and urged dis- 
tributors to take full advantage of 
this means of promoting Crosley 
products. 

Conferees then got an unannounced 
treat. As a film seemed about to 
present Crosley’s TV-network show, 
“Who Said That?’’, the screen was 
raised to reveal master of ceremonies 
Bob Trout and four guests on the 
stage in person. 

The group then proceeded to show 
the audience just how the program 
is conducted on the air. Trout’s guests 
were Ilka Chase, actress and author; 
Earl Wilson, syndicated columnist; 
Milton Caniff, cartoonist; and George 
Allen, the Washington political figure. 

Allen later amused the assembly 
with his stories at a dinner party in 
the Sinton hotel, which followed a 
cocktail party in the same place. 
The first day’s activities wound up 
with a loudly-applauded, two-hour 
floor show. 

This first session was opened by 
welcomes from R. C. Cosgrove, exec- 
utive vice president of Avco, and J. 


W. Craig, Crosley general manager. | 


Cosgrove said he has never known 
a 10-year period ‘when things are 
so much in our favor.” But, he cau- 


tioned, aggressive selling must be . 


the order of the day. He said Cros- 


ley’s goal is to capture 10% of the | 


total volume in each line. 


Both Cosgrove and Craig empha- 


eee = _* 
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Revere DRYSEAL Copper Refrigeration 
Tube is uniformly soft...always easy to bend, 
easy to flare. That’s why DRYSEAL assures 


easy installation! 


The interior of DRYSEAL Tube is kept 
permanently clean and dry with a new 
mechanical end seal. Moreover, that seal has 
the same diameter as the tube, will pass 
through any opening large enough for the 


tube itself. 


DRYSEAL gives you new, more economi- 


y 


.-.a@ trouble-saving 
product by REVERE 


cal standards . . . comes in a bright new pack- 
age to keep it clean and attractive, readily 
identifiable in stock. Sized 4g" to 34” O.D., 


DRYSEAL is packed two 50-foot coils to 


a package. 


Next time you buy refrigeration tube, con- 
tact your REVERE Distributor. He has 
DRYSEAL . 
copper refrigeration tube that assures you top 


. . the pliably soft, easy-to-bend 


quality in every length you buy. DRYSEAL 


always means an easier job for you. 


COPPER AND BRASS INCORPORATED 


Founded by Paul Revere in 1801 


230 Park Avenue, New York 17, New York 


. . . 


Mills: Baltimore, Md.; Chicago, lll.; Detroit, Mich.; 
Los Angeles and Riverside, Calif.; New Bedford, Mass.; 
Rome, N. Y.—Sales Offices in Principal Cities, 


Distributors Everywhere. 
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PATENTS 


Week of February 22 
(Continued) 


2,462,760. PROTECTIVE COATINGS 
FOR FRESH FROZEN MEATS. Harold 
S. Mitchell, Chicago, Lorenz E. Kay, 
Worth, and Andrew S. Hartanov and 
John M. Ramsbottom, Chicago, Il., as- 
signors to Swift & Co., Chicago, Ill, a 
corporation of Illinois. No Drawing. Ap- 
plication Nov. 8, 1944, Serial No. 562,566. 
8 Claims. (Cl. 99—169.) 


1. A coating composition for meat com- 
prising a base medium, a gelatin phase 
distributed throughout the medium, and 
a flour made from a vegetable seed, the 
flour serving as an anti-sticking agent 
and being present in sufficient amount 
to prevent the formation of a tacky mass 
of carbonized gelatin during cooking of 
the meat. 


DESIGNS 


152,772. DESIGN FOR A BEVERAGE 
DISPENSER. Stephen V. Dawson, Evans- 
ton, Ill., assignor to Orange-Crush Co., 
Chicago, Ill., a corporation of Illinois. Ap- 
plication Oct. 27, 1947, Serial No. 142,152. 
Term of patent 14 years (Cl. D2—3.) 


ma 


The ornamental design for a beverage 
dispenser, as shown and described. 


152,778. DESIGN FOR AN AIR 
BLOWER. Wilfred R. Fox. Owosso, 
Mich., assignor to Redmond Co., Inc., 
Owosso, Mich., a corporation of Michigan. 
Application Nov. 21, 1947, Serial No. 
142,718. Term of patent 14 years. (Cl. 
DEé2—4.) 


The ornamental design for an air 
blower, substantially as shown and de- 
scribed. 


AVAILABLE FOR LICENSING 
OR SALE 


Pat. 2,381,651. VALVE MECHANISM. 
Patented Aug. 7, 1945. Four-way valve 
which may be set manually or automa- 
tically is devised for reversing the com- 
pression-evaporation cycle of a refrigerat- 
ing: system. By reversing the cycle, heat 
(usually absorbed by the evaporation of 
the refrigeration within the condenser) is 
expelled as the _ refrigerant is com- 
pressed and condensed within the eva- 
porator. Frost, accumulated on _ the 
evaporator, is melted free and falls off 
in solid form. The manner of freeing the 
evaporator of ice does not raise the tem- 
perature of the refrigerated space so 
that the valve is adapted for use on 
equipment designed for below-freezing 
evaporation. The valve is automatically 
released when the defrosting operation 
is complete. (Owner) Lonnie A. Dickens, 
816 Brookside Ave., Charlotte, N. C., 
Group 35—84. Reg No. 19,086. 


Pat. 2,446,910. CONTROLS AND SYS- 
TEMS FOR DEFROSTING COOLING 
UNITS OF REFRIGERATING MA- 
CHINES. Patented Aug. 10, 1948. A motor- 
operating mechanism for a _ valve, the 
function of which is similar to Patent 
2,381,651 (Reg No. 19,086) in reversing the 
operation of a _ refrigerator condenser 
and evaporator for defrosting purposes. 
A reversing valve is connected to both 
sides of the compressor, and to one end 
of the evaporator and condenser, the 
latter each provided with thermostati- 
cally controlled expansion valve. Move- 
ment of the valve stem is limited by 
tension, and automatically adjusts itself 
so that required pressure is exerted on 
the stem to compensate for any wear on 
the valve seat. A clutch is included in the 
mechanism which slips when proper ten- 
sion is exerted on the stem to break the 
circuit operating the motor in the direc- 
tion last traveled, but when necessary 
leaves the circuit closed to operate the 
motor in the opposite direction. (Owner) 
Lonnie A. Dickens, 816 Brookside Ave., 
Charlotte. N. C. Group 35—84. Reg. No. 
19,088. 


Pat. 2,453,530. FOOD PRESERVING AP- 
PARATUS. Patented Nov. 9, 1948. This 
cabinet is designed to permit food to be 
preserved during many months of the 
year by utilizing the free flow of cold at- 
mospheric air. The air is humidified by 
water in a reservoir inside bottom of 
cabinet. When necessary this action may 
be supplemented by operating a _ con- 
ventional mechanical refrigerating unit 
inside top of cabinet. The water reservoir 
is separated from food compartment by a 
perforated plate. A draft pipe and a vent 
pipe, both communicating with atmos- 
phere and with food compartment, pro- 
ject inwardly through rear of cabinet. Ad- 
justable closures over inner ends of these 
pipes may be thermostatically controlled. 
(Owner) Homer L. Moore, 233 Central 
Ave., S., Hapeville, Ga. Group 35—84. Reg. 
No. 19,093. 


Week of March 1 


2,462,952. SOLAR ACTIVATED DEHU- 
MIDIFIER. Elmer B. Dunkak, Baltimore, 
Md., assignor to The Davision Chemical 
Corp., Baltimore, Md., Application Aug. 
3, 1945, Serial No. 608,767. 5 Claims. (Cl. 
183—4.5.) ; 


1. A device for mounting on a container 
from which moisture is to be excluded 
between a breather opening in the con- 
tainer and the external atmosphere com- 
prising a receptacle having an opening 
communicating with the breather open- 
ing and an opening communicating with 
the external atmosphere, heat reactible 
desiccant material in said receptacle, the 
outer exposed surfaces of said receptacle 
being formed of solar heat absorbing 
material, and an unobstructed duct inter- 
posed between the external atmosphere 
and the opening communicating there- 
with, the length of said duct being at 
least ten times the internal diameter there- 
of to reduce to a minimum the diffusion of 
moisture through stagnant air in the duct. 


2,463,027. REFRIGERATION APPARA- 
TUS ARRANGED FOR PERIODIC DE- 
FROSTING. George Frie, Trenton, N. J., 
assignor to Kramer Trenton Co., Trenton, 
N. J., a corporation of New Jersey. Ap- 
plication March 9, 1945, Serial No. 581,804. 
14 Claims. (Cl. 62—4.) 


1. Apparatus of the character described 
comprising, a compressor, an evaporator, 
means for operating the compressor, 
means for defrosting the evaporator, 
means for registering the operation of 
the compressor, and means controlled by 
the operation of the registering means 
for activating the defrosting means when 
the compressor has been operating for a 
predetermined time. 


2,463,035. REFRIGERATION APPARA- 
TUS. Regis D. Heitchue, Cranford, N. J. 
assignor to Westinghouse Electric Corp., 
East Pittsburgh, Pa., a corporation of 
Pennsylvania. Application Feb. 14, 1944, 
Serial No. 522,247. 11 Claims (Cl. 230—235.) 


1. In apparatus of the character stated, 
a casing, motor-compressor units dis- 
posed vertically within said casing, resi- 
lient means intermediate the’ bottom of 
said unit and the bottom of said casing 
for yieldably supporting said unit and 
cushioning vertical vibration thereof, and 
cushioning means compressible tangen- 
tially of a circle concentric with the axis 
of rotation of the motor of said unit 
and resiliently connecting the upper por- 
tion of said unit to an upper portion of 
said casing for cushioning operational 
lateral vibration of said unit and the 
starting and stopping torque of the motor 
of said unit. 


2,463,104. OPEN-TOP REFRIGERATED 
DISPLAY CASE. George H. Hender, San 
Leandro, Calif. Application May 20, 1947, 
Serial No. 749,127. 5 Claims. (Cl. 62—89.6.) 


he 

1. A refrigeration box comprising an 
insulated bottom and walls and having 
an open top; a plurality of air ducts 
arranged in said box in close relation to 
said walls; means for forcing the air 
along the bottom of the box and into 
said ducts; means for deflecting the air 
emerging from the ducts toward the cen- 
ter of the top of said box; a food con- 
tainer inside of said box; and means 
for cooling the air inside of said box. 


2,463,250. REFRIGERATOR. George E. 
Curtiss, Jr., Penn Wynne, Pa., assignor 
to Philco Corp., Philadelphia, Pa., a cor- 
poration of Pennsylvania. Application 
Nov. 16, 1943, Serial No. 510,547. 7 Claims. 
(Cl. 20—68. ) 


1. In a refrigerator, a cabinet structure 
provided with a refrigerated compartment 
having an open side, a door mounted on 
the cabinet and arranged in the open 
side of said cempartment for sliding 


movement to and from open and closed 
positions, gasket means between said 
door and adjacent portions of the cabi- 
net structure for sealing said compart- 
ment, mechanism operable to move the 
gasket means out of sealing position prior 
to movement of the door toward open 
position, and means actuated by move- 
ment of the door to closed position for 
moving the gasket means into sealing 
position. P 


2,463,283. REFRIGERATOR, INCLUD- 
ING A CABINET PROVIDED WITH A 
SLIDING DOOR. Daniel L. Kaufman and 
Robert E. Fleming, Dayton, Ohio, as- 
signors to General Motors Corp., Dayton, 
Ohio, a corporation of Delaware. Appli- 
cation March 7, 1946, Serial No. 652,494. 
11 Claims. (Cl. 62—89.) 


1. In a refrigerator, a cabinet having 
a plurality of walls forming a chamber, 
said cabinet having an opening in a wall 
thereof providing access to said cham- 
ber, a single door for closing said cham- 
ber access opening, a closed refrigerating 
system associated with said cabinet and 
including an evaporator mounted in said 
chamber for cooling air therein, said eva- 
porator cooperating with walls of said 
chamber to divide the interior thereof 
into a plurality of compartments, means 
for mounting said door on said cabinet 
for sliding movement, said door when 
moved in a direction toward one side of 
said cabinet uncovering that portion of 
said chamber access opening leading to 
one of said compartments and having a 
part thereof cooperating with said eva- 
porator and forming the sole means of 
closing that portion of said chamber ac- 
cess opening leading to another of said 
compartments, and said door when moved 
in a direction toward the other side of 
said cabinet uncovering that portion of 
said chamber access opening leading to 
said another compartment and having a 
part thereof cooperating with said eva- 
porator and forming the sole means of 
closing that portion of said chamber ac- 
cess opening leading to said one of said 
compartments, 


2,463,307. REFRIGERATING APPARA- 
TUS, INCLUDING HYDRAULIC LIFT. 
Stanley G. Price, Bainbridge, N. Y. Ap- 
plication June 24, 1946, Serial No. 679,023. 
4 Claims. (Cl. 62—141.) 


Lg 4 


1. Apparatus for refrigerating perishable 
matter contained in closed receptacles in- 
cluding, a tank adapted to contain cool- 
ing liquid, means for cooling the liquid, 
a lift in said tank adapted to support 
the receptacles, hydraulic means connect- 
ing said tank and lift operable to raise 
the life, a hydraulic pump, an inlet con- 
nection to said pump from said tank, an 
outlet connection from said pump to said 
hydraulic means, means for operating 
said pump, and a discharge connection be- 
tween said hydraulic means and _ said 
tank having a valve therein operable to 
permit said lift to lower by action of 
gravity. 


2,463,323. AIR DISTRIBUTING UNIT. 
Henry R. Sewell, Norwell, and Robert T. 
Palmer, Sharon, Mass., assignors, by 
mesne assignments, to Westinghousé Elec- 
tric Corp., a corporation of Pennsylvania. 


7. An air distributing unit comprising 
a casing, a heat exchanger in said cas- 
ing, means including a valve for supply- 
ing a heat exchange fluid into said ex- 
changer, a solenoid for adjusting said 
valve, means for energizing said solenoid, 
and means including means responsive to 
the temperature of said fluid for caus- 
ing said solenoid when energized to ad- 
just said valve towards open position 
when said fluid is at one temperature 
and for causing said solenoid when ener- 
gized to adjust said valve towards closed 
position when said fluid is at a tempera- 
ture below said one temperature. 


2,463,359. REFRIGERATION. George P. 
Daiger, Canton, Ohio, assignor to The 
Hoover Co., North Canton, Ohio. 


7. Intermittent absorption refrigerating 
apparatus comprising, a generator-ab- 
sorber, a condenser and an evaporator 
connected by conduits to form a closed 
system with the parts normally in open 
communication with each other, said eva- 
porator comprising two independent por- 
tions each having a liquid reservoir con- 
nected in parallel to the conduit leading 
from the condenser, and means for cut- 
ting off communication between the 
liquid reservoir of one of said evaporator 
portions and said generator-absorber re- 
sponsive to the temperature existing in 
said portion. 


(To Be Continued) 


EFFECTIVE with the issue of June 6, 
1949, rates for classified advertising will 
be revised as follows: 


RATES for “Positions Wanted’ $5.00 
per insertion. Limit 50 words. 10¢ per 
word over 50. 


RATES for all other classifications $7.50 
per insertion. Limit 50 words. 15¢ per 
word over 50. 


ADVERTISEMENTS set in usual classi- 
fied style. Box addresses count as five 
words, other addresses by actual word 
count. Please send payment with order. 


POSITIONS WANTED 


AS FIELD service or service manager. 
Prefer Ohio, Northern Indiana or Michi- 
gan territory. Know refrigeration, air 
conditioning and heating. 20 years experi- 
ence in fields. Can do_ engineering. 
Have had some sales experience. BOX 
3189, Air Conditioning & Refrigeration 
News. 


FORMER SOUTHWESTERN district sales 
manager, for leading manufacturer of 
commercial refrigeration desires to rep- 
resent manufacturer who wants volume, 
and new outlets for his product in this 
area. BOX 3192 Air Conditioning & Re- 
frigeration News. 


CONNECTICUT TERRITORY—Do you 
need a district sales representative, field 
sales promotion man, or sales training 
supervisor? I can offer a successful re- 
cord of selling packaged air conditioning, 
commercial and domestic refrigeration. 
Can assume responsibility for the end- 
less detail of an important sales job. 
College graduate, 30, willing to work. 
Top references. Write BOX 3193 Air Con- 
ditioning & Refrigeration News. 


12 ACTIVE YEARS in refrigeration and 
air conditioning field. 4 years as _ in- 
structor, all phases, course layout, lesson 
plans, etc. Desire permanent position 
with reliable firm. Consider factory rep- 
resentative, service manager, educational 
director, or similar position where my 
ability can be utilized. BOX 3194, Air 
Conditioning & Refrigeration News. 


NORTH CAROLINA licensed air condi- 
tioning contractor desires locating with 
sound firm in Florida, Southwest or West 
Coast, trade school graduate, very little 
experience in actual engineering. Desirous 
to learn, willing to work under G.I. Bill 
until proven. Three years sales experi- 
ence related products. BOX 3195, Air 
Conditioning & Refrigeration News.- 


POSITIONS AVAILABLE 


OPPORTUNITY FOR dairy equipment 
salesman calling on refrigeration dealers. 
We need representatives in several terri- 
tories. Agents should have kindred but 
not competitive lines. Product—outstand- 
ing packaged Aerator Milk Cooler for farm 
use. In first letter give references and 
territory now traveling. STAR PUMP 
& COOLER CORP., 1218-24 N. 15th St., 
St. Louis 6, Mo. 


SALES MANAGER: National commercial 
refrigerator company has opening for a 
branch manager in Connecticut office. We 
are seeking an experienced, aggressive, 
hard-hitting man who is looking for a 
future. Write complete details. BOX 3183, 
Air Conditioning & Refrigeration News. 


WANTED: MANAGER for branch office 
on commercial fixtures, store equipment, 
and butchers equipment. No air condi- 
tioning. Must be able to organize sales 
force, have proven record, and be capable 
of complete management. This is an un- 
usually good proposition. Give complete 
past connections and details. Location, 
Iowa. Write BOX 3184, Air Conditioning 
& Refrigeration News. 


EQUIPMENT FOR SALE 


1—YORK AMMONIA, 38 by 3, “three ton,” 
compressor; condenser; trap; ammonia 
tank; gauges; with or without 5 hp. 
Century motor. All used but in excellent 
condition. Priced for quick sale. Make 
us an offer. MICHAEL BENDER, 108 BE. 
Dakota St., Spring Valley, Ill. 


RECORDING THERMOMETERS. Bristol 
electric 7 day remote -30° to plus 70°. 
Brand new. $69.00 each. BIMEL CO. 
Cincinnati, Ohio. 


CLASSIFIED ADVERTISING 


CUBERATORS — PANELECTRIC Mo: e] 
40-CC stainless steel exterior, hermetic: \y 
sealed “F-12"" condensing unit 110V 4. 
in original boxing including insulated «= -. 
receptacle, originally cost $384.00 clos os 
out $150.00 each, $400.00 for th: . 
$1200.00 for twelve. 50% with order ; 


ance SD/BL. FOB. CONTRACT) .; 
ENGINEERS INC., 2802 Leeland, Hous,.;:,. 
Texas. 


BEVERAGE COOLERS — new la: + 
models—6-ft. 2 doors, 8-ft. 3 doors—Wi. 
27”, height 3814”, capacities 20 and . 
cases—Welded steel interior and exte: 

sliding doors metal—4” insulation—Ex  .- 
ior baked enamel. F.O.B. Phila. Pri s 
$175 and $195—valve and tubing comp). 

GENERAL REFRIGERATOR CO., 856 4. 
Broad St., Phila., Pa. St. 7-2240 and 2: |. 


WATER COOLERS—crated—Kelvinat: — 
model K 10—Now is the time to t « 
advantage for these necessities. We h. « 
cut prices for immediate delivery for 
are over stocked—you can’t afford pz -- 
ing up these excellent buys at $139.5 — 
F.0O.B. Phila. GENERAL REFRIGEI .- 
TOR CO., 856 N. Broad St., Phila., ‘, 
St. 7-2240 and 2241. 


FOR SALE 3-HP water cooled, “Fre: 
Copeland machines with 3-HP 3 ph: se 
motors $248.00 each. Model 495 5-):P 
Copeland water cooled ‘Freon’ machi: s 
equipped with 26 Copeland compressors 
and 5-HP 3 phase motors $278.00, il 
F.O.B. Kansas City, Missouri. These 
machines are brand new in original Coj)e- 
land crates and carry the one year factory 
guarantee. 10% deposit required with all 
orders, balance C.0.D. THE NAT CORPo- 
RATION, 2710 McGee, Kansas City, Mis- 
souri. 


ACCURATE AUTOMATIC calculations. 
Schwerin automatic calculating psychro- 
metric chart will instantly determine all 
properties of air (when two are known). 
A must for estimators, engineers, sales- 
men, instructors and students. Complete 
with protective envelope. Send $2.00 
check, Money Order. Dept. C, SCHWERIN 
AIR CONDITIONING CORP., 570 Lexing- 
ton <Ave., New York 22, N. Y. 


® 


SUBJECT TO prior sale: Hermetic Chief- 
tain units: % H.P.—$44.50; % H.P.— 
$44.50. Other well known hermetics: % 
H.P. fan cooled—$52.50; 4% H.P. fan cooled 
—$57.50; %4 H.P. fan cooled heavy duty— 
$59.50; % H.P. fan cooled heavy duty— 
$69.50. Open units—standard makes: 4 
H.P.—$56.00; % H.P.—$64.50; % H.P.— 
$84.50. 1144 H.P. air or water cooled Uni- 
versal Cooler—$199.00; 2 H.P. air or water 
cooled Universal Cooler—$224.00; 3 H.P. 
air or water cooled Universal Cooler— 
$259.00. All above units new and in 
original crates. Air cooled condensers: 
3 row, 1 pass, 13” x 12” x 3”—$3.95; 4 row, 
4 pass, 13” x 11” x 4%” $4.45; 4 row, 2 
pass, 18” x 12” x 41%4”—$6.25. Upright 
receiver tanks, shut off valve, 4” x 11”— 
$2.65. Penn low or high pressure control 
type, 260 Apol—$3.75. Detroit Lubricator 
L. P. control—$4.00. G. E. blower fan 
motor with fan—$4.50. Superior heat ex- 
changer, 13” overall, %” x 5”—$4.75; 
Mueller heat exchanger, 14%” overall, %” 
x 5¢”—$5.00; Marlo heat exchanger, 21” 
overall, %” x 14%”—$7.50. Kramer Trenton 
panel blower complete with heat ex- 
changer, % to % ton—$29.00. Superior 
master drier, 4” flare x 1%” x 51%4”—75¢. 
Weatherhead drier, 4” flare x 14” x 64” 
(lots of 10)—65¢. U. S. ‘‘Freon’’ gauge 
4%” face, 30” vac. 150# or 300# with 
corresponding temp. scale, red warning 
hand, mounting holes—$4.50. Scientific 
dial thermometer, 4%” face, minus 40 to 
plus 120, 5 ft. tube, mounting holes—$4.50. 
kkanco type k.w. 412 cold control com- 
plete—$4.00. WALTER W. STARR, 1207 
George St., Chicago 13, Ill. 


NEW McQUAY air conditioning Lowside 
units complete with housing, blower, 
motor, starter, 4 row DX cooling coils, and 
1 row heating coil. Major sacrifice—over- 
stock; 1 model ST25-2000  c.f.m.—70,040 
B.T.U.—$465. 3 models ST75-6000 c.f.m.— 
207,000 B.T.U. $680. 4 models ST100-8000 
c.f.m.—276,000 B.T.U. $1,090. TALBERT- 
THOMAS CO. 160 E. Grand Ave. Chicago 
11, Ill. 


MISCELLANEOUS 


ATTENTION CONTRACTORS—Dealers— 
Servicemen. Norge sealed units remanu- 
factured and exchanged. Immediate de- 
livery from stock. 1 year guarantee. 
Write for prices and shipping instruc- 
tions. MODERN REFRIGERATION CO., 
INC., 12541 E. McNichols Road, Detroit 5, 
Michigan. 


Subscribe Now 


Receive the greatest trade 


| | 
; | 
Gentlemen: Send the NEWS for one year. | 
[] $5 enclosed [] Bill me [] Bill the company : 
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Conpitioninc & REFRIGERATION News. Published every week. 
Brings you latest news and vital information on household 
refrigeration, commercial refrigeration, air conditioning, 
home freezers; manufacturing, distributing, retailing, servic- 
ing, and contracting. Only $5 per year, 52 issues. 


Fill in coupon and mail today 


AIR CONDITIONING & REFRIGERATION NEWS 
450 West Fort Street, Detroit 25, Michigan 
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Refrigeration Problems 


and their Solution 


by Paul Reed 
For Service and Installation Engineers’ 


frigerants (9) 


HE IDEAL REFRIGERANT 


} perience with methyl chloride 
hac shown that the “ideal” refriger- 
should be oil-miscible, that is, 
ca: .ble of mixing with oil, so as to 
be able to keep the oil moving 
th ough the system and not let it 
lor up in the evaporator, receiver, 
ac umulator, and similar vessels, as 
he | been true with ammonia, carbon 
di xide, and sulphur dioxide. 


Moreover, this “ideal” refrigerant 
should have an evaporator pressure, 
a little above atmospheric at tem- 
peratures within the normal required 
range of from about 0° to 25°; and 
the condensing pressure for tempera- 
tures up to about 125° or 130° 
should be less than 200 p.s.i.g., so 
that the condenser, receiver, liquid 
line, ete., could be of reasonably 
light construction. The 125° to 130° 
temperatures are about what would 
be the maximum air-cooled condenser 
temperatures under normal hot sum- 
mer conditions. 

Ideally, the refrigerant should be 
odorless, but leaks should be easily 
and quickly traced by some visible 
or other similar method, such as the 
“smoke” test used with ammonia and 
sulphur dioxide. 

It was desirable that the freezing 
temperature of the “ideal” refriger- 
ant be quite low, say somewhere 
below -100° F., so that even if it 
were used in an ultra-low tempera- 
ture system, it would not freeze in 
the evaporator. 

Its critical pressure should be 
high—far above the highest probable 
condensing pressure, for refrigerants 
that have low critical pressure have 
high horsepower-per-ton factors— 
such as is true with carbon dioxide. 
Critical temperature should also be 
high, for it goes hand-in-hand with 
high critical pressure. 

For the refrigerant needed for 
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Your Air Cleaning 


Costs take a 


with new 


ALUMALOY 
= Z KLEEN AIR FILTERS 


You'll do a thorough job of air clean- 
ng at a saving—when you switch to 
anew R-P ALUMALOY E Z KLEEN 
\ir Filters! They last indefinitely on 
our unit air conditioners—with sim- 
de cleaning and recharging. 


nd here’s why you get cleaner air 

ith R-P E Z KLEEN: Dirt, dust, 

vot, pollen are literally scrubbed out 
‘! the air by multi-layered expanded 

lumaloy sheets scientifically stag- 
-ored to make thousands of adhesive- 
‘oated, dust-holding baffles. This 
\ nique baffle-pattern sets up a violent 
t\rbulence throughout the complete 
depth, providing highly effective 
‘ pth-loading, higher dust-holding ca- 
| «city, yet low resistance build-up. 


l-ove to your own benefit how R-P 
: LUMALOY E Z KLEEN Air Filters 
pty for themselves in savings! Write 
f.r your copy of new Techni-Data 
seet. 


RSEARCH PRODUCTS CORPORATION 
DEPT. AN - MADISON 10, WISCONSIN , 


(D FILTERS .. . for FINER LIVING 


household and small commercial ap- 
plications, the latent heat of vapori- 
zation and the net refrigeration ef- 
fect should not be too high, other- 
wise, so little would be circulated for 
these small systems that there would 
be trouble in accurately metering the 
liquid through the expansion valve 
or float valve. 

The liquid of this ‘ideal’ refriger- 
ant should have low viscosity so as 
to cut down the pressure drop in the 
liquid line and thus allow smaller 
liquid lines. A low liquid density was 
desirable for the same reason. 

Low viscosity and moderately low 
density of the vapor were also sought 
in the “ideal” refrigerant, so that 
the pressure drop through the con- 
denser, evaporator, and through the 
suction line would be low. 

If the refrigerant were to be used 
in hermetically sealed systems—and 
it was even then becoming evident 
that hermetics were becoming in- 
creasingly desirable, then the vapor 
of the “ideal” refrigerant should have 
low electrical conductivity so as to 
reduce the possibility of electrical 
leakage and short circuiting by the 
refrigerant around the motor wind- 
ings. 


Methyl chloride had pointed out 
the direction, but there was no re- 
frigerant in nature nor known to 
chemists that filled these specifica- 
tions. The physical chemists had to 
build a completely new refrigerant, 
and in fact a completely new gas. 
Their job was to “synthesize” a new 
refrigerant—to take atoms and, like 
building blocks, with them construct 


a new molecule of a hitherto un- | 
known material that would have the | 


characteristics that were needed. 

Such are the wonders of modern 
chemistry that these present-day 
alchemists were able to build a new 
refrigerant that, although it was not 
‘ideal’ did approach the ideal, and 
was a vast improvement over any- 
thing previously known. 

It was called “Freon-12” and was 
the first of the “Freon” family de- 
veloped by Kinetic Chemicals, Inc., 
a subsidiary of du Pont, that was 
later to be added to from time to 
time, as other refrigerants for vari- 
ous special and specific applications 
were needed. 

“Freon-12” and others of the 
“Freon” family will be discussed in 
the next section. 

(To Be Continued) 


Frozen Food Compartment Increases 
Value of Reconditioned Refrigerator 


POMONA, Calif.— A refrigerator 
dealer and service contractor operat- 
ing in this area has found one 
answer to rebuilding traded-in units 
that enhances the value of the used 
refrigerator when it is resold. 

He equips them with a special low 
temperature compartment for frozen 
foods, which compartment is compar- 
able in size to some of the low tem- 
perature sections in 1949 models. 

Cost of this type of a recondition- 
ing job generally is less than $20, 
and the age of the refrigerator used 
is not particularly important (the 
condensing unit must be in good run- 
ning condition, of course). 

Here’s the story on how it was 
done: 

Working with a quite-old 6-cu. ft. 
model, the reconditioner removed the 
old low side float type evaporator 
and installed a new evaporator that 
results in an interior arrangement 
that provides 2 cu. ft. of frozen stor- 
age space and 4 cu. ft. of normal 
storage. Controls are set to maintain 
a temperature of 5° F. in the frozen 
storage section and 38 to 40° in the 
other section. 

The new evaporator for this recon- 


Close Up of Interior 


ditioned model was made by taking 


a sheet of stainless steel to a sheet 
metal shop and having it formed to 
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Electrimatic 


Valves, Driers, Strainers, | 
Charging Lines, Quick Couplers, 
Forged Flare Nuts and Fittings 


Ask Your Wholesaler 


 Electrimatic 


2100 Indione Ave. + Chicago 16, Illinois 


Canada — 2025 Addington Ave., Montreal 


| 


| in the East. 


Old Model With Low Temp. Chest 


the desired shape of the evaporator. 
The edges were lapped and soldered 
at the top left-hand corner. Cost of 
this operation was $6. 

This frame was then wrapped with 
40 feet of %-in. copper tubing, with 
an automatic valve installed on the 
inlet. The valve was placed in the 
center at the rear bottom of the coil 
and is easily accessible. 

The evaporator was then hung 
from the same bolts that held the 
original evaporator by bolting two 
pieces of 14-in. angle iron to the ori- 
ginal bolts and running them cross- 
wise. The new evaporator was then 
bolted to the angle irons. 

An open-type 4%-hp. reciprocating 
compressor maintains the desired 
temperatures with approximately 
25% running time, the reconditioner 
claims. 

A defrosting tray or shelf made 
from a galvanized sheet with a \4-in. 
lip all around and cut to fit the in- 
terior with only 4-in. space on each 
side to allow for the cold air drop, 
maintains reasonably good relative 
humidity conditions 
storage section. 


For defrosting, there is a drain con- | 
nection to the tray to which a short | 


length of hose may be attached. 


Wilson Appoints Clark 


SMYRNA, Del.—Wilson Refrigera- 


| tion, Inc. has announced the appoint- 
|; ment of Russell L. Clark, as a new 


distributor for their Allentown, Pa. 
territory. 
Clark, of Clark Distributing Co., 


| Allentown, was one time sales man- 


ager of one of the largest distributors 
After many years’ 
experience with other appliance dis- 


| tributing companies, he opened his 


own firm in January, 1949. 


Richard Eldridge Buys 
Third Appliance Store 


HILL CITY, Kans.—The Brillhart 
Appliance Store, here, has been pur- 
chased by Richard Eldridge, operator 
of two other Eldridge Electric Co. 
stores in Norton and Lenora, Kansas. 


The store, established in 1939, is 
a Servel dealership, and has won 
several national competitions for 
success in selling Servel gas refrig- 
erators. 

Butane-powered refrigerators are 
strongly featured, although the store 
carries electrical appliances. 

Eldridge, who has managed his 
two stores since August of 1947, has 
spent $7,000 for a new display front 
on the Hill City store. 


Bickford Bros. Distributes 
ABC Washer, lroner Lines 


BUFFALO—lIrving Nadritch, gen- 
eral sales manager for Bickford 
Bros. Co., Buffalo and Rochester ap- 
pliance distributor, announced his 
firm has been appointed exclusive 
distributor for ABC Washers and 
Ironers in both the Buffalo and Ro- 
chester areas. 


Nash-Kelvinator Corp. Will Pay 
35-Cent Dividend on June 30 


DETROIT—Directors of Nash-Kel- 
vinator Corp. have voted a dividend 
of 35 cents per share on outstanding 
capital stock, payable June 30. 


AUTO LITE 


= FOR TEMPERATURE RECORDING 


Model “500” Recordin 


The low-priced Recorder shown 
here is precision-engi ed 
for accuracy. Liquid-fille 
movement is responsive to 
changes throughout the tem- 
perature range. Legible 6” 
chart with wide selection of 
chart ranges between minus 
40°F, and plus 550°F. Choice 
of 24 hr. or 7 day movement. 
Send for catalog showing this 
and many other types of Auto- 
Lite Thermometers, 


Thermometer. Priced THE ELECTRIC AUTO-LITE COMPANY 


INSTRUMENT AND GAUGE DIVISION, DEPT. A-5 


from $37.50. 


NEW YORK 


TOLEDO 1, OHIO 
* CHICAGO + SARNIA, ONTARIO 


in the normal 


- REFRIGERATOR SHELVES 


ST INGS 


FORMED AND WELDED PRODUCTS 


WALL WIRE PRODUCTS COMPANY Plymovth,Michigan 


When it comes to Refrigerator Shelves 


»+» Think of WALL. 
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FHA Rules Only Central System Eligible - - 


(Concluded from Page 1, Column 4) 


financing presented to the national 
office by Steffey. Frentz’ reply fol- 
lows: 

“Dear Sir: 

“We have your letter of Feb. 23, 
1949, inquiring whether ‘Yorkaire’ 
air conditioning units as shown in 
the illustrated folders which you en- 
closed are eligible for FHA Title I 
financing. 

“The cost of purchase and installa- 
tion of air conditioning units may be 
financed with the proceeds of Title 
I, Class 1(a) loans only if they are 
permanently affixed to structures and 
are installed in connection with air 
distribution systems consisting of 
built-in ducts or pipes, or are in- 
stalled in connection with the heat- 
ing systems of buildings, thus utliz- 
ing existing ductwork. 

“The units in question do not dis- 
tribute the conditioned air through 
ducts or pipes that are built into 
the structure; therefore a loan to 
finance their purchase and installa- 
tion would not be eligible for Title I 
insurance recordation even though 
connections to the existing water, 
drain, or wire systems are effected. 

“Self-contained ‘packaged’ air con- 
ditioning units of the type shown 
in the leaflets you submitted are in- 
stalled by merely being placed with- 
in a room (or in a window) and con- 
nected with the electrical and plumb- 
ing systems. These are not eligible. 

“ARTHUR J. FRENTZ, 

“Assistant Commissioner F.H.A.” 


“May 9, 1949 


“Arthur J. Frentz, Assistant 
Commissioner 
Federal Housing Administration 
Washington 25, D. C. 
“Dear Mr. Frentz: 
“At a recent meeting of the Title 
I Lenders Committee here in Detroit, 
Mr. Steffey read a communication 
from your office relative to the eli- 


gibility of air conditioning units for 
F.H.A. Title I financing. 

“As I recall, the eligibility de- 
pended upon the unit being connected 
to built-in ductwork. 

“My question is: ‘Does built in 
ductwork necessarily mean that the 
ductwork has to be concealed within 
the wall or ceiling or can the duct- 
work be fastened to the ceiling or 
wall and exposed?’ 

“An early answer will be greatly 
appreciated. 


(Detroit F.H.A. Office) 
“May 13, 1949 
“Dear Sir: 

“We have your letter of May 9, 
1949, concerning the financing of air 
conditioning systems under Title I. 

“As you know, air conditioning 
equipment is eligible for Title I fi- 
nancing only when it is a part of a 
complete air conditioning system 
serving a whole building or an apart- 
ment or a complete suite of rooms. 
Such an air conditioning system 
must be permanently installed and 
must include a system of ducts which 
are made a part of the structure. 


“The required ducts must be built 
within the walls of the structure or 
at least they must be securely at- 
tached to the walls or ceilings so 
that they become a permanent part 
of the realty. 

“Equally as important as _ this, 
however, is the amount of ductwork 
to be included. A token amount of 
ductwork is not sufficient, and conse- 
quently the provision of a mere 
fresh air intake duct or exhaust duct 
would not qualify. 

“Generally, an air conditioning 
unit must become a permanent part 
of a ‘central’ cooling system in much 
the same way that a furnace is a 
part of a ‘central’ heating system. 

“ARTHUR J. FRENTZ, 

“Assistant Commissioner F.H.A.” 


Nurse Clarifies Jurisdiction- - 


(Concluded from Page 1, Column 2) 


alleging that the company had re- 
fused to bargain in good faith and 
had restrained and coerced employes. 

In both cases the charging party— 
in one, the employer, in the other 
the union—asserted that the board 
should exert jurisdiction. In both 
cases the party against whom the 
charges were levelled asserted that 
the enterprise was essentially local 
in character. 

The case of the A-1 Photo Service 
drew considerable attention last year 
because the union had contested the 
jurisdiction of the NLRB, charging 
that since the business was purely 
local in character the Taft-Hartley 
Act wouldn’t apply. But NLRB trial 
examiners found that while all but 
$600 of the dealers sales were made 
within California, 44% of his sup- 
plies were purchases outside the state 
and they decided “the operation of 
the business involves and affects in- 
terstate commerce to such an extent 
as to bring it under the jurisdiction 
of the board.” 

In dismissing both cases the board 
stated, the principal opinion being in 
the A-1 Photo Service case: 

“In the absence of special circum- 
stances, it is a proper exercise of 
such discretion to dismiss cases or 
which, as here, the business involved 
is so small and so local in nature 
that the interruption of operations 
by a labor dispute could have only a 
remote and insubstantial effect on 
commerce.” 

The general counsel for NLRB had 
argued before the board that it has 
no power to take such action, claim- 
ing that: 

“The concept of discretion to as- 
sert or reject jurisdiction on policy 
grounds is incompatible with the the 
general counsel’s ‘final authority,’ ”’ 
as provided in the Taft-Hartley Act; 
and, the separation of judicial and 
prosecuting functions under the Act 
“precludes the board from refusing 
to assert jurisdiction in the com- 
plaint cases when jurisdiction in fact 
exists under the commerce clause.” 

“In discussing and rejecting the 
general counsel’s’ contention, the 
board stated: 

“It is true that the board cannot 
itself issue a complaint; it cannot 
compel the general counsel either to 
issue or refrain from issuing one; it 
cannot review his action in refusing 
to issue one. ... 

“But after a complaint has issued 
and a hearing has been held, the 
‘final authority’ or the general coun- 
sel is exhausted, and the case is then 
in the hands of the board. Any ac- 


tion the board may take thereafter, 
either as a matter of policy or on 
the merits, does not constitute a re- 
view of the general counsel’s ‘issu- 
ance’ or ‘prosecution’ of the com- 
plaint, but is the exercise of the 
board’s judicial powers under the 
Act. 

“No judicial or quasi-judicial power 
has been vested in the general coun- 
sel by statute. To argue that it has 
been, is to argue against the very 
theory of separation of functions 
which gave rise to Congressional es- 
tablishment of that independent of- 
fice. He is to investigate and prose- 
cute, but the board is to judge... .” 


NARC Takes New Name To 
Embrace Air Conditioning 


CHICAGO—The National Associa- 
tion of Refrigeration Contractors has 
announced that it has adopted the 
name “Refrigeration and Air Condi- 
tioning Contractors Association” as 
the result of a vote of the member- 
ship. 

The new name, the association 
said, describes more accurately the 
fields served by the association mem- 
bership, many of whom are engaged 
primarily in air conditioning work. 

Association headquarters remain 
at 228 N. La Salle St. here. 


The association also asserted that | 


many prospective members in the air 
conditioning branch of the industry 
had heretofore hesitated to affiliate 
with the organization simply because 
the former name misled them to as- 
sume that only refrigeration contrac- 
tors were eligible. 


Finneburgh Heads Sales 
For Liquid Carbonic Div. 


CHICAGO—The Liquid Carbonic 
Corp., here, has announced the ap- 
pointment of M. L. Finneburgh as 
general sales manager of the soda 
fountain division following the re- 
signation of W. D. Jordan, formerly 
vice president of the fountain divi- 
sion. 

Finneburgh joined the Liquid or- 
ganization in 1929 as salesman for 
the city of Cleveland. Before his new 
appointment, he was central regional 
manager directing the sales of 
fountains in 12 states. 

Finneburgh has contributed numer- 
ous articles to the drug and ice 
cream trade journals on soda foun- 
tain merchandising. 


Coldspot Refrigerator 
Prices Cut $21 to $44, 
Freezer Reduced $45 


CHICAGO—Price reductions rang- 
ing from $21 to $44 on the Coldspot 
line of refrigerators was announced 
in the mid-summer flyer recently 
issued by Sears, Roebuck & Co. here. 

A $45 drop in the price of the 18-cu. 
ft. home freezer is said to be one of 
the largest in the entire catalog. The 
price went down from $414.50 to 
$369.50. 

The refrigerator price reductions, 
effective until Aug. 15, follow: 


Old New 

Size Price Price 
sd. GR Be sass $214.95 $186.95 

<2. oS . Sane 189.95 167.95 

S68 Oh. Be ci. 289.95 268.95 

9.2 Oh. TE. iss: 269.95 225.95 

rie oS. Serer 289.95 253.95 


model was introduced in the catalog 
and was claimed to have a larger 
freezer chest, improved cold control, 
new free-cube ice trays, new vault- 


type door, and a new handle. It was. 


priced at $297.50. 

The 7.1-cu. ft. model was called an 
“extra feature’ model with the ex- 
tras listed as a covered porcelain 
enamel steel meat drawer, larger 
meat capacity, and a larger frozen 
food space. 


Air Conditioning Dealer Moves 


ATLANTA — Max Wright, Inc., 
featuring De-Hu-Matic air condition- 
ing units, has occupied new and 
larger quarters at 310 Ivy St., N. E. 


Wisconsin Code May 


(Concluded from Page 1, Column 2) 


One provision of the new code that 
will add to the installation costs of 
many contractors is that section re- 
quiring all water-cooled compressors 
or condensing units up through 3 
tons and air-cooled units over 1% 
tons but not over 3 tons to be 
equipped with either a pressure re- 
lief valve or a “pressure limiting de- 
vice” (commonly known to the trade 
as a “high-pressure cut-out’). 

Many units that fall within these 
categories are not usually supplied 
with high-pressure cut-outs. 

This same provision also requires 
that each compressor and condensing 
unit greater than 3 tons be equipped 
with “adequate pressure relief valve 
capacity.” 

Other sections of interest in the 
new code are as follows: 

“Refrigerant-containing vessels 
shall be constructed, inspected, and 
stamped in accordance with the re- 
quirements contained in the Unfired 
Pressure Vessel Code of the Ameri- 
can Society of Mechanical Engineers’ 
1946 edition.” 

“Each pressure vessel exceeding 
5 cu. ft. net capacity shall be pro- 
tected at all times by a pressure 
relief valve. ri 

“‘New and used remote systems ex- 
ceeding 1% tons capacity or unit 
systems exceeding 3 tons capacity 
shall not be installed until a Refrig- 
eration Form, indicating that the 
system will be installed to meet the 
requirements of this code, has been 
filed with the Industrial Commission 
by the owner or by the installing 
contractor in behalf of the owner, 


Increase Costs-- 


and a declaration to that effect has 
been conspicuously posted on the 
premises.” 

“The discharge from safety vaiveg 
attached to low pressure accum)'la- 
tors may be connected into the se. 
tion line on the machine side of <he 
stop valve or outdoors. .. .” 

“When a hot gas defrosting jine 
is used, there shall be a check v::!ve 
in the discharge line between ie 
condenser and the point where he 
hot gas line connects into the | gs. 
charge line.” 

“Check valves shall be installec in 
an absorption system exceeding 3 
tons capacity and shall be loca ag 
between the rectifier and the c »p- 
denser and in the discharge |} je 
close to the aqua pump.” 

While the new code applies only .o 
installations made after May i, 
1949, parts installed on existing s» :- 
tems must comply with the new co: , 
and systems found in violation of t.e 
1918 code must be brought into co; .- 
pliance with the latest version. 


Roche Elected Binks Boarc 


Chairman, Son Is Presiden? 


CHICAGO — Directors of Binks 
Mfg. Co., at their annual meeting 
here, elected President J. F. Roche 
as chairman of the board. He is 
succeeded in the presidency by his 
son, Burke B. Roche. 

Binks produces industrial spray 
painting equipment, industrial cool- 
ing towers, nozzles, and other large 
installations in these fields. 
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BUSH ICE MAKERS 
twelve stock sizes ... 
84 to 384 cubes. Most 
models available with — 
quick release trays. 


f 


Address Dept C3 for 
your copy of the Bush 
Refrigeration Catalogue 


; 


BACKBAR Lyi 


Specify this new Bush WJ Unit for installation at the juncture 
of wall and ceiling . . . to occupy minimum valuable storage space 
. » . to supply maximum circulation with no blast. Easy to install 
. . . Simple to service . . . and a real good-will builder for you be- 


in CEILING-WALL UNIT is the an- 
swer in low-head-room and 
reach-in boxes...complete 
flexibility, can be mounted 
on either wall or ceiling. 


cause Bush design, engineering, quality materials, careful construc- 
tion and conservative rating insure lasting customer satisfaction. 
The Bush WJ Unit (capacities 800 to 6500 BTU’s per hour at 10° 
TD) and all other Bush Heat Transfer Products are available now 
through refrigeration and air conditioning wholesalers everywhere. 


BUSH UNIT COOLERS 


WALL-MOUNTED UNIT for BUSH JR. PANEL UNIT for 


back-bars, reach-in 


low-ceiling market 
coolers and installa- 
tions where space is 
at a premium. 


coolers, beve age 
coolers and s nall 
space installat ons. 
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BUSH MANUFACTURING CO. © WEST HARTFORD 10, CONN. 
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